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Ever see 
a water magnet ? 


Our enjoyment of candy and tobacco would 
soon disappear if it were not for the invisible 


magnet that holds their moisture — glycerine. 


Maintaining moisture balance in candy and 
tobacco is only one of an amazing number of 
tasks glycerine performs. It makes cellophane 
pliable and tooth paste smooth-flowing. It goes 
into explosives, paint, glue. and ink, Glycerine 
promises to play a vital role in the newly dk 
veloped technique for preserving “eve-bank” 


corneal tissues at freezing temperatures 


Industry now uses glycerine in more than 
1500 different wavs . and continues to 


discover new applications, 


Answermeg a wide range ol needs by produc 
ing high purity glycerine is one more way 


Shell Chemical serves industry, 


ag? ey.” Ne F +. nr 


Shell Chemical Corporation 
Chemical Partner of Industry and Agriculture 


NEW YORK 
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You can tell 


the SUGIF man 


by his complete line of bearings! 


Six modern plants back up your SCS man 
with high production of both ball and roilet 
bearings—in thousands of sizes and variations 
And sixteen local warehouses—a nation-wide 


network — stock big assortments of bearing types 


and sizes for your immediate use 

So, you always get prompt delivery from the 
SF man—ol the bearings you need, in the 
quantities you need. Ask him for details about 


this complete line today. 


EVERY TYPE-EVERY USE 


Bar INDUSTRIES. INC... PHILAC 
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TANTUNG 
TAN- 8009 


Don’t buy just the tool, 
buy the JOB it'll do! 


The real value of cutting tools can be measured only in 
terms of the amount of work produced. When V-R 
carbides consistently turn out more pieces per cutting 
edge at increased speed, there has to be a reason! 
The answer is quite simple . .. V-R production 
engineers work with thousands of production / 
problems and develop carbides to fit the job // 
requirements. It’s a matter of engineering the ‘TY 
carbide for the job instead of trying to adapt f 
the job to fit the carbide. 

Let V-R carbides help increase production 

and reduce costs in your plant. Contact your 

local V-R representative or distributor. 


Metals of 
Tomorrow ... Today! 


Vascoloy-Ramet Corporation is a 
pioneer manufacturer of refractory 


metals .. 


. making its substantial 


contribution to America’s growth by 
developing special metals with 
exceptional characteristics to meet 

the changing needs of industry. 

28 years of V-R research, engineering 
and manufacturing experience .. . 
covering thousands of application prob- 
lems ... have produced the technical 


know-how built 


into all V-R products. 


This same know-how is 
working full time, developing new refrac- 
tory metals, to meet tomorrow's needs. 


VYascoloy-Ramet corporation 


PRIME MANUFACTURERS OF REFRACTORY METALS ENGINEERED FOR THE JOB 


840 Market Street 


Waukegan, Illinois 
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B.EGoodrich 


Magnetic Attraction 


At the steel plant in the picture, wire 
from big coils goes into a machine that 
forms it into nails and spits them out 
against a rubber belt with magnets be 

hind it. Up the nails go and into a cart 
«o be wheeled away. But when ordinary 
belting was used, the nails used to sli 


and slide; the belts were short-lived 


Then a B.F. Goodrich distributor 
sold the company B.F.Goodrich oil 
resisting Griptite belts. Parallel ribs of 
flexible rubber, spaced four to the inch, 
give this belt good gripping action 

Now the nails stick to the belts much 
better. Each Griptite belt lasts about 
a year—four or hive times as long as 
former belts lasted 


Shakedown treatment 


An Alabama coal mine uses big metal 
tables to separate the rock that ets 
mined with coal. Coal and water are 
dumped on these tables, which jiggle 
constantly, literally shaking the rock 
out of the coal. But the sharp rock and 
coal wore out every material used to 
cover the tables 
only two months 

When a B.F.Goodrich distributor 
heard about this, he told the coal com- 
pany about B.F.Goodrich “Armorite”’, 
a rubber so tough it often outlasts the 
hardest steel 10 to 1. One of the coal- 
shaking tables was covered with this 


some covers lasted 


rubber. It lasted 10 years, handled 
1,841,190 tons. Because of the big 
Savings in repairs and replacements, 
the company has had all their coal- 
separating tables covered with 
Armorite. 
Duct soup 

A manufacturer of photographic equip- 
ment in New York state bought a test 
section of fume duct 6 feet by 6 feet by 
i feet, made of B.F.Goodrich rigid 
Koroseal material. Koroseal, often 
made in flexible forms, can be made 
rigid, resists most acids and chemicals 
The distributor has now received ap- 
proval of the test and authority to 
proceed with a system which will cost 
about $7,000 


Good riddance 


A steel company used to have trouble 
piping huge quantities of fly ash to a 
disposal pit. The mixture of acid water, 
gritty fly ash and metal slivers was 
wearing holes through metal pipe in 
only six months. Each pipe replace 
ment cost $700 plus about 100 hours 
of workers’ ume 

Company engineers, working with a 
B.F.Goodrich distributor, decided to 
replace the pipe with a B.F.Goodrich 
hose designed to handle rough 
materials. After 8 years’ service, the 
B.F.Goodrich hose, called “Converta- 
pipe’, shows no sign of wear, looks 
good for years more use. Plant engi 
neers figure the change from pipe to 
rubber hose has already saved $6,400 in 


Nails fall up, costs go down—see “Magnetic attraction” 


FEBRUARY 16, 1959 


SUCCESS STORIES 


B.F.Goodrich distributors helped these customers cut costs. Can they help you? 


replacement costs and $4,800 in main 
tenance Costs 


Hot foot 

A manufacturer of house-trailer steps 
in Arizona had trouble with ordinary 
rubber stair treads in the hot Arizona 
climate. Aluminum sheets on the ver 
tical panels of steps reflected and 
concentrated the sun's rays on the 
horizontal rubber parts, making the 
temperature 140 to 170 degrees 

Then Koroseal runner matting was 
recommended by a B.F.Goodrich dis 
tributor. Customer finds it stands the 
sun better, has long life, is oil-resisting, 
easy to clean floes not creep 


Chain reaction 


A B.F.Goodrich distributor in Mas 
sachusetts sold large-size V belts to a 
food processor by redesigning a high 
cost chain-type conveyor carrying 
trays. The rubber belts work better 
than the chain, save money for the 
customer 


New product 
Industrial fire hose. B.F.Goodrich 
“Imperial 1 all 
Dacron jacket, is recommended for 
heavy-duty 


hose, made with ar 
service in oil refineries, 
chemical plants, construction jobs, 
mining, and in general industrial 
service. Hose is lighter, more flexible, 
stronger, longer-lasting than conven 
tional industrial fire hose, has excep 
tional resistance to abrasion, is imper 
vious to mildew, oil, acids, alcohols, 
hydrocarbons and detergents 


” 


Sizes 


> 


New catalog 
Oil-resisting conveyor belts. Catalog 
No. 
B.F. Goodrich oil-resisting conveyor 
belts. Performance of three types of 
belting—oil-resisting, oilproof and 
superoilproof—is compared in services 
where belts are subjected to petroleum 


2460 tells how to select 


oils, cutting oils, organic solvents, 
cleaners, lacquer solvents and fatty oils 


For more information 
For full information about any product 
described on this page see your 
B.F.Goodrich distributor or write 
B.F.Goodrich Industrial Products Co., 
Dept M-516, Akron 18, Ohto 


Korosea)—T. M. Reg et Of 


B.EGoodrich 


industrial 
rubber products 
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“Little things affect, 
attitude toward you 
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, Fort Howard Paper Company 


America’s most complete line of paper towels, tissues and napkins ~ 
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Held down “impossible” job for months vs. days 


They were asking the “impossible” at this big West 
Coast mine. The hose used in their big beneficiation 
plant must be tough enough to handle the flow of 
murderously abrasive iron-ore slurry. Yet it still must 
be flexible enough to follow atwisting, bending course 
down from the top of the seven-story structure 

So it’s little wonder their first hose sprang numerous 
leaks almost immediately — was finished completely in 
about 45 days. It wasn’t until the G.T.M. 
Technical Man—recommended his special ore-carrying 
hose that they got satisfactory service. 

In fact, the G.T.M.’s hose has been so successful that 
the company’s purchased over 4,000 feet of it to date. 


Goodyear 


r 7 
GOODYEAR INDUSTRIAL PRODUCTS | 
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Special Hose for 
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HOSE FOR ALL INDUSTRY BY 


GOOD», 


It’s been on the job over 12 months now — completely 
mastering this extra-tough job. 


So once again, the G.T.M. has proved that the “‘impos- 
sible” often boils down to right hose — and the right 
recommendation. Make sure you get both—by contact- 
ing your Goodyear Distributor —or writing Goodyear, 
Industrial Products Division, Akron 16, Ohio. 


IT’S SMART TO DO BUSINESS with your Goodyear Distributor. 
He can give you fast, dependable service on V-Belts, Hose, 
Flat Belts and many other industrial rubber and non- 
rubber supplies. Look for him in the Yellow Pages under 
“Rubber Goods” or “Rubber Products.” 


EAR 


THE GREATEST NAME IN RUBBER 
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Straws in the Trade Wind 


®& CONTROLS FOR PURCHASING—One of 
the hottest current topics in purchasing circles: 
the application of management controls. McKin- 
sey & Company, management consultants, have 
devised ways to measure the tangible aspects 
of a “good buy” and report the results to man- 
agement. These elements include price, quality, 
delivery performance, and special vendor serv- 
ices. Other areas where purchasing controls can 
be set up—materials specifications, basic sourc- 
ing decisions, and materials management. 


®> LEAD FOR SOLDERING—Lead base 
solders are being used as an inexpensive and ef- 
ficient method of joining metal parts. A high 
lead braze has been developed for low cost pro- 
duction of ceramic-metal seals—useful up to 
working temperatures of about 300 degrees C. 
It has been extensively applied in the electronic 
and metalworking industries. 


& GNP RISE AT 3°%—For the future—Gross 
National Product will rise at the rate of at least 
3% a year, based on 1954 constant dollars, says 
the National Industrial Conference Board. To 
back up the prediction, it cites estimates from 
a number of organizations—including the Joint 
Committee on the Economic Report, the Depart- 


NONDURABLE 
GOODS 





SOURCE—NATIONAL INDUSTRIAL CONFERENCE BOARD 


The production indices have regained a good part 
of the loss that took place when the 1957-58 re- 
cession was in full force. 
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For the P.A.'s Hot File . . . 


Industrial diamonds are expected to 
gain wider usage. The direct applica- 
tion of diamonds to metal finishing op- 
erations offers new possibilities. This 
comes on top of increased use of dia- 
mond wheels and tools for sharpening 
and shaping tools and wheels of other 
hard metals. Many purchasing agents 
are ordering industrial diamonds for 
production jobs for greater efficiency 
and more economical grinding and cut- 
ting. 











ment of Agriculture, and the Bureau of Labor 
Statistics—which predict a rate of growth even 
higher than 3%. Says the NICB: “the historic 
3% a year rate of growth is on the conservative 
side. 


a DOWN TO THE WIRE- A little over one- 
third of the $148 million that Western Union 
derives from telegraphic use in industry stems 
from purchasing departments. The total amount 
is more than $50 million yearly. Only areas that 
exceed purchasing in use of wires are 
marketing, and advertising. 


sales, 


> WAREHOUSE SHIPMENTS UP 
quarter sales of steel service centers are ex- 
pected to be 10% higher than the last three 
months of 1958. So says the American Steel 
Warehouse Association. The association 
P.A.’s “are gradually increasing their steel in- 
ventories,” but they term the increase “moder- 
ate ...to support existing business.” 


I irst 


Says 


> REPORT ON NONFERROUS—Here’'s a 
thumbnail report on the ’59 outlook for six non- 
ferrous metals from I. W. Wilson, chairman of 
the board of Alcoa. Aluminum—A consumption 
gain of at least 10%, prices to remain relativel) 
stable until mid-year. Copper—Shipments up 
1% to 15% over 1958; prices stable unless 
labor difficulties develop. Lead—aA rise of 5% 
to 10% in shipments, with somewhat greater 
price stability. Zinc—Strengthened prices, and 
shipments up more than 10%. Magnesium—De- 





CASE HISTORIES 


An efficient double row, 
preloaded ball bearing 
for use where combined 
loads must be resisted 
by a single bearing. Both 
radial and axial deflec- 
tions are controlled 
within very close limits. 
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Photo: Courtesy Jacobsen Mfg. Co., Racine, Wisconsin 


Nim Boll Bearing Design Helps 
Cut Power Mower Costs 429 Per Unit! 


CUSTOMER PROBLEM: 


Require bearing design that will help reduce 
production costs of power mower without 
affecting mower’s high quality and performance. 


bearings resist heavy radial and thrust loads in 
any combination. The conversion accounted 
for a parts and assembly-time cost savings of 
$4.29 per mower. In addition, the manufac- 
turer is able to promise mower users years of 
trouble-free performance, while pricing more 


SOLUTION: competitively at retail! 


N/D Sales Engineer, working with company 
engineers, recommended a new, more efficient 
cutter housing design utilizing three precision 


Perhaps there’s a New Departure production 
ball bearing that will help lower costs and add 
new sales appeal to your product! Why not call 


New Departure production double row ball 
bearings. These high capacity dual purpose 


on New Departure today? For more informa- 
tion write Department V-2. 


Replacement ball bearings available through United Motors System and its Independent Bearing Distributors 


DIVISION OF GENERAL/MOTORS, BRISTOL, CONN. 


NOTHING @OLLS L/XE A BALL 
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Straws in the Trade Wind 


mand to increase as much as 20%. Titanium 
Its usefulness in missiles and other space age 
innovations should increase its prospects. 


> TIRE PRICES RAISED— Prices of original 
equipment tires were raised between 1% and 
212° at the turn of the year. This could be the 
forerunner of wholesale and retail tire price 
hikes soon. Retail tire prices have risen nearly 
20 in the past five or six years 


> WHAT'S IN A NAME~ Ever wonder why) 
some products are designated by numerals in- 
stead of names? There are many reasons, of 
course, but here’s an important one, according 
to the Parker Pen Company: It calls its pens 
“21”, “41”, “51”, and “61” for one main reason 

the terms can be translated easily into any 
language, a vital factor in foreign sales. 


> COAL PIPELINE SUCCESSFUL—The 
pilot pipeline for coal in eastern Ohio has proved 
successful, says the American Iron and Steel 
Institute. The 108-mile pipeline moves coal that 
has been crushed and mixed with water at the 
same speed that oil moves through—approxi- 
matel, three miles an hour. The slurry is pro- 


pelled by three pumps, and the coal particles 
(all smaller than 4% inch) are dewatered and 
dried at their destination. The pipeline is ex- 
pected to transport over 1,350,000 tons of coal 
a vear between Belmont County and Eastlake. 


& RECENT PRICE CUTS— Here's some price 
cuts that have been announced by vendors: 
Raytheon Manufacturing Company reduced 
prices on six types of transistors by an average 
of 12%; Rotary Lift Company cut its frame 
pick-up lift by 10° ; and Hercules Powder Com- 
pany trimmed its Pro-fax polypropylene price 
by seven cents a pound 


> ALUMINUM FOR SMALL BLSINESS—A 
sizeable long-term supply of aluminum pig, in- 
got, and billet has been assured to purchasing 
agents for small business. This comes as a re- 
sult of an agreement between the General Serv- 
ices Administration and Aluminum Company of 
America. 6000 tons quarterly will be made 
available specifically to non-integrated users 
who qualify as small business concerns. The 
agreement carries out some of the recom- 
mendations made by a subcommittee of the 
House Small Business committee last vear 


QUOTE! SSCSSSSSSSSSSSSSSSSSSSSSSSSSSSSSEHSSEEEE, 


“Management should stop leaning on the ‘expert’ and 
start making more of its own decisions,” says Robert 
B. King, president of Profit Counselors, Inc., manage- 
ment consultants. Mr. King feels that “a manager who 
looks to new developments in management consulting 
...as the answer to his decision-making responsibilities 
is deluding himself and quite possibly diluting the as- 
sets of his company at the same time.” He gives this 
warning to industrial purchasing executives: “ ‘Think’ 
like the sign in your office says. But don’t ever stop 
there. Act on your thinking and do it much more often.” 


Robert B. King 
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SAFETY-CONSCIOUS KAISER 
ALUMINUM & CHEMICAL USES 


iegel 


Hot Mill Gloves 


In well managed companies like Kaiser Aluminum & 
Chemical Corp., hand safety rates high in attention. 
And where safety counts, you'll find Riegel work gloves. 


Quality is part of safety. Full protection longer... 
less danger of burns through thin spots, or snagging on 
worn holes. (And of course less time wasted replacing 
worn gloves. ) 


Here are savings made possible because Riegel 
experts fit the right glove to the job. More than 400 
styles and materials ...8 warehouses to speed deliveries 
For help in improving safety and reducing costs in your 
plant, call or write Riegel 


RIEGEL TEXTILE CORPORATION - Conover, N.C. 


ASK FOR FREE CATALOG 


For More Information Write No. 





HOW FOUNDRY SAVES 


$90 PER MAN WITH 
iegel 
Special-Purpose Gloves 


Here’s on-the-job proof! No matter how special your 
needs are, Riegel has the right glove. This large midwest 
foundry switched from leather-palm gloves to Riegel’s 
specialized Hot Press gloves for handling hot castings. 
They paid 15°% more per pair, but got 8793 more wear! 
S90 saved every year for every man! 

The men prefer Riegel’s added roominess and the thick, 
wool-content lining that gives better heat protection and 
longer wear. Riegel’s wing thumb adds flexibility. 

Riegel offers you over 400 different styles and 
materials...expert advice by industrial specialists ...8 
warehouses to speed deliveries. Write today. 


RIEGEL TEXTILE CORPORATION - Conover, N.C. 


ASK FOR FREE CATALOG 
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li YOU HAVEN’T ALREADY 
done something about rebuilding 
your steel inventories, now’s the 
time to start. 

If you don’t, you may find your- 
self at the tail end of the chow 
line, with no guarantee there will 
be anything in the pot when you 
reach the serving table. The steel 
market is that tight. Arid it’s get- 
ting tighter. 

The reason: A 
strike at mid-year. 

You may think it’s a bit too 
early to worry about a strike, but 
if you do you're in the minority. 

The rush to rebuild inventories 
before July 1, when existing steel 
labor contracts are scheduled to 
expire, is rapidly turning into a 
stampede. This may be a sad com- 
mentary on the state of labor rela- 
tions in the steel industry, but it’s 


possible steel 
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Special Industry Report: 





a fact that must be reckoned with. 
Steel labor will be out for “more 
of everything” again this year. 
That’s no secret. Neither is it a 
secret that the steel mills will put 
up a stiff fight to hold the line 
against excessive demands. 

That’s why the odds favor a 
strike that could go on for as 
much as six weeks—and possibly 
longer. 

You may have heard some ru- 
mors that steel labor may con- 
tinue to work after its contracts 
have expired even though a new 
agreement has not been reached. 
That’s always a possibility. But 
you can’t afford to bank on it. 
The United Steelworkers’ policy 
of “no contract—no work” is a 
firm one. 

The steel 


tighten up in 


market began to 
January. Market 


strength showed itself first in the 
Chicago area. By mid-month, cold- 
rolled sheets and wide plate were 
being doled out to customers on 
an allocation basis. 

Mills in Pittsburgh and the East 
did not begin to feel the effect of 
the big push until late in January. 
Then the roof caved in. Pittsburgh 
mills were swamped with orders. 
The influx was so heavy that, in 
certain cases, new business ex- 
ceeded the mills’ capacity to pro- 
duce. 

What happened? The big steel 
users, notably automotive com- 
panies, suddenly became alarmed. 
They not only pushed through 
heavy orders for their own use, 
but they also told their vendors to 
lay in enough steel for parts and 
components for the balance of the 
1959 model year. In some cases, 
the auto companies guaranteed 
their suppliers that they would 
not be stuck with heavy inven- 
tories of steel should a new steel 
contract be negotiated without a 
strike. Other industries—farm 
equipment, appliances, trucks, ma- 
chinery, oil and gas and even the 
railroads—hopped on the band 
wagon. 

So you can look for a very tight 
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BITUMINOUS COALS FOR EVERY PURPOSE 


Ask our man! BALTIMORE & OHIO RAILROAD, BALTIMORE 1}, MD. Phone: LExington 9-0400 
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Special Industry Report: 


steel market situation between 
now and June 30. And if there's 
a long strike the market will be 


tight for the rest of the year 


The Detailed Picture 

That's the market story in briet 
In detail, this is what has been go- 
ing on: 

Steel order books 
building up in two 
Many steel users have been plac- 
ing orders for late second quarte: 
delivery and at the same time or 
dering normal—or above normal 

-tonnages for first quarter intake 
This makes it tough for those steel 
users who figured to come into 
the market at the last minute. In 
many cases, it may already be to: 
late for that. 

The products hardest to get will 
be in the flat-rolled category: 
Cold-rolled sheets and strip, gal- 
vanized sheets, terne plate (used 
to make auto gas tanks), and 
plate. Not so tight—but still tough 
—will be hot- and _ cold-rolled 
bars, oil well tubing and casing. 
linepipe, and structurals. 

One thing you must keep 
mind: in a_ short-term market 
pinch of this sort, the great 
strength of one product tends to 
weaken the availability of an- 
other product. This is because the 
stronger product naturally takes 
a bigger share of the available 


have beet 


directions 
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Steel Capacity 


(Millions of 
Ingot Tons) 


1959 147.6 
1958 140.7 
1957. 133.5 
1956 128.4 
1955 125.8 
1954 124.3 
1953 117.5 
1952 108.6 
1951 104.2 
1950 99.9 


ingots, the starting point of fin- 
ished steel output. That leaves less 
raw steel for production of other 
products. 

Is there much chance that steel 
abor and steel management will 
negotiate a new contract without 
a strike? At the moment, it would 
not seem so. Both sides have 
high-powered advertis- 
ng programs aimed at winning 
ver the public to their points 
f view. The pre-negotiation at- 


mounted 


nosphere is not too encouraging. 
Still, there’s always the chance 
slim—that “outside” 
might be brought to 
bear to avoid a blowup. 


howeve! 


pressures 


President Eisenhower and gov- 
ernment officials on both sides of 
the political fence have been con- 
cerned about labor settlements 
that must be offset by higher 
prices. They are particularly wor- 
ried about steel. 

Under these circumstances, you 
an bet that both sides will be 
from the government, 
not a_ steel strike 


nearing 
vhether or 
hould threaten. 


Steel Price Hike 
Even if there strike, 
steel prices are almost certain to 
20 up again this year. The steel 
workers will get enough of a wage 
warrant a general in- 
rease in steel prices. How much 


isn’t a 


boost to 


the increase will be depends on 
the cost of the settlement 

Last year, when labor casts rose 
more than 22 cents an hour—ex- 
the impact on Social 
Security and Unemployment Com- 
the 
companies raised prices an aver- 
age of $4.50 per ton. At that time, 
though, the mills were under pres- 
sure to hold the 
minimum. Business was slow and 


clusive of 


pensation taxes, etc steel 


increase to a 


the market was very competitive 
How much the hike will be this 
year depends on so many varia- 
bles that it’s just about impossible 
to come up with a that 
would mean anything 

To sum up: 

(1) It would be wise to stock 
up on enough steel to carry your 
production some weeks beyond 
the steel contract expiration date 
of 12:01 a.m., July 1. 

(2) The steel market is already 
tight and getting tighter. Even at 
this early date, you may find it 
difficult to get space at the mill 
you would like to do business 
with. 

(3) The odds favor a _ steel 
strike. But there’s an outside 
chance that public opinion and 
government pressure will force 
both sides to reach a reasonable 
settlement. 

(4) A steel price rise is almost 
a certainty. 


figure 
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“HEARD ABOUT THE 
HUGE ANNEALING FUR- 
NACE IN UNION STEEL’S 
MILL AT NEW MARKET, 
NEW JERSEY?” 


“Sure, but what’s in it for me?” 


First, this furnace gives you a new definition for precisely 
controlled atmosphere. It produces the finest quality 
stainless annealing available in the industry. This, com- 
bined with pickling facilities to match, offers you UNION 
Steel stainless pipe and tube that is guaranteed to per- 
form properly in your plant. 

Largest available mill stocks of full finished, drawn; 
annealed and pickled; plus Unionweld in L grade. In stain- 
less tubular products, Union Steel provides quality in 
quantity. 


' eee CORPORATION 
UNION, NEW JERSEY + MUrdock 6-5300 
UNION DISTRIBUTOR STOCKS THROUGHOUT THE U.S. A. 


STAINLESS Piret AND TUBE 


For More Information Write No. 162 on Inquiry Card—Page 32 
PURCHASING 





PURCHASING OPINION 








Are P. A.s Leasing More 
Equipment? 


Purchasing agents are vitally concerned with the subject of leasing, since they 
are often responsible for their companies’ activities in this field. The growth of 
leasing in recent years has had an important effect on our industrial expansion 

and capital goods distribution. We asked a representative cross-section of pur- 
chasing agents a number of questions about leasing. Their combined answers 
follow: 





1. Does your company now lease 
any equipment? 





LMT 


<b geet Ra ee! ees 
Si a she 





2. Do you plan to do any leasing 
in 1959? 





£ Oct RE: Ca Ta 





Leasing company 


3. If you are leasing equipment 
this year, from whom do you Manufacturer 
expect to obtairn the lease? 
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that formerly 


required premium-priced materials can now be handled 


by Duraflex.’ which costs no more than regular phosphor 


bronze. Write for literature and samples, today. 





Licamseo 
PROFESSIONAL ENGINEERS Memecns 3457 WEIONER AVE 
AMERICAN BOCIETY FoR TESTING MaTemace THE CARLSON e LweyY 
AMERICAN SOCIETY OF MECHANICAL ENGINEERS OCEANSIDE. L 


NATIONAL SOCIETY OF PROFESSIONAL ENGINEERS TELEPHONE RO 4-86181 


August 1, 1958 


The American Brass Company 
414 Meadow Street 
Waterbury, Connecticut 


Gentlemen, 
S(MMARY OF ENGINEERING LABORATORY REPORT No. 8158 





SUB JECT: Fatigue Life and Endurance Limit testing of; 
"DURAFLEX" Superfine-Grain Phosphor Bronze and Commercial Quality 
Phosphor Bronze, 5% (A) spring quality strip material. 


SPRINGS; Flat spring strip was made into the usual type of contact springs 
used in switches, relays and instruments. These springs were THREE SPRINGS of regular Phosphor Bronze. 
deflected at about 1 cycle per second in a specially built fatigue 35% (A). actual size, took a permanent set 
tocting sachine ant the deflections recorded. it about 200,000 deflections and fractured 


STRESSES; The springs were deflected from the initial free position of sero it an average of 453,574 deflections. 
stress toa final position having a bending stress of 77,000 p.s.i. 


This stress, fa@ phosphor bronze strip is wnusually high and is 
higher than stresses ordinarily recommended for Beryllium-Copper 
or Stainless Steel for such severe service. 


Commercial Quality Phosphor Brmse, 6% (A) springs acquired a 
permanent set quite early and broke at an average number of 
jeflections of 453,574. 


"DURAFLEX” springs were still satisfactory, showed no permanent set, 
no loss of load and no breakage at 4,000,000 deflections. 


CONCLUSION: Uesign stresses for "DURAFLEX" oan be at least 50% higher than 


the stresses for Commercial Quality Phosphor Brate, 5% (A) as 
shown in the TOOL ENGINEERS HANDBOOK, 


Respectfully submitted, 


THE CARLSON COMPANY 


Harold C, R. Carlsam, P.E. . : " : 
Ldeenesd Profeceiensi Bacimer FOUR SPRINGS of Duraflex Superfine-Grain 


Phosphor Bronze, 5% (A) were still satis 
factorv after 4,000,000 deflections 


I y' RAFLEX, available in Phosphor Bronzes (A), (C) and DURAFLEX 
(D), in strip and wire, offers a host of opportunities to 
cut costs while maintaining or improving quality and per- SUPERFINE-GRAIN PHOSPHOR BRONZE 


tormance. For further information and technical help to 














A product of 
select the alloy to meet vour needs—call in your American 
Brass Company representative, or write: The American Brass 
Company, Waterbury 20, Conn. In Canada: Anaconda Amer 
ican Brass Ltd., New Toronto, Ont. 


Made by The American Brass Company 


For More Information Write No. 163 on Inquiry Card—Page 32 
16 PURCHASING 





Purchasing Opinion 





Capital Equipment 


4. What type of equipment do you Automobiles 
plan to lease in 1959? 








Trucks 


Real Estate 





To eliminate large 
capital outlay 





To obtain equipment 
for a short period 





5. What do you think is the major 
advantage of leased equip- 


To avoid 
ment? 


obsolescence 








To save money 





To postpone taxes 





6. Do you find that more sup- 
pliers are offering leasing plans 
this year? 





SPECIAL: For a study of the subject of industrial equipment 
leasing, don’t miss the article starting on page 18. 
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One OF purchasing’s biggest 
problems is keeping costs down. 
The pinch most companies will 
face in 1959, as a result of higher 
labor and material costs, is going 
to require great ingenuity by 
P.A.’s to keep profits at satisfac- 
tory levels. 

Leasing is one technique more 
P.A.’s will be using in ’59. In 
many situations, it pays a com- 
pany to lease industrial equip- 
ment instead of buying it. In fact, 
some companies now use leasing 
as frequently as others sign con- 
ditional sales contracts. 

However, there are many pit- 
falls involved in leasing. There- 
fore you must understand exactly 
what leasing is, its advantages 
and disadvantages, how to deter- 
mine how much a lease will cost. 
Only then can you decide intelli- 
gently whether to lease or to buy. 


A Method of Financing 


It is best to consider leasing as 
a method of financing—which 
should be compared with other, 
more widely-used business financ- 
ing techniques. Bank loans, fac- 
toring, and lines of credit are simi- 
lar to leasing in this respect: they 
are all designed to help a business 
obtain new capital equipment 
without paying the full cash value 
at one time. 

Leasing can be defined as a 
long-term non-cancellable agree- 
ment to meet a continuing need. 
The words “long-term” are the 
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‘ The Straight Facts 


By Leonard Sloane 


key ones here, in order to dif- 
ferentiate leasing from renting. 
Rental plans are designed to pro- 
vide equipment for a short period 
or to meet an emergency. P.A.’s 
have rented equipment for many 
years; only recently has leasing 
gained wide acceptance. 

Today, virtually everything in 
your plant can be leased—from 
fork lift trucks to duplicating ma- 
chines, from machine tools to heat 
treating furnaces, from plant fix- 
tures to power tools. Leasing can 
help you get the machines you 
need to modernize your produc- 
tion line. You can sign a master 
lease to include all leased equip- 
ment or you can lease each item 


This is the first of two arti- 
cles on leasing. The next 
article, which will appear 
in the March 2 issue, will 
cover automotive and truck 
leasing. 


individually. 

Before you sign any lease, how- 
ever, you should understand the 
pros and cons. Briefly stated, here 
they are: 


ADVANTAGES OF LEASING 


(1) Avoids large cash outlay 
Leasing eliminates the need to 

put down a large chunk of cash 

when you buy a new machine. 


Even if you were to buy equip- 
ment via a conditional sales con- 
tract, you would still have to 
make a down payment of around 
25%. With a lease, you can ac- 
curately budget your payments 
over the length of the lease. This 
gives you flexibility with your 
capital since you pay for the use 
of an asset at the moment you’re 
using it. You don’t pay for a 
“bundle” of services from a ma- 
chine long in advance. 


(2) Frees working capital for 
other purposes 


Every time you make a large 
capital expenditure, you deplete 
your working capital. If you spend 
$100,000 for a machine tool, that’s 
$100,000 less that can be used in 
other ways. Since many com- 
panies can average between 5% 
and 12% on their invested capital, 
that means your $100,000 machine 
tool is costing you between $5000 
and $12,000 a year in profits after 
taxes. Leasing stretches the use of 
your capital and keeps your assets 
liquid, thus creating a decided 
cash-flow advantage. 


(3) Makes equipment available 
for short-term use 


You might need a specific piece 
of equipment for a short time or 
during cyclical periods. Examples: 
a three-year cost-plus R&D gov- 
ernment contract, a peak produc- 
tion year, or a one-time construc- 
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on Equipment Leasing 


Leasing industrial equipment can be the answer to your problem 


when you need new machines and don’t have the necessary cash. 


But leasing is not a cure-all 


there are disadvantages that must be 


considered before reaching a decision. Here’s an analysis of what 


P.A.’s should know about this modern financing method. 


tion job that will take two years 
to complete. In these instances, it 
might pay to lease equipment for 
the period necessary to do the job 


(4) Makes finartcing easier 


Lease payments—other than 
those due within the year—gen- 
erally do not appear on your com- 
pany’s balance sheet as an obliga- 
tion on the credit side. Condi- 
tional sales contracts do. 

While the ethics of this situa- 
tion are debatable (various groups 
are striving to have all lease ar- 
rangements indicated in some 
manner on balance sheets), the 
present set-up favors leasing. It 
keeps your line of credit open at 
banks, insurance companies, bond- 
ing companies, etc., and does not 
appear as a fixed liability in the 
financial report. It therefore gives 
your balance sheet a more favor- 
able asset-to-liability ratio. And it 
allows you to required 
equipment when your long-term 
loan agreements do not permit ad- 
ditional bank financing or your 
capital structure is not strong 
enough for conventional financ- 
ing. 


obtain 


(5) Allows use of modern equip- 
ment 


Your company might need a 
piece of modern equipment in or- 
der to keep up-to-date and com- 
pete successfully. But you don’t 
have the cash available and financ- 
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Look Before 


You Lease 


Before you sign a long-term 
industrial lease, make sure 
you've checked all the legal and 
tax angles. That’s the advice 
given by Frank Griesinger, as- 
sistant treasurer of Lincoln 
Electric Company and author of 
the recent McGraw-Hill Book, 
“Sale-Leaseback and Leasing.” 
He says: 

“If you're considering leasing 
machinery, real estate, or other 
fixed assets, remember that most 
lease contracts require pay- 
ments totaling more than the 
outright purchase cost. The les- 
sor must charge enough to cover 
the cost of the equipment, the 
cost of carrying your account, 
and, of course, make a profit. Re- 
gardless of this fact, lease con- 
tracts may be very helpful. 

“The purchasing executive 
should ask a pertinent question 
about any lease contract: “Is 
this plan sound from a _ tax 
standpoint?’ Ask the financial 
officers of your company about 
the offered plan. They may wish 
to secure advice from tax and 
legal counselors. This is desir- 
able because the government 
views leasing as a tax postpone- 
ment device. 

“I recently learned that two 


Frank K. Griesinger 


manufacturers who offer long- 
term equipment lease plans were 
audited by Internal Revenue ex- 
aminers. Leases which contained 
no purchase options were in- 
cluded in the audit. Lists of cus- 
tomers acquiring machines 
under lease contracts were sent 
to other Revenue offices which 
audit these districts. Evidently, 
the government claims that 
rental charges treated as ex- 
pense deductions were actually 
capital expenditures, subject to 
depreciation over a_ longer 
period. 

“The re-opening of 
turns filed in 
might cause difficulty to your 
accounting department. It would 
seem best to ask questions about 
the tax aspects of lease plans be- 
fore contracts are signed.” 











tax re- 





previous years 























EXHIBIT 1. COMPARISON OF METHODS OF ACQUIRING EQUIPMENT 
VALUED AT $100,000 WITH A USABLE LIFE OF 10 YEARS AND NO SCRAP VALUE 


(hj (a) (e) (f) (h) i) 
Cash 
remaining 
from year's 
Loan or operations 
purchase (c — d — f 
payment 4 h) 


(c) (g) (7) (kk) 

Cash excess or 
deficiency of 
Rental Plan 

compared with 
other plans 


Cash on 
hand at 
end of 
year 
(b + i) 


Cash on Cash income 
hand at 
beginning 

of year 


Depreci- 
ation 
(noncash 
Interest expense) 


Method of 
financing 
equipment 


Rent 
(cash 
expense) 


Income 


Year tax 





$200,000 
241,980 
283,960 
325,940 
367,920 
409,900 
461,480 
513,060 
$64,640 
616,220 


Rental Plan: 


Five-year lease, with five one- 
year renewals 


Financing and renewal rate: 
4% per year of equip- 
ment list price 


oe @®NU OMe w 


$1,000,000 


*urchase Cash: 
162,954 
224,961 
286,027 
346,147 
495,320 
463,547 
$20,827 
577,161 
632,554 


(Net 30 days) 


Depreciation method: sum- 
of the-years-digits 


oe @N OMS Yh 


$1,000,000 


$200,000 
221,699 
268,536 
316,599 
364,799 
413,136 
462,694 
514,556 
$66,556 
618,698 


Installment Plan: 


binancing rate: 444 % per 
year of list price 


Down payment: $25,000 


Note amount: $75,000 


linance charges: $31,875 


$200,000 $ 


100,000 $ 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 


24,000 $ 
24,000 
24,000 
24,000 
24,000 
4,000 


34,020 
34,020 
34,020 
34,020 
34,020 
44,420 
44,420 
44,420 
44,420 
44,420 


4,000 
4,000 
4,000 
4,000 





$140,000 $392,200 


$ 18,180 
16,360 
14,550 
12,730 
10,910 

9,090 
7,270 
5,450 
3,640 
1,820 


100,000 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 


$ 37,046 
37,993 
38,934 
39,880 
40,827 
41.773 
42,720 
43,666 
44,607 
45,554 


— 
$100,000 


100,000 $ 5,738 $ 18,180 
5.355 16,360 
4,590 14,550 
4,207 12,730 
3,825 10,910 
3,060 9,090 
1,913 7,270 
1,530 5.450 
1,147 4,640 

$10 1,820 


35,208 
36,547 
37,693 
38,838 
40,182 
41,725 
42,870 
44,011 
45,288 


100,000 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 
100,000 





$1,000,000 $31,875 $100,000 


Douglas C. Leffingwell, C.P.A. of Welsh and Leffingwell, Cleveland 


$100,000 


$413,000 $100,000 


$ 34,063$ 38,s00 


$396,425 S100.000 


$241,980 
283,960 
325,940 
367,920 
409,900 
461,480 
$13,060 
564,640 
616,220 
667,800 


S 41,980 
41,980 
41,980 
41,980 
41,980 
51,580 
51,580 
51,580 
51,580 
$1,580 


$467,800 


$79,026 
58,999 
39,913 
21,773 
4,580 

— 2,067 
— 7767 
12,521 
— 16,334 
— 19,200 


$162,954 
224,961 
286,027 
346,147 
405,320 
493,547 
$20,827 
577,161 
642,554 
687,000 


37,046 
62,007 
61,066 
60,120 
$9,173 
$8,227 
$7,280 
56,334 
55.393 
54.446 


$437,000 


S$ 21,699 
46,837 
38,063 
48,200 
48,337 
49,558 
51,862 
§2,000 
$2,142 
$3,002 


$221,699 
268,536 
316,599 
364,799 
413,136 
462,694 
$14,556 
566,556 
618,698 


671,700 


$20,281: 
15,424 
10,24! 
3,020 
3,236 
1,214 
1,496 
1,916 
2,478 
43.900 


12,600 
10,800 
9,900 
9,000 
7,200 
4,500 
3,600 
2,700 


1,200 


S471,.700 





This chart illustrates the differences in cash-flow resulting from consideration of 
three different methods of asset acquisition. “Cash income” is considered the total 
cash available to a corporation in the 520% tax bracket from its year’s operation. 
Calculations on the rental plan are based on published rates for AAA-1-rated com- 
panies. Under certain circumstances, cash-flow differences would be reduced by any 
initial deposit required by the leasing company. Figures on the installment plan 
are based on advertised plans commercially available for certain types of equipment. 


ing can’t be obtained. Leasing can 
be used here to get the machine 
you want now without waiting 
two, three, or four years for the 
eash to be generated internally. 


(6) Postpones taxes 


This last point needs some clari- 
fication. Contrary to the claims of 
some organizations, leasing does 
not eliminate or avoid taxes—it 
merely postpones them to a later 
date. And this is true only in cer- 
tain specific instances. 

Leasing charges are legitimate- 


ly deductible as business expenses 
under most circumstances, accord- 
ing to the Internal Revenue Serv- 
ice. In this way, leasing reduces 
taxable income for the current 
year. 

Then too, leasing can offer a 
tax advantage to companies that 
find their equipment becomes ob- 
solete more quickly than govern- 
ment depreciation tables permit. 
Take this situation, for instance 

A firm knows through experi- 
ence that a certain piece of equip- 
ment will have to be replaced in 


seven years. But the depreciation 
table permits depreciation only 
over a 15 year period. By leasing 
this equipment for seven years, 
the company can deduct the full 
cost of the equipment from tax- 
able income in seven years. Thus 
it ean get full tax deductions dur- 
ing the useful life of the machine. 


Still Uncertain 


At the present time, there is 
some confusion as to the govern- 
ment’s position on tax deductibil- 
ity for leasing contracts. There 
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exists the possibility Washington 
might insist that leasing expense 
deductions be subject to deprecia- 
tion over a longer period of time 

There are certain conditions 
that must be definitely met, how- 
ever, if the lease deductions are 
to be approved by the govern- 
ment. While these conditions vary 
and change from time to time, 
the important point to remember 
is that the lease must be con- 
sidered as such by lessor and 
lessee. If your lease payments are 
applied to the purchase price or 
an option to purchase at a nominal 
sum is included in the lease, the 
tax authorities will probably con 
sider it a conditional sales contract 
and tax accordingly 

The fact remains, though, that 
taxes per year are generally lower 
when you lease rather than buy 
The Internal Revenue Service has 
stated as much in Ruling 55-540 
when—in referring to a long-term 
lease—it declared: “A significant 
motive, may, in some cases, be the 
tax advantages which might re- 
sult because of the different timing 
of the deductions for rent as com 
pared to depreciation.’ 


DISADVANTAGES OF 
LEASING 


(1) It costs more 

It is more expensive in the long 
run to lease than to buy for cash 
It’s also true that, over a period 
of years, leasing costs more than 
most conditional 


The 


must 


contracts 
reason- companies 
borrow money, too, and 
their own expenses and profits 
are added to the basic cost of the 
financing. The P.A.’s company, of 
course, ends up paying for this. 


sales 


leasing 


(2) Can’t get specialized equip- 
ment 


Generally speaking, leases can- 
not be obtained for highly spe- 
cialized equipment. This is be- 
cause the equipment would be of 
little value to any other manu- 
facturer after the term of the 
lease expires. When the specific 
job is completed, to a large extent 
the machine’s usefulness is also 
at an end. 


(3) Lack of freedom in 
equipment 


using 


In some respects, management 
may lose its complete freedom in 


Fesruary 16, 1959 


the use of leased machines. The 
contract may impose limits on 
the use of the tools or the lessor 
may insist on certain forms of 
supervision that are inconvenient 
to the lessee. For example, the ma- 
chine usually cannot be removed 
from the plant during the period 
of the lease. Also, leasing charges 
might be based on the number of 
hours the machine is in operation 
or on the output of the particular 
machine. 


(4) No asset on which to borrow 


Naturally, when you lease a 
machine you do not have title to 
it. This could limit you if you 
wanted to borrow money and did 
not have enough collateral. When 
you buy a machine—either with 
cash or on time—you have a tan- 
gible asset on which you can get 
loans. 


(5) Fixed payments 
made 


When you sign a_ long-term 
lease, you’re obligating your com- 
pany to make fixed payments over 
an extended period of time. In a 
period of sagging profits—like the 
year 1958, for example— this can 
strain your cash position quite 
heavily and put you in an uncom- 
fortable financial position. 


must be 


(6) No pride of ownership 


The Pros and Cons 


ADVANTAGES 
Avoids large cash outlay 


Frees working capital 
other purposes 


Makes equipment available 


for short-term use 
Makes financing easier 


Allows use of modern equi)- 
ment 


Postpones taxes 


for 


Many businessmen feel this 
way: “it’s my business, I own it, 
and I want to own everything in 
it.” Some of the business prac- 
tices of these men are based more 
on habit than on logic. To this 
group, then, leasing deprives them 
of ownership of their equipment— 
and_ or plant—and creates a situa- 
tion in which they feel uncom 
fortable. 


The Beginning of Leasing 


The birth of big-time industrial 
leasing came around 1953 when 
many manufacturers found that 
they needed more capital equip- 
ment but didn’t have the cash 
available. Through leasing, these 
companies found they could keep 
their working capital working 
and still obtain the equipment 
they needed to turn out the goods 
As a result, around $450 million 
worth of equipment was leased 
in 1953 alone 

There’s no doubt that leasing 
today is big business. In 1958 
about $1.5 billion worth of capital 
equipment was on lease. This rep- 
resents more than a 25% increase 
over the previous year. About 
10% of all machinery sales are 
connected with some sort of leas- 
ing arrangement. Some individual 
leases are written for as much 
as $3 million or $4 million 

(Please turn to page 196 


of Leasing 


DISADVANTAGES 
It costs more 


Can’t get specialized equip- 
ment 


Lack of freedom in 
equipment 


using 


No asset on which to bor 


row 
Fixed must be 
made 


payments 


No pride of ownership 





Local swaging and brazing facilities assure speedy service 


PROMPT DELIVERY FROM STOCK 





of your metal or hydraulic hose needs 


Your local FLEXONICS distributor carries a complete stock of metal 


hose including corrugated and interlocked, 


brass, bronze, stainless steel. Synthetic 
and Teflon* with pressed-on or field 
attachable couplings. 

Your FLEXONICS distributor is an 
industrial hose specialist... depend on 
his ability to serve quickly and to your 
complete satisfaction. 


3/16" to 24” I. D., in steel, 


FLEXON 


Contact your local 

distributor for new 

Flexonics Metal 

Hose Design Guide, 
¢ 


or write the factory 


Contact your local 
FLEXONICS DISTRIBUTOR 
for your metal and hydraulic hose needs 


Akron, Ohio 

Mau Sherwood Supply 

WwW J. Gill Co 

Albany, N.Y 
Sager-Spuck Supply 
Amarillo, Texas 
Radcliff Supply Co 
Atlanta, Georgia 
Fiexsble Metal Hose Co. 
Baton Rouge, La. 
Capitol Rubber Co 
Birmingham, Alabama 
Owen-Richards Co 
Brooklyn, N.Y. 
Industrial Utiitees 
Brunswick, Ga 

Parker, Helmes & Langston 
Buffalo, N.Y. 

Buffalo Rubber Co 
Creighton industries 
Cambridge, Mass. 
Greene Rubber Co 

Cedar Rapids, lowa 
Globe Machinery & Supply 
Charleston, W. Virginia 
Industrial Rubber Products 
Chester, Pa 

John Bridge Sons Co 
Chicago, Ilinois 
Dearborn Rubber Corp. 
Wainor Corp 

Cincinnati, Ohio 
White Industrial Sales 
Clarksburg, W. Va. 
Compton, Inc 
Cleveland, Ohio 

Mau Sherwood Supply 
Midwestern Rubber Co 
Dallas, Texas 

Airsco Rubber Products 
Dayton, Ohio 

Sterling Rubber Products 
Davenport, lowa 
Globe Machinery & Supply 
Dearborn, Michigan 
FB Wright 

Ges Moines, lowa 
Globe Machinery & Supoly 
Detroit, Michigan 
Great Lakes Rubber Co 
Yale Rubber Co 

Duluth, Minnesota 

Ww P_&R.S Mars Co 
Decatur, Wlinois 
Midstate Machinery Co 
Denver, Colorado 
Plant Equipment Co 
Elizabeth, New Jersey 
Industrial Rubber Co 
Fitchburg, Mass. 

Hope Rubber Co, Inc 
Flint, Michigan 
Grandsen-Hall & Co 
Garfield, New Jersey 
Power Packing Co 

Grand Rapids, Mich 
Industrial Service 

Great Bend, Kansas 
Scheufler Supply Co 
Green Bay, Wisconsin 
Van's Supply & Equipment 
Greensboro, N.C. 
Southern Rubber Co 
Hammond, Indiana 
Motor & Axle Parts 
Hartford, Connecticut 
Faxon Engineering Co 
Hope Rubber Co 
Holyoke, Connecticut 
Hope Rubber Co., Inc 
Houston, Texas 

Metal Hose & Specialties 
Indianapolis, Indiana 
Central Rubber & Supply 
Jacksonville, Florida 
Holley Edwards Sales 
Parker, Heimes & Langston 
Jackson, Mississippi 
Dilworth of Mississipp+ 
Kalamazoo, Mich 
Robert M. Sorlie Co 
Kansas City, Missouri 
Mid States Supply Co 


La Grange, Hlinois 
Gooding Rubber Co 


Long Beach, California 
mes & Delaney 
Longview, Texas 
Peerless Supply Co 
Los Angeles, California 
F. D. Delafield Co 
L.A. Flexible Metal Hose 
Louisville, Kentucky 
Neill Lavielie Supply 
McKees Rock, Pa. 
Speck Marshall Co 
Memphis, Tennessee 
J. E. Dilworth Co 
Miami, Florida 
Harry P. Leu, inc 
Milwaukee, Wisconsin 
Acme-Machell Co , Inc 
Minneapolis, Minn. 
W. S. Nott Co 
Mobile, Alabama 
Pond-Johnson, Inc 
Southern Gasket & Rubber 
Muscle Shoals, Aia. 
Owen-Richards Co 
Muskegon, Michigan 
Muskegon Hdwe, & Supply 
New Orleans, Georgia 
Gulf Belting & Gasket 
Oklahoma City, Okla. 
Mideke Supply Co 
Omaha, Nebraska 
Midco Supply Co 
Orlando, Florida 
Harry P. Leu, inc 
Paducah, Kentucky 
Henry A. Petter Supply 
Pampa, Texas 
Radclitt Supply Co 
Philadelphia, Pa. 
Airline Equipment Co 
Briggs Rubber Products 
John Bridge Sons Co 
Phoenix, Arizona 
Regan Manufacturing 
Pittsburgh, Pa. 
Goodall Rubber Co 
Gooding Rubber Co 
Lambert Jones Rubber 
Portiand, Oregon 
Alaskan Copper & Brass 
Providence, R.! 
Rhode Island Products 
Richmond, Virginia 
Richmond Rubber Co 
Rochester, New York 
Chamberlin Rubber Co 
Sacramento, California 
Sacramento Rubber Co 
Saginaw, Michigan 
Beckley Equipment Co 
Grandsen-Hall & Co 
Reichle Supply Co 
Salt Lake City, Utah 
Capitol City Stee! Co 
San Francisco, Calif. 
Industrial Hose Supply 
Seattle, Washington 
Alaskan Copper & Brass 
Pacific Fishing & Trading 
Shreveport, Louisiana 
Peerless Supply Co 
South Bend, Indiana 
Power Transmission Co 
St. Louis, Missouri 
Flexible Metal Kose Co 
Syracuse, New York 
Burns Piping Supply 
Terre Haute, indiana 
Midwest Gear & Supply 
Toledo, Ohio 
Bigelow Gibson Co 
Trenton, New Jersey 
Wiley Hughes Supply Co 
Tulsa, Oklahoma 
Frank Wheatley Co 
Warren, Michigan 
Charles Strelinger Co 
Watertown, Mass 
Hope Rubber Co 
Williamsport, Pa 
E Keeler Co 
Wilmington, Delaware 
Briggs Rubber Products 
Worcester, Mass 
Brierly, Lombard C 


INDUSTRIAL HOSE 


FLEXONICS CORPORATION + 1316 SOUTH THIRD AVENUE - MAYWOOD, ILLINOIS 


TOMORROW'S 
ENGINEERING 
TODAY 


Divisions 


Flexonics Research Laboratories, Elgin, Iilinois 


INDUSTRIAL HOSE - EXPANSION JOINT +- BELLOWS - AERONAUTICAL - AUTOMOTIVE 


In Canada: Flexonics Corporation of Canada, Limited, Brampton, Ontario 
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Administration Fights to Keep 


Prices From Spiraling Upward 


, om is little faith here in the 
Administration’s efforts to hold 
the price line. The overall view 
is that prices will neither stand 
still nor race ahead. However, a 
gradual rise after mid-year is con- 
sidered inevitable. 

The major question is 
can be done to halt price 
The White House thinks 
wage hikes have been the prin- 
cipal cause of rising prices. Both 
the President and his economic 
advisers take the position that the 
wage issue is critical in determin- 
ing prices. 

During the last several years, 
there has been loose talk by some 
of “administered 
lished by a small monopoly group 
within an industry. There have 
also been claims of “industrial 
oligarchy,” where a few 
panies within an industry can set 
prices 


what 
rises ? 


steep 


prices’, estab 


com- 


Can't Measure Productivity 

It is generally agreed by both 
industry and labor spokesmen 
that where unit output per man- 
hour can be increased, wage rates 
should reflect this improvement. 
In other words, labor should 
share increases in productivity. 

But measurements of industrial 
productivity are so inexact that 
they can hardly serve as a basis 
for current negotiations 
Statistics and studies establish a 
productivity standard for a year 
or two back—but can hardly pro- 
ject into the current year 

Nevertheless, everybody has 
been getting into the productivity 
Labor 
forecast large 
ductivity for 


wage 


act. union leaders have 
increases in 
the current year, 
without even a vague knowledge 
of the rate of industrial activity 
White House spokesmen have 


been warned recently by 


pro- 


their 
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serve 


technical advisers that loose talk 
on productivity leads to a whole 
gamut of false assumptions. And 
again, as was the case last year, 
President Eisenhower has called 
on management, labor, and the 
public to work together to hold 
the price line. 

The current White House posi- 
that businessmen must 

unceasing war against 
costs. Leaders of labor unions also 
have a particularly critical role to 
play. 

There is nothing that the gov- 
ernment intends to do directly to 
keep prices in line. Federal Re- 
System spokesmen point 
out that they will maintain a flex- 
ible situation. If, however, demand 
for money seems to be pushing 
the economy—thereby boosting 
then the Federal Reserve 
to hike the redis- 


tion 1S 


wage an 


prices 
will move in 
count raie, 

Present plans call for no direct 
controls on consumer credit 


@ Steel, Aluminum 
Wages to Rise 


B oth the steel and aluminum 
industries face an increase in 
wage rates as a result of negotia- 
with the steelworkers in 
mid-year. 

Present 
aluminum, 


tions 


prices are stable. In 
there is a_ general 
prices. United States 
Canadian producers are 
guaranteeing prices through June 
of any metal ordered now. 

The aluminum industry dropped 
prices by 2¢ a pound on April 1 
of last year. After the higher wage 
rate was granted, the price was 
increased by 7¢ a pound, At that 
time, aluminum producers stated 
that the increase did not fully re- 
flect the impact of higher wage 
scales and other increased 


freeze on 
and 


cost 
factors 

the 
wages 


In steel, average 


last 


increase 


in hourly year was 


Maurice Stans, Director of the Budget, testifying before a Senate com- 
mittee. Mr. Stans is one of the architects of President Eisenhower’s bal- 


anced budget for fiscal 1960. 





200-ton flying press, 


Inset shows FLEXLO6 
fastening die assembly 
re selected for this 


inding and vibration 


motion 


nuous 


particular application. Despite 


they never require retightening 


so called because of its unique rotary dic 
ction, fabricates coil steel on-the-fly, with dies and strip in con- 
self-locking nuts used in 
For maximum clearance, thin-type FLextocs 
constant 


FLEXLOC self-locking nuts help you 
cut costs of vibration-proof fastening 


FLEXLOC 
nuts lock and stay locked 
wherever wrenching 


self-locking 


stops. Neither impact, 
shock nor vibration will 
work them loose. They 
help give your products 
greater reliability, a qual- 
ity which industry and 
the public are demand- 
ing as never before. 


You can specify FLEXtocs in either regular height or thin 
height (for applications where space and weight savings are 
primary considerations). Both are 1I-piece, self-locking units 
requiring no separate locking devices—no lockwashers, jam 
nuts or cotter pins. There is nothing to put together, come 
ipart or get lost. And there are no nonmetallic inserts to 
weaken the structure of the nut. With a FLEXxXLoc, every 
thread, including those in the locking section, carries its full 
share of the tensile load. 


Because they require no auxiliary locking elements, FLEXLoc 
elf-locking nuts facilitate design and specification; simplify 
purchasing, inventory and handling; reduce assembly time 
ind costs. They also save on maintenance by eliminating the 
uisance of retightening nuts that have vibrated loose. Yet 
PLeXLocs are readily removed when necessary and can be 
reused many times without loss of locking power. 


For More Information Write No 


See your authorized SPS distributor for complete details. He 
carries FLeEXxLoc self-locking nuts—regular and thin height— 
in a full range of standard sizes, materials and finishes. 
Flexloc Locknut Division, STANDARD Pressep Steet Co., 
Jenkintown 31, Pa. 





HIGH RELIABILITY 


SPS research is continually developing fasteners with 
higher and higher standards of predictable performance 
By installing SPS high-reliability fasteners in your as- 
semblies, you increase your overall product reliability 


For more information on the full meaning of reliability, 
write for a copy of the new SPS booklet "High Reliability.” 











/ 
We also manufacture ; ‘ n titanium fasteners 


/ write for free booklet 


Jenkintown s+ Pennsylvania 


Stendard Pressed Steel Co. « . eve 1 Ca; ow . 
" tec e Nor Machine P duct 





. . p W « to snada |? e 
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9¢-an-hour. A 4¢-an-hour cost-of- 
living increase was added on July 
1, and another cent-an-hour on 
January 1 of this year. Prices of 
steel were increased on August 7 
by 3° .—or an average of $4.25 a 
ton. 

The outlook for this year i: 
both industries is loaded with ifs 
A strike cannot be ruled out al- 
together, and the early indications 
are that the union will be looking 
for a “big” package 


®@ New Committees 
To Fight Inflation 


O ne area where the government 
can directly affect prices is—its 
own buying. 

As the world’s biggest single 
buyer, the federal government 
sets the tone of a number of mar- 
kets. The question of how flexible 
the government can be is highly 
debatable. A whole range of agri- 
cultural prices is shored up by 
government guarantees and sub 
sidies. In the industrial raw ma 
terial markets, import tax levies 
have a major impact on some 
prices 

What the 
proposes is.a four-phase effort t 
hold the price line as far as 
can by its own actions. The core 
of this effort is a balanced budget 

President Eisenhower recently, 
set up a new committee—the Cab 
inet Committee on Price Stability 
for Economic Growth. Vice Presi 
dent Nixon was named to head 
the group. This underscores the 
importance the President place 
on the fight against inflation. Ac 
cording to the White House, the 
panel “will conduct such studie 
as it finds needed for those factors 
affecting the stability of costs and 
prices that will help prevent price 
increases.” 

Presumably the committee 
might ask some searching ques- 
tions wherever a union demand 
for higher wages would inevitably 
lead to a higher price level. At 
any rate, this high-level group 
will be a continuous sounding 
board to focus public attention on 
the need for stable prices. 


government LOM 
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The President also named a 
committee to study government 
programs’ impact on prices. This 
committee is under the leadership 
of Chairman Saulnier of the Coun- 
cil of Economic Advisers 


@ Congress Plans Probe 
Of Price Policy 


QO, the Congressional side, 
activity will be fervid. Prices and 
inflation are bound to be hot pota- 
toes. The Administration is seek- 
ing to draw a line between its 
position and that of the so-called 
“spenders”, while the Democrats 
show no inclination to let them- 
selves be put in the latter cate- 
gory. 

The Joint Economic Committee 
f Congress has been probing the 
price situation. This is now ex- 
pected to be broadened, with more 
showmanship added. 

The White House has called on 
Congress to amend the Employ- 
ment Act of 1946 to make reason- 
ible price stability an explicit goal 
f federal economic policy, just 
like maximum employment and 
productivity. It feels that such an 
amendment would strengthen the 
government's hand in fighting in- 
flation. This proposal will prob- 
ably lead to hearings about the 
general subjects of prices and 
wages. 

The proposed amendment will 
not have any effect on the admin- 
stration of the Act, however. But 
t will enable the government to 
ash out still further at price in- 


reases 


@ BLS Study Shows 
Many Price Changes 


A detailed study of price move- 
ments, conducted by the Bureau 
f Labor Statistics, gives the lie 
to charges that price movements 
have been influenced by monopoly 
decisions. 

The study was prepared by 
BLS for the Joint Economic Com- 
mittee, and includes a mass of de- 
tail on price movement over the 
years. Specifically, it points up 








precision 
ground 


flat stock 


greatest 
accuracy and 
smoothest 


finish 


oh 


See Your Capewell Distributor 


THE CAPEWELL MFG. CO. 
HARTFORD 2, CONN. 


For More Information Write No. 166 
on Inquiry Card—Page 32 





He’s been working on the railroad . . . 


the TRS rivet man found a $7000 saving 
SEE WHAT THE TRS MAN FOUND 


sy NEW 


So) 


in A.C. Gilbert’s train transformers 


You needn't be rich to give your boy a fine American Flyer train 


For example. they challenged a TRS sales engineer to find ways to 
save on transformer assemblies. He uncovered two . . . worth $7000 on : 

“ Found: Contact fastener | Suggested: Low-cost 

a year’s production. ind binding post. Ex- |°10 32 threaded collar 


pensive brass stud | rivet and nut of steel 
nachined from hex | Automatically clinched 


Invite the TRS man to check over your assemblies. You'll find that seek, 6/8 heen ca Le te ca wee 

. , 3 brass nut. Hex must be h ¢ Under- 

he is more than a salesman... that he has the view point of a manufac- re ln n - ast te cvihers a 4 chenge to 
. . : top rotation | if 10 32 thread 
turing engineer. Chances are he can contribute practical ideas for making oe we 


your assemblies simpler, faster, better. 


~ 


because Gilbert never misses a possibility for reducing costs. , B | 


Of course he sells rivets. And he can give you sensible reasons why 
'RS Tubular Rivets are more reliable in essential qualities and uni- 
formity. Ask to see the TRS Quality Control Album . . . one significant 

ToT 1We.Vvear “rT ‘ 7 : aoe se . > . Found: Five-piece lug Suggested: Low-cost 
result of a five-year modernization of this pioneer company. Moderniza lenteuer tak trate. | ee cheek ce 
t rivet and steel nut, 


tion of people, policies, production and service facilities. You'll like to post... expensive 8 32 | tet, ands 


do business with the new TRS ... we'll make sure of it. menage Hen Bh pnw 


brass terminal nut 





Don't Buy Riveting Machines u l how the TRS PAR process revolutionizes riveting 


TUBULAR RIVET & STUD COMPANY 


QUINCY 70, MASSACHUSETTS * Midwest Office & Warehouse in Chicago. Branches: Atlanta, 
Buffalo, Charlotte, Cleveland, Dallas, Detroit, Hartford, Indianapolis, Los Angeles, New York 
Philadelphia, Seattle, Springfield, St. Louis. See “Yellow Pages” for phone numbers. 


mn we Pt OF 


lf it’s a Tubular Rivet TRS makes it...and Better 
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the fact that there has been 
great deal of movement in prices 
of raw materials and farm prod 
ucts—even daily fluctuations 

These price changes tend 
flatten out with the degree of fab 
rication involved in the product 
Thus, highly complex’ machinery 
showed little fluctuation 

Price trend analysts explair 
that in the whole range of prices 
covering 1789 commodities over 
a ten year period, there was | 
that could not be explained by 
actual market conditions. The 
price study will be a significant 
factor in blunting charges that our 
industrial price structure is more 
the product of “administered 
prices” than of the normal play of 
the market. 


ittie 


@ Drive Against Mergers 
To Be Continued 


Tre government drive to dis- 


courage mergers of industrial 
companies will continue. Effort 
will be largely directed against 
“significant” mergers, where 
either the companies involved are 
large or the product is of major 
importance (either as a raw ma 
terial or to consumers) 

Two government agencies share 
responsibility for watching merger 
trends—the Department of Ju 
tice and the Federal Trade Com 
mission. There is no division be- 
tween the two as to what area 
they will tackle. Each has the 
same function and applies the 
same tests. To keep from over- 
lapping their efforts, there 
close liaison. 

Here’s how it work: 
agencies get their data on pro- 
posed or consummated merger 
through the financial journals, the 
trade press, and various financial 
reporting services. Each has a 
rough screening procedure. If 
either feels there is a basis for 
investigation, it checks first wit 
the other agency. 

This dual stewardship has been 
criticised in various quarters. But 
no one has been able to 


iggest 
some other approach that would 
still be consonant with the Clay- 
ton and Sherman Acts.—A. N. 


Wecksler 
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range panels of Lancaster 
glass add sales appeal, 
beauty and utility 


For the designer, glass is a truly 
dynamic material. it offers low 
tooling cost, an unlimited range 
of colors, and wide fabricating 
flexibiiity. Its sanitary, heat-re- 
sistant characteristics mean 
brighter living, easier house- 
keeping for the homemaker. 


Your product, too, will benefit 
from Lancaster's design facili- 
ties. For informative catalog, 
phone OLive 3-0311 or write 
Lancaster Glass Corporation 
(formerly The Lancaster Lens 
Company), Lancaster 4, Ohio. 


fer sgiass 


to brighten your product's future. 
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Make this 
value 
analysis 
NOW! 


a new standard 
in worm gear design 


1. Involute helicoid thread form has 
highest load capacity of any type of 
worm gear. 

2. Fan cooling and ribbed construction 
give maximum effect of heat dissi- 
pation. 

3. Centrifugally cast bronze dished 
gear—dry well construction, 


4. Unit may be mounted in any posi- 


» 


tion. Alternate mounting surfaces. 

5. Tapered roller bearings used 
throughout—provide maximum load 
capacity. 

6. Heat treated alloy steel gear shaft 
with bearing and sealing diameters 
provide a strength of 185% of an un- 
treated shaft of the same diameter. 


Send fer Catalog No. 5018 


Ry DmENEA Steam Turbine Company 


807 Nottingham Way, Trenton 2, New Jersey 
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MULTIPLY PRODUCTION 


with Blu-Mol high speed steel band saws 


Last 20% longer 
than other high speed steel bands 


After years of development, these new Blu-Mol high 
speed bands have been exhaustively tested in the labo- 
ratory and proved on job after job. For example, on one 
production run cutting M-2 High Speed Steel, 200 bands 
were used. Operating at a rate of 2 square inches/minute 


World’s broadest, most highly developed 
line of metal cutting saws 


with a blade speed of 160 feet/minute, the average life 
of each band was over 6000 square inches! 

These Blu-Mol high speed bands cost less per cut than 
any other metal cutting blade. 10 times faster or 30 
times longer lasting than carbon steel bands. High tem- 
perature hardness keeps cutting edge hard even under 
most punishing conditions. Designed especially for pro- 
duction cut-off work, these high speed blades are the 
best bands made! 


MILLERS FALLS 
ppeole) 5 





MILLERS FALLS COMPANY, Dept. PR-13, Greenfield, Massachusetts 
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Gulf makes things run better, with— 


NEW 


Here's a multi-purpose lithium base grease for 
bearings in heavy duty service. 

It's a completely new bearing grease that effectively 
lubricates bearings operating under high loads, shock 
loads and with oscillating motion. 

New Gulfcrown Grease E.P. will give you plenty of 
proof that Gulf makes things run better. It resists heat, 
cold, moisture and mechanical breakdown. It has excel- 


lent oxidation stability and protects against corrosion. 


30 


LFCROWN 


You'll find that this new grease pumps freely at 0°, 


yet stands up at temperatures to 250° F.,and even higher 
under certain conditions. 

New Gulfcrown E.P. is an unusually versatile multi- 
purpose grease. For example, it gives excellent results 
in the lubrication of heavily loaded trunnion bearings 

. steel mill work rolls and table rolls .. . sliding dog 
. Banbury mixers... 


clutches .. . spiral gear boxes. . 


the bearings, cams and gears in textile looms . . . and 


PURCHASING 





a host of other heavy-duty industrial applications. 

Gulfcrown E.P. can be used for electric motor bear- 
ings, fans, pumps ana for nearly every type of applica- 
tion. Can be applied through centralized systems or by 
gun. Available in NLGI consistencies 0, 1 and 2. 

Find out how Gulfcrown E.P. can improve your oper- 
ation and help you get lower maintenance costs. Call 
your Gulf Sales Representative at the nearest Gulf office. 


Meanwhile, mail coupon for new booklet. 


For More Information Write No. 
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ot 
' 


/ 


In hard-working equipment, like stone crushers, new Gulf 
crown Grease E.P. withstands extremely high shock loads in 
grease lubricated bearings. 


In textile mills, the excellent oxidation stability of new Gulf- 
crown Grease E.P. makes it the ideal lubricant for loom bear 
ings, cams, pick balls and gears. 


qin steel mills, new Guilfcrown Grease E.P. will successfully 
withstand the high temperatures and extreme pressures en 
countered in the lubrication of work rolls and table rolls 


GULF OIL CORPORATION 
Dept. DM, Gulf Bidg., Pittsburgh 


Please send booklet on new 
Gulfcrown Grease E.P 


Name 
Title 
Company 
Addres 


City 
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1T PAYS TO 


STANDARDIZE ON STANSCREW 


Machine Bolts and Carriage Bolts Now 
Produced to Stanscrew Quality Standards 


Stanscrew presents a new line .. . carriage and hex 
machine bolts ... now produced and stocked in a 
complete selection of more than 500 different sizes. 
Manufactured under careful quality control meth- 
ods, they meet the same standards of uniformity 
and dependability which have made other Stan- 
screw fasteners a leading choice of American in- 
dustry for over 80 years. 

These new additions bring Stanscrew’s complete 
line to over 5,000 different types and sizes of 
standard, catalogued fasteners. From this compre- 
hensive selection you can find dependable, econom- 
ical answers to the overwhelming majority of all 
your. fastener needs. 


Your Stanscrew fastener specialist, available 
STANSCREW FASTENERS 


STANDARD SCREW CO 
CHICAGO AGO SCREW COMPANY, BEL 
HMMS 


MPANY 
AGO SCRE LWOOD, ILLINOIS 


HARTFORD MACHINE REW COMPANY HARTFORD 


CONNECTICUT 


WESTERN ‘rE 


WESTERN AUTOMATIC MAC 


HINE SCRE 


For More Information Write No 


through your nearby Stanscrew distributor, can 
show you many ways these inexpensive standard 
items will cut your product costs . . . for example, 
by replacing costly special fasteners. 


Each of the over 5,000 different Stanscrew fas- 
teners is always kept in stock at three conveniently 
located plants. This enables your Stanscrew dis- 
tributor to provide faster service . . . to be partic- 
ularly helpful in emergency situations where prompt 
delivery can mean substantial savings. 


So, whatever your fastener requirements, just 
call your nearby Stanscrew distributor. Or for 
complete information on Stanscrew’s new carriage 
and machine bolts, simply mail the coupon below. 


Standard Screw Company 
2701 Washington Blvd. 


Bellwood, Illinois 


Please forward complete information on 
Machine bolts [] Carriage bolts 


Name - _Title 
Company 
Address 


City 
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a multi-plant organization, 

with the most up-to-date 
equipment and the greatest 
experience... produces the nation’s 
widest range of Industrial Slides 


priced r ieht every time. 
7-10 days from space to delivery of prototypes. 2-3 weeks for production. 


rt 





FAST bgp nag perils & DEVELOPMENT Peng set rye GUARANTEE TREMENDOUS 

_ ototy ype é \ esigning, testing ALG Slis guaranteed VARIETY OF SLIDES 
tior , wer ! against aaa in ) [aie Standar i al | il Ty 
and materials priced 1 t t t 


The nation’s first and leading manufacturer of slides. 


GRANT INDUSTRIAL SLIDES 


- 


GRANT PULLEY & HARDWARE CORP, 109 HIGH STREET, WEST NYACK, N. Y. 944 LONG BEACH AVENUE, LOS ANGELES 21, CALIF. 
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take 
brush! 


Apply Rust-Oleum 769 Damp-Proof Red Primer 
directly over sound rusted surfaces. Saves 
costly surface preparations—lasts and lasts 


see the 


many Rust-Oleum 
DIFFERENCES 


yourself! 


A few easy strokes of the brush proves more than a thou- 
sand words .. . see how smoothly Rust-Oleum flows on... 
no pull, no drag . . . and it dries free of brushmarks. See, 
too, how much more coverage Rust-Oleum gives you . . . 
up to 30% more area depending upon the condition and 
porosity of the surface. 


If your metal surfaces are rusty — simply brush or spray 
Rust-Oleum 769 Damp-Proof Red Primer right over the 
sound rusted metal after scraping and wirebrushing to 
remove rust scale and loose rust. The specially-processed 
fish oil vehicle in the primer penetrates rust to bare metal- 
driving out air and moisture. Easy as that to Stop Rust— 
and save time, money, and metal. 


For lasting beauty — follow up with a Rust-Oleum finish 
coating in the color of your choice — from grays, greens, 
blacks, and aluminums to yellows, blues, whites, or browns 
—or from the many popular pastel shades 


That is the Rust-Oleum System of primer and finish coat 
for maximum over-the-years protection. A system that is 
measured by the money you save. Specify Rust-Oleum 
for maintenance, new construction, and re-modeling. Your 
Rust-Oleum Industrial Distributor maintains complete 
stocks for prompt delivery he will be happy to consult 
with you on your coating problems. : 


A matter of excellence 
Distinctive as your own fingerprint 


Rust-Oleum, in its many forms, resists rain, 
fumes, heat, moisture, sun, and general weath- 
ering to stand up over the years. 


The specially-processed fish oi! vehicle in the 
primer penetrates rust to bare metal—as 
proved in radioactive tracing studies. 


Up to 30% more coverage with Rust-Oleum, 
depending upon the condition and porosity of 
the surface. Another Rust-Oleum difference 


' 


Rust-Oleum primers and finish coatings are easily applied 
by spray. Flows smoothly may be used in conventional, 
hot spray, or high pressure air-less spray 


What is your coating problem? What color do you need? Get lasting 
beauty in the color of your choice. Mail coupon for color charts 


— SEND FOR FREE TEST SAMPLE! ATTACH TO YOUR LETTERHEAD! ~—— 


Rust-Oleum 


Please send me the following at no cost or obligation: 


for rusted metal surfaces. 
Complete literature with applications and color charts. 
Information on matching special colors 


rm 
| 

| 

| 

| 

: C)_sFree test sample of Rust-Oleum 769 Damp-Proof Red Primer 
| 

| 

: Thirty-page report on Rust-Oleum fish oi! penetration. 

b 








QUICK SWITCH TO 
AIRCO 3 TUBE CUTTER 
and youre BUSINESS! 


Triangular stack design gives Airco Cutting Attachment rigidity for extra-long service life 


Put this new Airco torch on vour toughest, most abusive jobs Slice 8” steel! Get Airco Model 3800 to cut steel up to 8 
It stands up better than any previous 3-tube cutter —or any fits Airco 800 welding torch. Get Airco Model 3700 for steel 


»-tube cutter up to 6” on your 750 Airco torch, or up to 4” on your 700 


‘ irco tore oth 380 ind 37 p > prac ical ‘ CC 
Go from WELDING to CUTTING in seconds! Twist! Airco Airco torch. Both 3800 and 3700 take practically all Airco 


, . . scat tips 
niter assembly isOFF. Twist! — new : 


. There's no better time than right now to trv vour first Airco 
Cutting Attachment is ON! You don't need a 


Tube Cutting Attachment. Phone tor a demonstration. For 

Gases mixed in tip! That's rig new Airco 3 e cutt the name of your nearest Authorized Airco Dealer, look 
ve gases right the tip. No premixing eakage n the Yellow Pages of vour telephone book under “Welding 

pment and Supplies.” Or call your nearest Airco office 


On the west coast 


~ n Pa 


| AIR REDUCTION SALES COMPANY _ "vrticny. 


In Cuba 
A division of Air Reduction Company, incorporated ba 


150 East 42nd Street, New York 17, N.Y. = Comat 
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Long range economy PLUS finer finishes 
WHITMAN & BARNES REAMERS 








W&B Altercut Reamer No. 285 ~~ 

This design—exclusive with W&B 

produces a double cu 

each cutting edge is 

followed by an edge tl 

different angle to the axi 

This construction prevent 

relieves strains 

... furnishes exceptionally fine finishe a . : , 
Because reamers are ‘‘size’’ tools, long life is an important money 
saving factor. Over 100 years of experience enable W&B to design, 
manufacture and heat treat reamers that produce—consistently 
—more holes per sharpening. You get better performance plus 
extra long-life service! W&B’s stock line of reamers include types 
for practically every reaming operation, however, special reamers 
to your specifications can also be furnished. Check with your 
Whitman & Barnes distributor today! 


Your Industrial Distributor Can Help You .. . With engineering 
service, recommending the right W&B reamer for your job. With 
complete in-stock selections of a wide variety of W&B tools. With 
reliable service and fast delivery on all industrial supplies. 


;) CALL YOUR WHITMAN & BARNES DISTRIBUTOR TODAY! 


END MILLS 
COUNTERSINKS 


comes | MTC 
CARBIDE TOOLS | i B 
SPECIAL TOOLS | | DRILLS ano REAMERS 


40015 PLYMOUTH ROAD @ PLYMOUTH, MICHIGAN 


FREE Reamer Literature Available CHICAGO l ANGELES 


... write today! 





Brightness alone is not the true measure 
of hydraulic tubing quality / 


performance insurance. 

Rust preventive coating! All Superior SAE Hydraulic Tubing 
is shipped to you specially coated with a rust preventive on both 
inside and outside surfaces. Not just a coating of oil! 


*Bright ID and OD surfaces are important in hydraulic tub- 
ing. But mere brightness is not enough! Superior SAE Hy- 
draulic Tubing delivers unsurpassed brightness; plus these 
other vitally important advantages— 


High ductility! Furnished in dead-soft annealed temper, 
Superior hydraulic tubing flares easily, bends without pinching, 
is readily fabricated for any hydraulic application. 


Non-aging steel! All Superior carbon hydraulic tubing is made 
of selected non-aging steel. It keeps its ductility. Will not become 
brittle with age. Carbon content is limited to .12°% maximum. 


Fully tested! And not mere random sample testing! Every 
length of Superior SAE Hydraulic Tubing is 100°, hydrostati- 
cally tested at maximum working pressure— giving you realistic 


Special processing gives Superior hydraulic tubing an un- 
usually bright, lustrous, smooth, clean ID and OD finish. 
No premium costs to pay for bright, bright surfaces with 
Superior tubing! 

Available coast to coast through leading warehouse distribu- 
tors, each a steel service center. Contact your nearest Superior 
distributor—or, for more information, send for a free copy 
of Bulletin 39. Superior Tube Company, 2034 Germantown 
Ave., Norristown, Pa. 


Syoervir lube 


The big name 


in small tubing 


NORRISTOWN, PA. 


All analyses .010 in. to % in. OD—certain analyses in light walls up to 244 in. OD 





West Coast: Pacific Tube Company, 5710 Smithway St., Los Angeles 22, Calif. * RAymond 3-1331 
For More Information Write No. 178 on Inquiry Card—Page 32 
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Do Your Gear Applications Require CLUSTERS? 


If you are producing Aerial Cameras— Windshield Wipers—Tape 


Dispensers—Fire Control Apparatus—Computing Equipment— 
or many other items where combinations of different Gear types 
are needed, G.S. Clusters will give you the maximum in precision 
design. Spurs or Helicals in combination with straight and spiral 
bevels, spur pinions, worm gears, and clutches are all made with 
the consistent “better-than-spec” quality for which G.S. is 
famous all over the country. 

Perhaps you have an irksome problem involving such clusters 
—or some other Small Gearing application. G.S. engineers will 
be glad to sit down with you and discuss solutions, in the light 
of our more than four decades of experience in every area of 


1 ; U.S. industry where precision Small Gearing is used in quantity. 
Specialties, Inc. nonaning 


Why don’t you write or phone us—today? 


2635 WEST MEDILL AVENUE 
CHICAGO 47, ILLINOIS SEND FOR GS. illustrated folder! See where and how we mass-manufacture 
Small Gearing to uniformly fine tolerances. Folder contains 23 pictures of 
Small Gears, plant view, as well as Diametral and Circular Pitch Tables. 


: ’ j our © ti , ! 
SPURS ® SPIRALS © HELICALS © BEVELS © INTERNALS Ask for your copy on company stationery, please 


WORM GEARING * RACKS * THREAD GRINDING — 
WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 
OF FRACTIONAL HORSEPOWER GEARING f. F, Yeats pecializing tn byall Gearing! 
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new concept 
to simplify your spring 


design and purchasing problems 


Select-A-Spring 


DLO TNE 


UCO 
»  — DODUOUD AN 


TO 
CHETAN 
(HORTA 


GUTmiCe 


ready-to-use engineered standard springs 


Now you can select compression or ex- 
tension springs from hundreds of ready-to- 
use, engineered standard-specification sizes. 
No fuss or paper work-—no blueprints or 
drawings necessary. Select-A-Spring en- 
ables buyer or designer to pinpoint his 


needs without delay. Simply match your. 


requirements to the Select-A-Spring list, 
order by catalog number, quantity and ma- 
terial. Especially convenient where quan- 
tities are moderate. 


Select-A-Springs are pre-engineered, using 


Associated Spring Corporation 


Wallace Barnes Division, Bristol, Conn. and Syracuse, N. Y. 
B-G-R Division, Plymouth and Ann Arbor, Mich 
Gibson Division, Chicago 14, Ill. 


Milwaukee Division, Milwaukee, Wis 


wire certified to military and aircraft speci- 
fications, in various lengths, diameters, 
rates, and loads up to 20 lb. They meet 
industry and military standards. Material 
is either music wire or stainless steel. Com- 
pression springs are squared and ground. 
Extension springs have regular loops. Other 
ends and loops optional. 

Whether your need is immediate or 
future, write now for the A.S.C. Select- 
A-Spring list. Keep it handy as a time- 
saving, useful spring service. 


General Offices: Bristol, Connecticut 


Raymond Manufacturing Division, Corry, Penna. Seaboard Pacific Division, Gardena, Calif 
Ohio Division, Dayton, Ohio Cleveland Sales Office, Cleveland, Ohio 

F. N. Manross and Sons Division, Bristol, Conn. Dunbar Brothers Division, Bristol, Conn. 
San Francisco Sales Office, Saratoga, Calif Wallace Barnes Stee! Division, Bristol, Conn 
Canadian Subsidiary: Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que 


Puerto Rican Subsidiary: Associated Spring of Puerto Rico, Inc., Carolina, P_R 
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SOOTHING LANOLIN 


A rich lanolin content in West LAN-O-KLEEN Handcleaner 
combats the depletion of natural skin oils during washing. 
It has a retarding effect on the defatting action of soap 
As determined by laboratory tests. And confirmed by 
years of industrial experience. FREE TRIAL OFFER. We'd be glad to supply a dispenser 
and five pounds of LAN-O-KLEEN for free trial. O1 
prefer, we'll send a sample for evaluation. Just call your 
nearby West office. Or mail the coupon below to our Long 
Island City headquarters, Dept. 15. 


vides high sudsing without excessive hand rubbing. Each 
pound bulks up to 50% more than most powdered 


—and lowers costs with proportionately more washings 


sOaps 


if you 
The lanolin in LAN-O-KLEEN is not milled into the soap by 


conventional methods. It is impregnated into a corn meal 
base by an exclusive process. In this way a higher content 
is achieved. But more important, the emollient is “free” 


lanolin. By being “free” its soothing and softening action O) Supply trial dispenser and 5 lb 


of LAN-O-KLEEN 
is more positive and beneficial 


02 Send a packet of LAN-O-KLEEN for evaluation 

LAN-O-KLEEN Offers still further advantages. Its corn meal 
Name 

base gently soaks up potential skin irritants with a soft, 
sponge-like action. A balanced combination of soaps pro- 





Position 





PROGRAMS AND SPECIALTIES (tT - ¥ WEST CHEMICAL PRODUCTS IN‘ 
CY fs q 42-16 West Street, Long Island City New York 
FOR PROTECTIVE SANITATION 


ES Chemica Branches in principal cities 
AND PREVENTIVE MAINTENANCE a a sa 


CANADA: 5621-23 Casgrain Avenue, Montreal 





WEST DISINFECTING DIVISION 
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is your problem 


machinaollity’ 


are the answer 


Important Physical Properties 





Brinell 163 to 302* 





Yield, psi 48,000 to 85,000* 





; —_ _— Ultimate, psi 70,000 to 110,000* 
There are many reasons for specifying HTM (Pearlitic Malleable) 
castings for your product. One is machinability of 70-90 percent . 
B1112 steel = 100 Elongation, % 7 to 2* 
But there are many other equally valid reasons. High ultimate : 
strength . . . extreme wear resistance under heavy loads and high 
speeds .. . non-seizing qualities . . . air or liquid quenching. . . 
ability to be smooth-finished. 
So when you're looking over the materials field, don’t overlook 
the advantages of HTM castings. For HTM metal can be cast 
by either the shell mold, COs, or green sand methods. This means 
production costs tumble ... performance and saleability 
of your product go up. 











*Depending upon grade 





NATIONAL *\| CASTINGS COMPANY 


Established 1868 Cleve/and 6, Ohio 


The nation's largest independent producer of malleable and pearlitic malleable 
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™ Metallurgical Memo from General Electric 
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260 ways to ‘‘package’”’ 
a pinch of powder 


Metallurgical Products Department reports on a line 
of 260 locally-stocked Carboloy» cemented carbide inserts 
that slashes inventory and special-order costs 


Carboloy cemented carbides start as metal powders — end as man-made 
metals in a variety of disposable inserts unmatched in the industry. 

And that’s where you save with Carboloy cemented carbides. You 
choose from 260 different inserts—11 styles—7 cutting grades — in 
any size, thickness, radius, or shape you need. You get an insert that’s 
almost tailor-made for your particular job without costly. special- 
ordering; and you get it fast, from a local distributor who carries your 
inventory for you 

All Carboloy cutting tools are stocked by your local Authorized METALLURGICAL PRODUCTS DEPARTMENT 
Carboloy Distributor. Call him (see the Yellow Pages, under “Car- 
bides”); or write: Metallurgical Products Department of General 


Electric Company, 11143 E. 8 Mile Ave., Detroit 32, Michigan. G ENERAL 96) ELECTRI C 
CARBOLOY CEMENTED CARBIDES 


CARBOLOYs CEMENTED CARBIDES * MAN-MADE DIAMONDS * MAGNETIC MATERIALS © THERMISTORS © THYRITE® © VACUUM-MELTED ALLOYS 


«For More Information Write No. 182 on Inquiry Card—Page 32 For More Information Write No. 183 on Inquiry Card—Page 32 
FEBRUARY 16, 1959 , 43 








—_——. SSS SS 
P LZ SS << 

+ azz CAA 

———_—* 


g a EEE 
es eeeneneeemnesrsrereeneessesnsnensenenemansntstntenannmmemanemanamnsemmmmameememenmsnneenee 














Announcing... 
a great name in strapping 


(ss) Steel Strapping 


The former USS Gerrard Steel Strapping Division is now operating as an integral 
part of the U. S. Steel Supply Division. Gerrard know-how, combined with Supply 
Division facilities, now make U. S. Stee/ the name to keep your eye on in steel strapping. 
5 . 
And here’s what it means to you: 
A complete strapping service—strapping, tools, 


technical assistance—from 19 service centers! 


1. USS Steel Strapping service is now available 
out of 19 U. S. Steel Supply Division Steel Service 
Centers. Immediate service no matter where you 
are located. A complete steel strapping program 
for everyone ... strapping, strapping machines, 
technical assistance. 


2.A greatly expanded field service force—a nation- 
wide staff of strapping specialists p/us the entire 
U. S. Steel Supply field organization—is available 
to meet your strapping needs. 


3. A greatly expanded engineering force is now 
hard at work developing new concepts and pro- 
ducing new powerized equipment to lower 
strapping costs. 


4. Order steel strapping—Round or Heavy-Duty 
Flat—from any one of a complete nationwide net- 
work of Strapping Service Centers, and it will be 
shipped to your branch plants from the nearest 
U. S. Steel Service Center. 


Lower Strapping Costs ...with new powerized equipment! 


1959 is the big year for you—the year when you'll see more is only the beginning ... the “kick-off” year in a big new 


new ways to cut your strapping costs than ever before. program by the great name in strapping—U. S. Steel. 


They're coming soon. You can use them soon. And 1959 USS is a registered trademark 
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Formerly Gervard Stee! Strapping Department 


U. S. Steel Supply 


Division of United States Steel 
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Good bet: You're paying for lubricants you don’t need 


this case sound familiar to you? instituted an Organized Lubrication Plan. 
purchasing department of a midwest Now they use 20 lubes instead of 97, have 
vas foreed to buy lubricants on the cut their purchase orders from 300 to 12 
nendation of every department head, per year. Direct savings are estimated at 
n 


in or even operator. Inventory—often thousands of dollars annually 
plicated—was scattered all over the plant, Can Organized Lubrication save money in 


hortages in one spot were never related your plant? Contact your local Texaco Engi- 
overstocks in another. The result: costly neer or write for “Management Practices 
verstocking, extra handling, increased dan- that Control Costs via Organized Lubrica- 
of misapplication. tion.” The Texas Company, 135 East 42nd 
Purchasing realized they had a problem— Street, New York 17, N. Y. Dept. P80 


LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 


TUNE IN Metropolitan Opera 
Radio BROADCASTS 
every Saturday afternoon 
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Contact one dependable source for non-ferrous supplies... FEDERATED. 
You have the most comprehensive line of available non-ferrous materials to select from. Through 
the widest variety of products, the most stringent production controls, and the most experienced and 
extensive application assistance—Federated is your supply headquarters for: Non-ferrous casting 
metals, aluminum, copper base, zine base: Solders, Babbitt metals: Lead products: Plating anodes 


and chemicals: Low melting alloys: Galvanic anodes: Type metals: Zine dust. Federated Metals Divi- 


sion, 120 Broadway, New York 5. In Canada: Federated Metals Canada, Ltd.. Toronto and Moutreal. 


FEDERATED METALS DIVISION OF 


LEAD. FepeeareD 
HANDBOOK }i-M ETAL 
for the 
CHEMICAL PROCESS 
INDUSTRIES 


BEARING 
ALLOYS 


» ane m oe] SOLDER 
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information For Your Catalog Files 





BEARINGS 


Stock List #56 describes Oilite oil cushion bronze 
bearings. The 32-page booklet includes diameters, 
lengths, and machining characteristics. 

Beemer Engineering Company 


COPPER ALLOYS 
Write No. 1 on Inquiry Card—Page 32 


A 14-page booklet containing a detailed listing of the 
properties, forms, and composition of wrought copper 
and copper-base alloys. Has reference sheets listing 
the nominal composition, available forms, and physi- 
cal properties. Ratings for the corrosion resistance, 
as well as the hot working and annealing range, are 
also featured. 

Olin Mathieson Chemical Corporation 

Write No. 2 on Inquiry Card—Page 32 


DUCTILE IRONS 


A 28-page booklet describing the engineering prop- 
erties of Ni-Resist ductile irons. Tables and graphs 
explain mechanical and physical properties, erosion 
and corrosion resistance, and high temperature 
strength. A special section points out industrial ap- 
plications. 

Tho International Nickel Co., Inc. 

Write No. 3 on Inquiry Card—Page 32 


FITTINGS AND FLANGES 


Data folder FDC-254 catalogs—by size, dimensional, 
and physical data—welding fittings and forged steel 
flanges for one inch nominal pipe sizes. Contains di- 
mensions, descriptions, and weights. 
The Babcock & Wilcox Company 
Write No. 4 on Inquiry Card—Page 32 


GAS REGULATORS 


Form ADC 705F is a 36-page catalog covering a line 
of cylinder, manifold, and station pressure regulators. 
The illustrated booklet contains flow and pressure 
specifications, as well as inlet and outlet connection 
dimensions for each regulator. Adapters, station 
valves, flowmeters, hose connections, and pressure 
gauges are described. 

Air Reduction Co., Inc. 

Write No. 5 on Inquiry Card—Page 32 


HOSE ASSEMBLIES 


Bulletin 4501 announces a line of hose assemblies 
with permanently attached ends for industrial ap- 
plications. Describes the various types of Krimp-lok 
assemblies to meet a wide range of industrial re- 
quirements. 


Parker-Hannifin Corp. 
Write No. 6 on Inquiry Card—Page 32 


MAGNETIC STARTERS 


Publication EN-150 is a 15-page booklet about the 
Three-Star line of A-C magnetic starters. Includes 
starters in NEMA sizes 0 through 4 for both revers- 
ing and non-reversing single phase and squirrel cage 
motors. Describes the ratings and dimensions of the 
individual starters. 

Cutler-Hammer Inc. 

Write No. 7 on Inquiry Card—Page 32 


MOUNTINGS 


Bulletin 712 describes the vibration, isolation, and 
heavy shock absorption features of center bonded 
mountings. Includes data on patented design features, 
installation, performance, and specifications of both 
compression-type and shear-type mountings. 
Lord Manufacturing Company 
Write No. 8 on Inquiry Card—Page 32 


PHENOLIC MOLDING 


Pamphlet D203 describes Durez 16771 natural—a 
high impact phenolic molding compound reinforced 
with Fiberglas. The six-page brochure advises ap- 
propriate molding equipment and mold design, and 
lists cure time recommended for optimum results. 
Hooker Chemical Corporation 

Write No. 9 on Inquiry Card—Page 32 


ROOF VENTILATORS 


Bulletin 4004 describes construction features, capac- 
ities, quietness levels, and accessories of centrifugal 
type roof ventilators. The eight-page two-color 
brochure lists design features of 13 basic ventilator 
sizes, including 111 motor and belt-drive combina- 
tions for various building environments. 

American-Standard 

Write No. 10 on Inquiry Card—Page 32 


SHELVING 


An eight-page bulletin describing quick-change 
bracket-type Erectomatic shelving. Illustrated with 
sequence photos, showing step-by-step shelf-chang- 
ing procedure requiring no tools. Has specification 
information about the various types and models 
open, closed, bin units, ledge units, cabinets, or 
counter. 

Standard Press Steel Co. 

Write No. 11 on Inquiry Card—Page 32 


SWITCHGEAR 


Bulletin 18B634C describes construction and design 
features of 4.16-kv horizontal drawout metal-clad 
switchgear. The catalog describes the switchgear 
components, including Ruptair circuit breakers and 
Pyro-Shield insulation. 
Allis-Chalmers Manufacturing Co. 
Write No. 12 on Inquiry Caord—Page 32 
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) 
February—Bought lower grade Later—Discoloration of finished parts apparent, 
ammonia at a bargain price... rejects more frequent, pickling necessary... 


C) (+) 
Still tater—Oil! Pressure regulators clogged, Too late—Shut down metal treating 
catalyst poisoned, incomplete dissociation... line for repairs . 


Be trouble-free—use only 
Armour's 99.98% pure ammonia 
in your metal treating operation! 


Such consistent purity, dependable delivery service from 
163 stock points and 8 bulk stations—and a technical service 
that's second to none—make Armour your one best source 
for trouble-free ammonia. For further information and a copy 
of the informative Dissociated Ammonia booklet, write us 
on your company letterhead. 


ARMOUR AMMONIA DIVISION 
1353 West 31st Street « Chicago 9, Illinois 
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REDUCE MANUFACTURING COSTS 


with 


WorRtb Bé€sTos 


REDUCE COSTS 


High-density molded organic part replaces brass 
pressure plate in clutch assembly 


IMPROVE 
PERFORMANCE 


Semi-flexible molded organic parts replace leather 
s washers in deep well pump 


SOLVE 
DESIGN PROBLEMS 


Resilient molded organic part replaces combina- 
tion metal-hard rubber vibration damper 


@ A fresh approach to design problems with WorLpb Bestos Molded 
Organic Parts can pay off in improved product performance and 
reduced manufacturing costs. Applications range from industrial and 
automotive equipment to home appliances. Molded Organic Parts can 
be built to meet \ irtually any shape, size or performance specifications. 
Parts can be supplied for testing and evaluation or on a production 
basis. For complete details, send samples or blueprints to WorLD 


Bestos, New Castle, Indiana. Phone Jackson 9-4790. 


NEW CASTLE 
INDIANA 


‘ 
, 


DIVISION OF THE " 
Industrial and Automotive Brake Blocks and 


Fir este — ee viet sete 


Facings - Vibration Controls - Sheet Packing 
TIRE AND RUBBER CO. 


“ 
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Catalog Files 





ROLLER MILLS 


A four-page illustrated technical 
bulletin describing one, two, and 
three pair roller mills. Bulletin 153- 
A explains the function and opera- 
tion of roller mills, along with con- 
struction and design details. Has a 
complete table of specifications, in- 
cluding length, width, height, roll 
speeds, horsepower range, and ship- 
ping weights. 


Sprout, Waldron & Company, Inc. 
Write No. 13 on Inquiry Card—Page 32 


SWITCHES 


Catalog 83c covers a line of indus- 
trial enclosed switches. It gives com- 
plete details about nine housing 
groups of metal-enclosed switches 
for industrial use. The 20-page bul- 
letin lists switches with a variety of 
actuator types for general purpose 
requirements. 


Micro Switch 
Write No. 14 on Inquiry Card—Page 32 


TEMPERATURE CONTROLS 


A four-page folder describing pneu- 
matic temperature controls. Two 
new models are introduced: model 
RVA, recording pneumatic tempera- 
ture control, and model IVA, indi- 
cating pneumatic temperature con- 
trol. Discusses the interchangeable 
elements on the controls. 


Partlow Corporation 
Write No. 15 on Inquiry Card—Page 32 


VALVES 


Catalog 59SS lists a complete line 
of stainless steel gate, globe, and 
swing check valves. It gives details 
about valve patterns in alloys that 
satisfy the requirements of most 
corrosive services. Also includes a 
10-page section presenting the de- 
gree of resistance of the alloys to 
many corrosive media under vary- 
ing conditions. 


Jenkins Bros. 
Write No. 16 on Inquiry Card—Page 32 


WELD PIPE 


Technical information and specifica- 
tions for continuous weld pipe are 
contained in this eight-page four- 
color booklet. It has color photo- 
graphs portraying the manufactur- 
ing process, along with a schematic 
drawing. 


Jones & Laughlin Steel Corporation 
Write No. 17 on Inquiry Card—Page 32 
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NOW! Direct to Denver 


With the acquisition of 


Prucka Transportation, 


Interstate System offers 





fast, single-line service, 
Atlantic Seaboard to the 


Rocky Mountains. 


America’s fastest growing motor freight system now West Coast carrier is Garrett Freightlines, Inc., 
offers fast, direct single-line service between key serving 11 states west of the Continental Divide 


eastern, mid-western and Rocky Mountain markets 
M k ‘ DIRECT TRUCK SERVICE TO PUERTO RICO! 
with new comprehensive coverage in Nebraska and ‘ , . : 
, : New trailership service to and from Puerto Rico 
Colorado. We have the facilities and the equipment . - 
s : from any point on the Interstate System, with 
to render exceptional service on both truckload and sia on 
% ; : , facilities to handle truckload, LTL, open top as 
LTL shipments. Our Chicago terminal, featuring , 
; well as traffic needing heat or refrigeration. For 
timed, scheduled departures for points west every ‘ : : , 
; complete information, including rates and sched- 
four hours, insures swift, dependable service to 
' : me ules, call your local Interstate representative. He: 
arge and small cities On our western route, ‘ . , 
e listed in the Yellow Pages. 


COAST-TO-COAST SERVICE! Shippers using 


Interstate System can be guaranteed thru rates to 

or from West Coast points named in Rocky Moun- | | 1 E RSTATE 

tain tariffs. Denver is the interchange point; our 

MOTOR FREIGHT Grand Rapids 
SYSTEM eciee 


64 Terminals in 26 States 





WNTERSTATE MOTOR FREIGHT SYSTEM 





GARRETT FREIGHTL IES, mec 
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LUBRIPLATE 
No. 630-2 


teh 
G 


PACKED IN 


CONVENIENT 
GREASE GUN 
CARTRIDGES 





Lubriplate No. 630-2 is a high tem- 
perature, extreme pressure, water- 
repellent, grease type lubricant. 
Ideal for the general lubrication of 
Industrial, Automotive, Construc- 
tion, Farm and Marine Equip- 
ment. Lubriplate Grease Gun Car- 
tridges provide an easy, quick, 
economical means of application. 
Prevent the waste and mess of 
hand filling. Packed 10 Cartridges 
in a handy carrying carton. 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Lusricants 
WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 














For nearest LUBRIPLATE distributor 
see Classified Telephone Directory. 
Write for free “LUBRIPLATE DATA 
Book". . . a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refinin Company, 
Newark 5, N. J. or Toledo 5, Ohio. 


Ne en, 


THE MODERN LUBRICANT 
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Letters To 


The Editor 





QUANTITY DISCOUNTS 

I read the good article, “When 
Does It Pay to Take a Quantity 
Discount?” by Spencer B. Smith, 
in your November 10 issue of 
PURCHASING Magazine. 

In this article, and also in other 
articles on the subject, I find what 
I consider to be high figures on 
the unit ordering cost. For ex- 
ample, in the November 10 article 
ordering cost is noted as $10. I 
presume these high costs are com- 
monly obtained by dividing total 
annual purchasing department 
costs by the number of orders. 

I do not believe this applies to 
the cost of added orders. For ex- 
ample, a purchasing department 
placing 1000 orders per year at a 
cost of $10,000 would not find an 
added cost of $10 if orders were 
increased to 1001 for a year. The 
obvious reason being that the only 
added cost would be for the paper 
and stamps involved. Perhaps a 
phone call might be involved, but 
certainly this would not typically 
make the unit added cost bear any 
resemblance to the average an- 
nual cost of an order. 

F. J. Kirkish 
Purchasing Department 
Barium Products Ltd. 
Modesto, Calif. 


CONFIDENCE 

For sometime now I have been 
impressed with your “Business 
Confidence Index” which reflects 
the combined opinion of the na- 
tion’s purchasing agents. 

I would very much appreciate, 
therefore, receiving from you the 
statistical method that is used in 
arriving at this one index. 

J. F. Stephens 

Purchasing Superintendent 

United States Rubber Company 

Joliet, Illinois 


e@ This index, which was first used 
a year ago, has been extremely 
popular. It is derived from a sam- 
pling of representative purchas- 
ing agents’ opinions throughout 
the country. A monthly sampling 
of 1000 P.A.’s is conducted en- 
tirely by the Research Depart- 


ment of PURCHASING Magazine. In 
1958 we determined the index fig- 
ure by first assigning weights to 
the five categories of opinions 
(much better, slightly better, 
etc.). We then multiplied the num- 
ber of opinions in each category 
by the weighted values and di- 
vided the total figure by the num- 
ber of replies. 

However, starting with the Jan. 
5 issue we are using the year 
1958 as a statistical base of 100 
and will determine the index in 
future months in relation to the 
1958 average. 


AND THEN THERE WERE NONE 
In your December, 1957 issue’ 
you published on page 102 an il- 
lustration of the District of Co- 
lumbia’s procurement manual. 
Since that time we have been 
literally deluged with requests for 
copies. The requests are still com- 
ing in a year later and our supply 
is depleted. 
R. G. Wessells 
Procurement Officer 
Government of the 
District of Columbia 
™~ Washington, D. C. 


UNION SHOP FOR BUYERS 
In a recent issue of PURCHASING 
Magazine (Dec. 8, 1958) I read 
the editorial on “Union Shop for 
Buyers.” I would be very much 
interested in receiving more spe- 
cific information as to those areas, 
or companies where attempts 
have been made to organize pro- 
curement personnel. It’s been my 
experience that much can be 
learned from the mistakes of 
others. 
Richard B. Foster 
Director of Procurement 
Minneapolis-Honeywell 
Regulator Co. 
Minneapolis, Minn. 


e The information for this edi- 
torial came from a discussion with 
1 prominent New York purchasing 
agent. This executive agreed to 
speak about attempts to unionize 
buyers at his plant and others 
only after he had definite assur- 
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LOOK FOR THE 
YELLOW TRIANGLE 
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YOU CAN'T BARGAIN WITH SAFETY 


= Ried 
ANION 1 >t 





Amusement park operators* know that their rides must be exciting 
to be successful. But with the lives of riders and onlookers at stake, 
operators rely on quality wire rope to ensure... 


a sale nide 


Safety comes first, wherever wire rope is used. You may save a few pennies 
on the purchase of a “bargain” rope. But it will cost you more than you bar- 
gained for, if it results in injured personnel and wrecked equipment. Make 
sure you get quality wire rope—buy Wickwire Rope. 


*Picture shows the Rocket Ride at Palisades Amusement Park, Fort Lee, 
N. J. Wickwire Rope provides the only support for each of these planes. 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORACOO FUEL AND |RON CORPORATION 
THE COLORADO FUEL AND IRON CORPORATION—Albuquerque ¢ Amarillo ¢ Billings © Boise © Butte « 
Den p n c N. M 


Denver e £ 1s0 © Farmingtor e Fort Worth e Houston ¢ Kansas City « Lincoln « Odesso (Tex.) 
¢ Oklahoma City « Phoenix © Pueblo ¢ Salt Lake City © Tulsa ¢ Wichita « PACIFIC COAST DIVISION 


Los Angeles * Oakland ¢« Portland ¢ Son Francisco ¢ San Leandro © Seattle © Spokane « WICKWIRE 
SPENCER STEEL DIVISION Boston © Buffalo + Chattanooga © Chicago © Detroit *« Emienton (Pa.) « 


New Orleans « New York ¢ Philadelphia 6347 
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Model “SFD” Flange 
Mounted Reducer 


NEW DOUBLE REDUCTION 
HOLLOW SHAFT worm gear 


—— 


speed fail’ 


reducers! 


Model “STD” Torque Arm Reducer 


@ THE COMPLETE range of reduction ratios — 
6624: 1 to 4466: k. 


@ THE COMPLETE output selection — .04 to 
2.55 HP. Torques from 1473 to 
7678 in. lbs. 


@ SHAFT-MOUNTED ease of installation. Real space economy. 
No foundations required. 


@ THE SAME RUGGED DURABILITY and smooth, efficient operation 
for which Winsmith worm gear speed reducers 
have long been famous. 


@ THIS COMPLETE selection in choice of several assemblies. 


WRITE TODAY for details on this new line which 
combines all the advantages of hollow 

shaft installation with worm 

gear, double reduction 

ratios engineered and 
precision-manufactured 

for you by Winsmith. 


WINSMITH, INC. 


18 Sixth Street, Springville, (Erie County), N. Y. 
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Letters 


ance that his name or company 
would not be revealed. We can 
say, however, that this man is 
well-known and is a man of the 
highest integrity. 


BIG AND SMALL BUYERS 


I am very interested in the 
Pulse of Business pages of your 
magazine. And I would like to 
say that we find your journal most 
stimulating. 

However, speaking from mem- 
ory, I believe you showed in it a 
short time ago some statistics giv- 
ing the number of buyers in the 
firms subscribing to the journal, 
and we were surprised at the 
small number of firms employing 
a dozen or over buyers. Can you 
reasonably say that the P.A.’s re-. 
ports in the Pulse of Business ar- 
ticles do come from the large 
firms as well as the small ones? 

N. Yarnold 

Buying Department 

Pirelli-General Cable 
Works Ltd. 

Southampton, England 


@ Whenever PurcHasinc Maga- 
zine samples the readers opinions 
it is done on a statistically ac- 
curate basis. In selecting a list of 
100, 1000 or 5000 names the en- 
tire circulation is used and every 
“nth” name is taken. In this way 
we are assured of complete indus- 
try, company size and geographic 
diversification. For instance, if 
Ohio represents “X” % of the cir- 
culation, then the number of 
names from Ohio in the sample 
will represent the same percentage 
of the total sample. The same prin- 
ciple applies to industry, and size 
of company. Since our circulation 
corresponds almost exactly with 
the distribution of American in- 
dustry it fellows that the sample 
does also. Therefore, it can safely 
be said that there are, proportion- 
ally, the same number of big and 
small buyers in the sample as 
there are in our circulation. 
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New Low-Cost 
Fire Protection 


m 


If any of your hydraulic systems operate near 
a source of ignition you're in need of a fire-resist- 
ant fluid. There are three types to choose from: 
Straight Synthetic, Water Base Synthetics and 
Emulsions of Water and Oil. With the introduc- 
tion of Pyrogard, Nyvac and Solvac 
Mobil can supply you with all three types. 

Each type Mobil fluid is designed for a definite 
field of service. each Mobil 
fluid will maintain production levels, protect your 


now 


Used within its field, 


hydraulic systems against wear and deposits, as- 
sure precise machine operation. 





Protect your personnel, 
property, production — 
with a Mobil Fire-Resistant 
fluid that exactly 


meets your needs! 


A Mobil engineer will analyze your plant's 
needs and recommend the most economical type 
of fire-resistant fluid. He will also help you elimi- 
nate expensive system leakage . . . help prepare 
system for this type of fluid . . . even help train 
your maintenance crew. 

Call your Mobil representative for full details 
on Mobil fire-resistant fluids. It’s the lowest-cost 
fire insurance you can buy! 

n Mobil 
m pany letterhead to 


2060D, 150 E. 42nd 


Fire 


Soco 


Resistant Hydrau Fiuida, 
ny Mob 
New York 17, N.Y 


etailed brochure o 


For d. 
write or (nl Com; 


Room Street 


|Mobil] CORRECT LUBRICATION 


Another reason you're Miles Ahead with t Mobil 


SOCONY MOB INC a Affilia MAGS A PETROLEt 


For More 
FEBRUARY 16, 1959 


Information Write No. 


M COMPANY, GENERAL PETROLEUM CO IMPANY 
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What's your company’s shipping problem? Hard-to-pack 
contents? Fragile contents? High container costs? Fasten- 
1g failures? Failure due to moisture? 

What? 

A Bostitch Economy Man is a container fastening expert. 
He helps solve shipping problems for companies of all kinds. 

After he’s checked your shipping room, he’s likely to 
suggest savings in time, labor and materials. 


Fasten it better and faster with 


For More Information Write No. 


Get the Bostitch 
Economy Man in. 


He'll know what to do/ 


These savings are frequently substantial. They're avail- 
able to you—through the selection of the most appropriate 
Bostitch staplers and staples for your shipping room. And 
the Bostitch Economy Man will work that out. 

Why not have the Economy Man called in to check your 
container fastening methods? There are over 300 of them 
working out of 123 U. S. and Canadian cities. He's listed 
under “Bostitch’’ in the phone book 


BOSTITCH 


i oe a 2 AN 


STAPLES 


722 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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A “Soft Goods” Firm Learned Some 
Hard Facts on Wrapping Paper 


The Stearns and Foster Co. of Cincinnati is a long time user of Crossett 
Leatherneck Kraft. They buy kraft rolls for wrapping mattresses and 

kraft sheets for cotton wadding and batting. 
Their personal experience in tight paper markets is reason enough for 
their loyalty to Crossett. From other sources, lighter weights would becoine 

nd some sources dried up entirely. 
rossett has always continued to ship pre-specified quantities 
eights at fair prices under every market condition. 

ren sell this concept on every call. It’s a comfortable feeling 
ke S. and F. read back your sales talk with 


Ask your dealer listed at the right for the full story of substantial savings 


| 


zed with weight controlled wrapping papers from Crossett. 


“=, CROSSETT PAPER MILLS 


( 
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ABILENE, TEX 
ALEXANDRIA, LA 


APPLETON, WISC 
ATLANTA, GA. 
AUSTIN, TEX. 
BALTIMORE, MD 
BATON ROUGE, LA 


BIRMINGHAM, ALA 


BUFFALO, N.Y......... 
CHICAGO, ILL........... 


if 

ae 

$2 
? 
? 
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CINCINNATI, 0 


Cinti Come & Paper Co. 

Diem & Wing Paper Co 

Merchants Paper Co 

Seinsheimer Paper Corp 

CLEVELAND, 0. Alling & Cory Co 
Gascon Paper Co 

The Union Paper & Twine Co 

COLUMBUS, 0. Central Ohio Paper Co 
Cinti. Cordage & Paper Co 

Diem & Wing Paper Co. 

Standard Paper Co 

CORPUS CHRISTI, TEX...... Magnolia Paper Co 
DALLAS, TEX Lind Reed Paper Co 
Magnolia Paper Co 

DAVENPORT, 1OWA Peterson Paper Co 
DAYTON, OHIO F. W. Lotz Paper Co. 
DETROIT, MICH. Beecher Peck & Lewis 
Butier Paper Co 

Union Paper & Twine Co 

EVANSVILLE, IND Capital Paper Co. 
FT. WAYNE, IND Korte Paper Co 
FT. WORTH, TEX.......... Carpenter Paper Co. 
Lind Paper Co 
GRAND RAPIDS, MICH. Grand Rapids Paper Co. 
HAMMOND, IND.  Inlander-Steindler Paper Co. 
HIGH POINT, WN. C...... General Paper Company 
HOUSTON, TEX Houston Paper Co 
Magnolia Paper Co. 

INDIANAPOLIS, IND. Capital Paper Co. 
Crescent Paper Co. 

JACKSON, MISS Townsend Paper Co. 
KALAMAZOO, MICH... Bermingham & Prosser Co. 
KANSAS CITY, MO... ._ Bermingham & Prosser Co. 
tandard Paper Co. 

LANSING, MICH Dudley Paper Co 
LITTLE ROCK, ARK Arkansas Paper Co. 
Roach Paper Co 

LOUISVILLE, KY.....Loulsville Paper & Mig. Co 
Southeastern Paper Co 

MEMPHIS, TENN Mayer Myers Paper Co. 
Wurzburg Brothers, Inc 

MILWAUKEE, WISC.... W.H. Kranz Co 
Wisconsin Paper & Products Co. 

MINNEAPOLIS, MINN John Leslie Paper Co. 
Minnesota Paper & Cordage Co 

Bancroft Paper Co. 

Louisiana Paper Co 

MUNCIE, IND. Schwartz Paper Co. 
MUSKEGON, MICH Steindier Paper Co 
NASHVILLE, TENN Clements Paper Co 
NATCHEZ, MISS. Bancroft Paper Co. 
NEENAH, WISC Sawyer Paper Co 
NEW ORLEANS, LA Stevens-Band Paper Co 
OKLAHOMA CITY, OKLA... Carpenter Paper Co. 
Oklahoma Paper Co 

OMAHA, NEB. Nogg Bros. Paper Co 
PARIS, TEX ; Guest Paper Co. 
PHILADELPHIA, PA...W. B. Kithour & Sons, Inc 
Terminal Paper Co 

PITTSBURGH, PA Balter Paper Co. 
Chatfield & Woods Co. of Penna 

interstate Cordage & Paper Co 

RACINE, WISC.................W. H. Kranz Co 
SAGINAW, MICH............. Dudley Paper Co 
SAN ANTONIO, TEX Carpenter Paper Co. 
SHREVEPORT, LA Bancroft Paper Co 
Louisiana Paper Co 

SPRINGFIELD, ILL........Capital City Paper Co. 
SPRINGFIELD, MO Springfield Paper Co. 
ST. JOSEPH, MO Sheridan-Clayton Paper Co 
ST. LOUIS, MO American Commission Co. 
Rosenthal Paper Co 

Royal Papers, inc 

Shaughnessy-Kniep-Hawe Paper Co 

ST. PAUL, MINN...... Anchor Paper Co 
TEXARKANA, TEX...... Louisiana Paper Co 
TOLEDO, OHIO..........Central Ohio Paper Co 
TULSA, OKLA.................. Tulsa Paper Co. 
TYLER, TEX sLentmenttind Etex Paper Co. 
WACO, TEX Lind Paper Co 
WALTHAM, MASS Waltham Bag & Paper Co. 
WASHINGTON, D. C..._.R. P. Andrews Paper Co 
WICHITA, KANSAS Southwest Paper Co. 
WICHITA FALL, TEX Empire Paper Co 
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Purchasing People In The News 





Charles J. Seelig has been ap- 
pointed assistant purchasing 
for Consolidated Diesel 

Corporation’s Aircraft 
Equipment and Power Equip- 
ment divisions at Stamford, Conn. 
Before joining the company Mr. 
Seelig had been purchasing agent 
for the G. M. Ketcham Manufac- 
turing Corporation and for the 
H. A. Sward company. 


agent 
Electric 


Lehigh Portland Cement Com- 
pany, Allentown, Pa., has named 
Robert E. Jones director of 
purchases. He succeeds R. O. 
Erdman who has retired. Mr. 
Jones joined the purchasing de- 
partment staff as procurement 
engineer in 1956. Before that he 
had been plant manager for the 
company at Iola. 


Robert N. Whitney, who for the 
past three years has served as 


assistant purchasing agent at 


R. N. Whitney 
Miniature Precision § Bearings, 
Inc., Keene, N. Hamp., has been 
appointed purchasing agent. He 
succeeds Leo Vogel who moved 
up to the newly-created position 
of staff assistant of the company. 
Mr. Whitney joined MPB, Inc., 
n 1955 as a buyer. Previous to 
that time he was office manager 
for the Keene operations of the 
New England Box Company. He 
has also been with Pittsburgh 
Plate Glass Company and the M. 
S. Perkins Machine Company, 
both of Keene. 


58 


Charles E. Kaufman has been 
appointed purchasing agent for 
Hagan Chemicals & Controls, 
Inc., Pittsburgh, Pa., and its divi- 


Cc. E. Kaufman 


sions, Calgon Company and Hall 
Laboratories. He succeeds Clif- 
ford R. Texter, who has retired. 
Since joining Hagan in 1936, Mr. 
Kaufman has served as director 
of research for the Hall Labora- 
tories Division. Later, he was 
manager of chemical product de- 
velopment for Hagan. He became 
assistant purchasing agent in 
1958. He is a member of the 
National Association of Purchas- 
ing Agents, Purchasing Agents 
Association of Pittsburgh, Ameri- 
can Chemical Society, Engineer- 
ing Society of Western Pennsy]- 
vania and American Association 
for the Advancement of Science. 


Thomas G. Lewis has been ap- 
pointed purchasing agent for the 
Youngstown Sheet and Tube 
Company with headquarters in 
the general offices, Boardman, 
Ohio. Also William B. Seeman 
was advanced to the position of 
group leader, buyer for the com- 
pany. 

Mr. Lewis joined the company 
as an Office boy in the purchasing 
department in 1925. He worked 
as a piercing mill operator, in- 
voice clerk, chief invoice clerk, 
chief purchasing department 
clerk and buyer. He became as- 
sistant to the director of pur- 
chases in 1955. In 1956 he be- 
came assistant purchasing agent, 


the position he held at the time of 
his most recent promotion. He is 
a member of the Purchasing 
Agents Association. 

Mr. Seeman joined the Youngs- 
town Sheet and Tube Company 
in 1938 as a clerk in the purchas- 
ing department, and became a 
buyer in 1952. 


Penick & Ford, Ltd., Cedar 
Rapids, Iowa, has announced the 
appointment of C. H. Bode as pur- 
chasing agent. He succeeds R. 
W. Black who has been with Pen- 
ick & Ford for 45 years and has 
now retired. Mr. Bode has been 
assistant to Mr. Black. 


Emmett J. Heup has been ap- 
pointed manager of purchases for 
Bucyrus-Erie Co., South Milwau- 
kee, Wis. Mr. Heup succeeds 
John R. Warner, who recently 
was named vice president in 
charge of purchasing. Mr. Heup 


Lr 


Emmett J. Heup 


had been purchasing agent since 
joining the company in 1952. 
Prior to that, he had been em- 
ployed in Milwaukee by the Al- 
lis-Chalmers Mfg. Co., Inc., and 
the Veterans Administration, 
both in personnel positions, and 
by General Electric Supply Co., 
in sales. 





SEE PAGE 196 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 
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POWER UP! 


SHOP REPAIR... 






EFFICIENT _ Modern repair crafts- 
manship plus modern facilities produce 
long-lasting electrical repairs to effi- 
ciently and economically cut your 
maintenance costs. 


RENEWAL PARTS... FIELD SERVICE... 


» 


al 





at 


GUARANTEED._ aii modernized and re- 
built electrical equipment carries the same 
ECONOMICAL--you are as- guarantee as new equipment. Fast service 
sured modern materials properly from a nation-wide network of plants 
engineered to fit your application. provides prompt delivery. J-95200 


you CAN BE SURE...1F ITS Westinghouse 








FOR HIGH-PRESSURE | 


CORROSIVE SERVICE: 


gecececeeccccggcecocccece teccees 


300 Ib. Aloyco Stainless 
Steel Gate Valves 


Figure 2117 


doubie disc. (above) 


Available in sizes 2” 
to 8 

Figure 2217 for 

solid wedge 

Sizes ¥2" to 12” 

In addition 
and socket weld ends 
Sizes ¥2” to 2” 
Other 300 Ib. designs 
including globes, 


screwed, 


swing and lift checks; 
jacketed and tank 
valves 

600 Ib. designs also 
available 


Materials 

Types 304 and 304L 

Types 316 and 316L 

Aloyco 20 

Mone! and nickel 

Hastelloy alloys 
Band C 


For more information on Aloyco 
valves for your specific corrosive 
service, write for Bulletin #7 to 
Alloy Steel Products Company, 1301 
West Elizabeth Ave., Linden, New 
Jersey... the one manufacturer spe- 
cializing in Stainless Steel Valves 


exclusively. 


9.3 


Longer Lasting 


ALOYCO 


VALVES 


'~ we 
COeeastvt * 


ALLOY STEEL PRODUCTS COMPANY 
Linden, New Jersey 
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FOB-“tilosoty of buying” 





Branp-NaME buying (strict- 
ly on the basis of name) is gen- 
erally frowned on by American 
P.A.’s. They look first for per- 
formance at competitive prices If 
a brand-name product stacks up 
well on these two counts it’s got 
as good a chance as any other 
product. 

Things have been different in 
Communist Poland. There every- 
thing is made by the government. 
There is no competition. There’s 
been no incentive to put a little 
extra value into an item to woo 
customers. 

But a vicious cult of individual- 
ity is taking hold in Warsaw’s 
world of commerce. To keep 
their stubborn, independent- 
minded subjects from revolt, the 
Communist masters have had to 
provide them with more consumer 
goods. And to get 
boost the quality of their output 
above the shoddy level, they've 
been handing out trademarks as 
badges of distinction. The public 
has caught on and is demanding 
more trade-marks on what they 
buy. 

Who knows where all this will 
lead? One leading newspaper has 


factories to 


already made a dangerous sugges- 
tion. “It has become a rule in our 


country that we consider a man 
who fulfills his obligations to be a 
hero,” says Zycie Warszawy. 
“Perhaps the thing should be 
done the other way around and 
prices should be lowered for 
goods of lower quality. Then the 
factories will have incentives and 
the consumers will be glad too.” 

Look out there, Zycie! You're 
drifting off that road to socialism 
on to the primrose path of capital- 
ism. Lower prices for lower qual- 
ity? What a betrayal of the work- 
ing class! 


\ HEELS have already begun 
to turn in the elaborate machin- 
ery for the National Association 
of Purchasing Agents’ annual 
convention in June. Perhaps 
again this year we'll be hearing 
some sort of catchy slogan de- 
signed to attract P.A.’s to the 
meeting. The thought brings to 
mind a mild brouhaha provoked 
by the droll chap who was doing 
this column in 1932. 

The pre-convention slogan that 
year was, “Buyers Alert—On to 
Detroit.” How mused the Filoso- 
fer of that day, would the slogan 
be pronounced in certain parts of 
metropolitan New York? Buyers 

















“And appropriately enough, Hentie, it’s self- winding.” 
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Aloit—On to Detroit? Or, Buyer 
Alert—-on to Detrert? Or, may 
be, Buyers Aloit—On to Detrert’‘ 

Piqued, a couple of members 
from the maligned area talked 
vaguely of canceling their sub-| 
scriptions. But they were even-| 
tually satisfied that no malice \ 
intended. 

In the same spirit, we offer a 
few suggestions, in some local dia- 
lects, for the 1959 convention: 

Put a Bite Behind Your Bark. 
Come to New Yark; Listen, Don’t 
Talk, Come to New Yawk: You'll 


Learn a Lat in Manhattar 
@ @ 


R ECENTLY we advised 


purchasing executive 
company on steps he 
to curb’ back-door 
week later we came acr 
lowing in the welcon 
of Veeder-Root Inc 
Conn.:: 

a you represent 
which you think may be of 
ll get the 


est to us, you wl! 
sults and help our organizz 
function smoothly if you cal 

at the Purchasing Department 
There you should talk with our 
Purchasing Agent, Ray I 

and the others 

know the needs of 

ments, and if they feel you should 


talk with someone else, they will 
see that the proper person is 
made available. (Signed) Harvey 
L. Spaunburg, President.” 

What could be more to the 
point—or more authoritative 
That’s the best answer on what to 
do about back-door selling. Get 
your company presider put in 
writing who does the buving 
Then see that it’s read and under- 
stood by all concerned 





Even our best-selling novelists | 
realize that back-door selling just | 
isn’t accepted any more. Witness} 
this passage from John O’Hara’s | 
“From the Terrace’. An engineer 
says to a young salesman 

“We had some dealings witl 
your father’s mill a long time ago 
I met him only the one time 
From then on everything went 
through our purchasing agent.” 
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NEW 
This is the eld grind at 


ALLEN 


A quarter of a million square feet of space in the great new Allen plant is 
devoted to precision fasteners — and much of it houses batteries of the 
latest, high-speed automatic centerless grinding equipment. Here you see a 
close-up of the grinding section set up to produce dowel pins at the rate of 
one a second per machine 
Allen’s vast new facilities assure constant standards of uniformity, ac 

curacy, strength and fit, many of which are duplicated nowhere else. Now 
there's more reason than ever to make Allen your Buy-Word for socket 
screws, keys, pipe plugs and dowel pins. 


Speaking of dowel pins — specify Allen for great strength where you need it 
st. Made of Allenoy steel, thev’re surface hardened to 62-64 Rockwell C. Core 

hardness 47-53. Case depth .010” to .020”. Shear strength from 160,000 to 

180,000 psi. Precision-ground to +.0001”, with a mirror finish of 6 RMS max 
In stock at your Allen Distributor . . . in dias. 

from 1,” thru 1” lengths from *” thru 6”. 

Also in two standard oversizes 0002” for press 

fit, .001” for repairs. For more details, ask your 

local Distributor, or write directly to the Allen 

Manufacturing Company, Hartford 1, Conn, 





ULTRA-MODERN TECHNOLOGY PLUS 
OLD-FASHIONED DEVOTION TO QUALITY 
IS THE SECRET OF HYATT SUPERIORITY 


her producers may boast equally elaborate 
tronic controls these days. But there is still no 
bstitute for the tradition of craftsmanship which 
made HYATT the most respected name in 
ylindrical bearings since 1892. For maximum 


rformance per bearing dollar, insist on... 


pe ee oo 


BEARINGS DIVISION + GENERAL MOTORS CORPORATION + HARRISON, NEW JERSEY 







rough United Motors System and its Independent Bearing Distributors 
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NO BEARINGS carry radial loads like cylindrical bearings... 
and NOBODY builds them like Miwaw1 


LABOR and PARTS SAVINGS 


TURN PROB EM. INTO 


POOF: 


with the 


Saginaw 
Screw 


“WE USE ONE COMPACT SAGINAW SCREW IN PLACE OF THREE 
COMPLEX AND COSTLY PARTS NEEDED BEFORE on our printing 
plate PlateShaver. The Saginaw Ball Bearing Screw has cut our 
monufacturing time and material costs considerably. And our prod- 
uct has more Sales Appeal because our PlateShaver now has con- 
siderably less mechanical parts and thus less potential mechanical 
trouble and maintenance,” says Mr. Lee Hammond, President of 
Hammond Machinery Builders, Kalamazoo, Michigan. 


You can turn your product problems into profits, too, when 
you switch from inefficient actuation methods to the virtually 
frictionless Saginaw b/b Screw for greater Sales Appeal! 


The Saginaw Screw converts rotary motion into linear motion 
with over 90% efficiency. No wonder progressive manufacturers 
are saving so much time, power, weight, space and cost by 
simply switching from inefficient acme screws or costly chain 
drives and hydraulics to these versatile Saginaw Screws. 


They have been produced from 1'% inches long for delicate 
electronic controls to 39!» feet long for huge machinery. 


Perhaps the Saginaw Screw can give your produce ts that vital 
new Sales Ap peal you're looking for rig rht now. To discover how, 
simply write or tele ‘phone Saginaw Steering Gear Division, 
General Motors Corporation, Saginaw, Michigz an—world’s largest 
producers of bb screws and splines. 


The Hammond PlateShaver uses one Saginaw Screw to eliminate 
@ gear speed reducer, automatic safety clutch, and chain drive 
mechanism. Results: lower manufacturing cost and sales price 
and more troubie-free operation. 


Give your products ° 
NEW SALES APPEAL... 


switch to the — 


WORLD'S MOST EFFICIENT ACTUATION a, a 
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New high capacity V-belt 
revolutionizes drive design 



































PRESENT V-BELT DRIVE 


Makes drives far more compact... 
cuts cost as much as 20% 


Here is a major advance in the field of power trans- For utmost space, weight and dollar savings in new 
mission — the fully proved Gates Super HC V-Belt, de- drives or drive replacements, specify Gates Super HC 
veloped in the world’s largest belt-testing laboratories V-Belts and Sheaves. Stocks immediately available in 

t The Gates Rubber Company. principal industrial centers. 


The Gates Super HC V-Belt makes possible the ° ° ° ° 
lowest-cost, lightest-weight, most compact multiple V- How savings multiply with Gates Super HC V-Belt Drive 
belt drive that can be put on any machine! Sheave Cost of a new Gates Super HC V-Belt Drive is as much 
diameters can be reduced up to 50%, sheave widths as 20% less than cost of a drive of comparable horsepower us- 
30°, to 50°, center distances 20°7, and more. ing present V-belts. In addition to the lower cost of the drive 
itself, further economies are realized on housings and bases 
On new drives, the cost of a Gates Super HC V-Belt — economies in materials, production time, shipping costs. 


Drive is as much as 20% less than present V-belt drives Shown below are space savings of a typical installation... 
of the same horsepower capacity. 
DriveR | DriveN 
Sheave | Sheave | Center 


Learn more about the cost-saving Super HC Drive Diam. | Diam. | Distance 
“la 4 


For detailed information on the Super HC Drive, ” 
contact your nearby Gates distributor or Gates Office Present Drive 74 


for new booklet, “The Modern Way to Design Mul- 
tiple V-Belt Drives.” ' . Super HC Drive rae [ane | 


The Gates Rubber Company, Denver, Colorado * Gates Rubber of Canada Ltd., Brantford, Ontario 


ees 
World’s Largest Maker of V-Belts 


Gates Super HC V-Belt Drives 


Highlights of This Issue 





“ Materials Management Ill 


In the past couple of issues, we've been talking 
about some of the theoretical aspects of materials 
management. We've talked of the historical de- 
velopment of the idea and how it has evolved as 
a phase of modern management. We continue in 
this issue with the same series, dealing this time 
with the logic of making management of materials 
the purchasing agent’s responsibility. But some- 
thing new has been added. As a practical demon- 
stration of what we've been talking about we 
offer two examples of materials management in 
action. Both stories have a lot in them for P.A.’s 
who may be a little dubious about the ability of a 
small or medium-sized department to handle the 
materials management job (or even suggest the 
idea to top company executives). Check all three 
articles and see if it isn’t time for you to qualify 
as a manager of materials. (See p. 69.) 


SOU VINEE, ACV, "sas 
STIVN SLLATa 


“ Tell Them—But Show Them, Too 


Communications is a kind of big word to describe 
the flow of information between the company 
president and his 3-man buying group. But the 
principle involved is the same whether you're 
trying to get top management’s ear in U.S. Steel 
or a local warehouse. You must not only know 
how to communicate—you have to have some- 
thing worthwhile to report. A short article tells 
how one small-company P.A. succeeds on both 
counts. (See p. 88.) 


ul PpepoayH Pjo> Ajjo21wou0lg 


seats Auvpy ‘Azoatrog opetpemuy 


“ Another Question of Ethics 


Tired of all this talk about the propriety of accept- 
ing gifts or entertainment from suppliers? Then 
give your conscience a refreshing look at another 
aspect of purchasing ethics. Take the question of 
just how obligated you are to the vendor who 
solves a special problem for you—only to watch 
you give the order to a nimble-witted competitor 
who grabs the idea and offers a lower price. 
Sound familiar—uncomfortably familiar? This 
issue carries a frank discussion of the problem 
followed up with some practical ideas on how to 
solve it. (See p. 82.) 
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“ Buying By The Book 


What a tidy little world this would be if all the 
rules we've dreamed up for ourselves worked. 
All a buyer would need would be a purchasing 
textbook, copies of a couple of convention 
speeches, a brace of inventory formulas, and a 
plastic slide rule for evaluating vendors. Of 
course life and purchasing just don’t work out 
that way. The really successful man in any field 
is the one who knows when and how often to 
break the rules. Stuart Heinritz offers some 
thoughtful and provocative comments on not 
buying by the book. (See p. 77.) 
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from needless 


Columbia-Southern’s experience in manufacturing and 
selling quality caustic soda convinces us that many caustic 
users can effect appreciable savings on their current costs. 
Isn't this the ideal time to see if this applies to your 
caustic consumption? 

Let’s take the form of caustic you are buying and handling. 
Are you quite sure that new or projected changes in your 
products or processing won't be benefited by purchasing 
liquid, rather than anhydrous? Or vice versa? Or 73% 
liquid, rather than 50%? Do you have reliable figures on 
diluting and storing the stronger concentration? How 
about the facts on completely up-to date unloading tech- 
niques and equipment? 

How about the uniform quality of the caustic you are 
receiving? Here again, Columbia-Southern can advise you 





caustic soda costs! 


with the authority of recognized experience. As a mat- 
ter of record, we have led in developing improved tank 
car linings, heating, insulation, and safety features . . . pat- 
ented unloading and dilution processes . . . economical 
waterways delivery. 

Our well-grounded Technical Service engineers have 
helped customers save thousands of dollars in buying 
and using caustic soda. Isn’t it good business, especially 
now, to see what savings they might work out for you? You 
may request their services either through our Pittsburgh 
address, or any of the fourteen Columbia-Southern 
District Sales Offices. 

The Columbia-Southern Chemical Corporation, One 
Gateway Center, Pittsburgh 22, Pennsylvania. Offices in 
principal cities. In Canada: Standard Chemical Limited. 


COLUMBIA-SOUTHERN CHEMICAL CORPORATION A Subsidiary of Pittsburgh Plate Glass Company 
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Purchasing and Our Security 





U PON the speed and efficiency of procurement processes may well 
depend the peace and security of the free world.” 

Coming from someone in purchasing that statement might be con- 
sidered bombastic and slightly ridiculous. But it doesn’t and it isn’t. 
It was made by Senator Leverett Saltonstall (R., Mass.), a member 
of the Armed Services Committee as he introduced Bill S. 4294. The 
bill calls for major reforms in the way our Armed Forces must now 
buy according to law. 

Buyers for the military operate in a jungle of regulations that 
makes the average industrial purchasing manual look like a second- 
grade speller. Senator Saltonstall’s bill attempts to cut through the 
red tape and reduce the delay and unnecessary expense that are 
hampering our defense effort. 

In general, S. 4294 would give more flexibility to military buyers. 
It permits greater use of competitive negotiation (comparable to in- 
dustry’s use of requests for quotation) as an unconditional alter- 
native to formal advertising. It encourages use of performance spe- 
cifications instead of minutely detailed descriptions (like the 18-page 
set of specs for a ping-pong ball drawn up in compliance with the law.) 
The bill calls for more incentive contracts, and wider use of standard 
commercial items by the military. 

S. 4294 provides a more realistic approach to the problems of de- 
fense buying than has been evident in Congress for a couple of years. 
We think it deserves widespread support. 

But the morass of misunderstanding around military buying (and 
the industrial purchasing practices it uses) won't be easily dried up. 
Already new investigations into defense buying are being requested 
in the House. If past performances are any guide, we may get new 
revelations of “scandals”; more baiting of military brass and big de- 
fense contractors; more downright disregard for the true nature of 
negotiation; more scare headlines; more assaults on the morale of a 
generally first-rate group of government purchasing people. 

Congressional investigations are good and necessary things when 
properly used. And anyone spending billions in public funds can’t 
demand kid-glove treatment from them. One can ask, nevertheless, 
that the investigators foreswear politics; that they seek the help of 
independent, objective purchasing experts in evaluating the quality 
of military procurement; that Congressmen, the military, and the 
civilian experts get straight on definitions. (Constant repetition of 
the term “competitive bidding”, for example, as opposed to negotia- 
tion, wrongly implies that competition is not present in the latter.) 

Is it too much to hope that both houses of Congress can get 
together on a reasonable program for military procurement? Red 
tape leads to confusion. Confusion leads to suspicion and indecision 
The combination could be fatal now, when there’s so little time and 
so much at stake. 
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NEW LEADED STEELS 
FROM RYERSON 


Now, machine parts faster than ever before 


NEW LEDLOY 170 TUBING 


average machining speed 170 surface feet per minute 


Here's the fastest-machining steel tubing ever produced 

and only Ryerson has it available for immediate ship- 
ment from stock. Ledloy® 170 is a cold drawn, seamless 
product of low carbon analysis with .15°% to .35°, lead 
added. It promises a minimum increase of 25°; in pro- 
ductivity of machined parts or components. Sizes range 
from 1” to 244" O.D. with maximum %%” wall thickness. 
Other sizes can be supplied promptly. 


Part produced from Ledloy 170 Tubing for 
machining-comparison at National Metal Show. 


NEW LEDLOY 375 BARS MACHINING COMPARISON* 


Ledloy 170 Tubing vs. Nonleaded Tubing 





average machining speed 375 surface feet per minute Ledley 170 MT-1015 





This newest addition to Ryerson free-machining screw Speeds Feeds Speeds 
steel stocks is the world’s fastest-machining steel. As- 
signing the figure 100 to B-1112 and using this as a base, 
Ledloy 375 has a machinability index of 205 plus. It Form tool 172 s.f.m. 0008" | 110 s.f.m. 
rates about 64% higher than B-1113 and about 20° Boring tool 172 s.f.m. 007” | 110 s.f.m. 
higher than Ledloy 300. 

Ledloy 375 bars presently in Ryerson stocks include 
rounds in sizes from 4" to 1", hexagons 4” to °s”. Thread 27 s.f.m. 20 s.f.m. 

Ask your Ryerson representative for complete details 
on these new steels. And call Ryerson for an unequaled 
selection of cold finished bars and tubing, including the Production time | 35 seconds 49 seconds 
largest stocks of Ledloy 300 (also known as Ledloy A * As demonstrated at National Metal Show, Cleveland, 1958. 
and Rycut® leaded alloys—the fastest machining in 
their carbon ranges. 


IV. B:M RYERSON STEEL 


Increased Value in Buying Metals 


Ask about this Ryerson Plan for 1959 Member of the <DD> Steet Family 
» . 








Center drill 172 s.f.m. .005” 110 s.f.m. 











Cutoff 172 s.f.m. .0013” 110 s.f.m. 








Tap 18 s.f.m. 12 s.f.m. 






































Principal Products: Carbon, alloy and stainless steel —bars, structurals, plates, sheets, tubing — aluminum, industrial plastics, metalworking machinery, etc. 


PLANTS AT: NEW YORK - BOSTON WALLINGFORD PHILADELPHIA - CHARLOTTE CINCINNAT LEVELAND DETROIT + PITTSBURGH 


G 


BUFFALO + INDIANAPOLIS » CHICAGO - MILWAUKEE S OUIS DALLAS - HOUSTON - LOS ANGELES + SAN FRA? SCO + SPOKANE - SEATTLE 


Vo we . 
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No P. A. is crazy enough to go 


to his management and say “I 
think we should adopt the mate- 
rials management type of organi- 
zation because it will give me a 
I deserve 


y , 
r 
Yet the fact 


is if management adopts the 


bigger job and, besides 
some recognition.” 
terials management form of 
the P. A 
He'll have no place 
And it 


because his 


ganization, won't be 
hurt at all 
to go but up 
(strictly) 
looks or personality 


1 
wont be 


good 


it 

materials manager he 
better position than ev 
to contribute to the objecti 
the business as a whole 

What 
They vary from company t 
pany and industry to 


course. 


are these opjecti 


But one objective 
and common 

prise: profit Ea 

tion of the business 


tribute, in some way, 


objective. The materials 
is no exception. Its general ob- 
jective is to provide needed mate 


rials at lowest over-all cost 
Primary Objectives 


This objective can be achieved 
possible for 
materials But, as 
thinking P. A. knows, it 


can be achieved in other ways. In 


by paying as little as 
purchased 
every 
] rt 
iCdas 


most businesses, there are at 


nine different ways 


function 
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There Are No “Right” 


Answers In Material 


Management 


Successful materials management demands in- 
telligent balancing of inter-related objectives. 
{chievement in one area brings sacrifice in an- 
other. This is the real reason management must 
give purchasing scope to doa complete materials 


management job. 


By Dean Ammer 


are the 


The 


“primary” objectives of materials 


yectives following fected adverst ly 


lescence o1 lete 
management: 

(1) Low Prices for Purchased 
Materials and Services. This is 
the most obvious of the primary 


tories 

(4) Continuity of Supply. When 
production st because of lack 
of material, oar. This is 


objectives since it is the one most _ particularly auto 


directly related to the general ob- mated 


processe where Sts are 


low materials costs. It rigid and cann 


bey 


jective oi liminated 
irtailed be 


cause ol lack Ol ate! ial 


(5) Consistency — of 


is applicable to all purchases of when productio 
materials and services including 
transportation, capital equipment, Quality. 
limited in 
to material from outside 
(Manufacturing 

maintaining quality 
processes.) In 
sistency ol 


; 


etc This objective 
(2) High Inventory Turnover. 
When inventories are low relativ. 
to sales, stocks is 
This for 

carrying cost and 
contributes to fulfillment 

the general materials objective. 
(3) Low Cost of Acquisition 
and Possession. When materials 
» handled and stored efficiently, 


their 


scope 
upplier 

responsible for 
investment in tandards on 
minimized makes 


—— 
storage 


low its con 


and quality 
thereby not require a gre: 
tion trom 


When the 


homogenous and 


mater! 


mate! 


State ol prod iction 
real cost is naturally much 

Acquisition and 
when 
ing, materials handling, and stores 
They are af- 


gravel), quality 
problem for 

But when the p1 
vanced stage o 


lower posses- personnel 


sion costs are low receiv- is at an ad- 


ifacture and 
operate efficiently. specification re rigid, quality 
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A. M. Kennedy Jr. 


can become the single most im- 
portant materials objective. (For 
example, quality is the major 
problem for a buyer of component 
parts for inter-planetary rockets 
or missiles.) 

(6) Low 
objective is 


This 
for 
any 
Every department in the 


Payroll Costs. 
not exclusive 
materials management by 


means 


business can contribute to profits 
Unfor- 
tunately, the materials manager 


by watching its payrolls. 


who is too eager to achieve an ob- 
jective of low payroll costs is of- 
frustrated in efforts to 
achieve other objectives. This will 


ten his 
be discussed later in this article. 

(7) Favorable Relations With 
Supply Sources. Many companies 
not only rely on vendors for sup- 
plies but also for much of their 
research and product develop- 
This makes good relations 
with suppliers of critical import- 
ance to future profits 


ment. 


Present 
profits are also affected by sup- 
plier relations as every buyer 
knows who has had to call a sup- 
plier to put P.O. 
change. 

(8) Development of Personnel. 
This objective isn’t unique to the 
materials activity by any 
The success of every activity de- 
pends directly on the people who 
take part in it. 


through a 


means. 
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“The purchasing agent is the 
natural man to become ma- 
terials manager,” says A. M. 
Kennedy, Jr., vice president- 
purchases, Westinghouse Elec- 
tric Co. Kennedy heads the 
N. A. P. A. Committee on Ma- 
terials Mangement. He says the 
committee’s first job is to, “find 
ut just what materials man- 
agement is’. Almost everyone 
that materials 
embraces 


acrees 
ment 
traffic, and 


manate- 
purchasing, 
inventory control. 
But does it embrace pro- 
duction control, shipping, re- 
ceiving, receiving inspection, 
and materials handling? This is 
something the committee in- 
tends to investigate. Another 


also 


(9) Good Records. 


is a means to an end, 


Paperwork 
not an end 
in itself. So it may seem surpris- 
ing that good records should be 
considered a primary objective of 
materials management. Shouldn't 
they be a strictly secondary ob- 
jective instead? After all, records 
only help materials personnel do 
a good job; they don’t contribute 
directly to profits 

Nevertheless, good records are 
a primary objective 
management 


in materials 
at least in the pur- 
chasing and traffic functions—for 
the same reason they are a pri- 
mary objective in the accounting 
department traffic 

spend their company’s 
money and thus hold positions of 


trust 


Buyers and 


men 


They must be above suspi- 
Good 
used with sound controls and pe- 


cion at all times records 


riodic audits, can help remove 
suspicion from completely honest 
individuals working at a job that 
is often popularly associated with 
graft and corruption. (This is par- 
ticularly 


procurement.) 


true in governmental 


Secondary Objectives 
Secondary objectives in mate- 
rials management are not nearly 
so limited in scope and variety as 
primary They can 
vary widely from industry to in- 


objectives. 


important area of materials 
management which is_ often 
overlooked, according to Ken- 
nedy, is the development of | 
knowledge of new and improved 
materials. The materials man- 
ager should be his company’s 
“eves and ears.” 

Materials management isn’t 
going to be too easy to sell. It’s 
bound to be viewed as a “grab 
for power” by purchasing. “The 
only way purchasing can sell 
itself is to convince other func- 
tions that it is genuinely in- 
terested in helping them,”’ Ken- 
nedy declares. Purchasing will 
get added responsibilities only 
when it convinces other depart- 
ments it will help them. 


dustry and company to company. 

A seconcary objective is one 
which only indirectly concerns a 
problem in materials manage- 
More often than not, it is 
a primary objective for some 
other department. 

Product improvement is a good 
example. It can be a secondary 
objective in materials manage- 
since materials personnel 
through their unique con- 
tacts with suppliers, often make 
substantial contributions to prod- 
uct improvement. But their sug- 
gestions must be finally approved 
by engineering. So product im- 
provement is a primary objective 


ment 


ment 


can, 


for engineering but only a sec- 
ondary objective for the materials 
activity. 

There are literally hundreds of 
different secondary objectives. in 
materials management. Among 
the more common ones are: 

(1) Favorable Reciprocal Rela- 
tions. reciprocity 
concern both materials and mar- 
keting activities. Sound policy in- 
volves an intelligent balancing of 
the pros and cons of using one’s 
buying power as an instrument 
(or retaining) sales 
In consumer goods in- 
dustries, reciprocity is rarely a 
problem. But in producer goods 
industries (particularly those 


Decisions on 


tor getting 


volume. 
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making homogenous 
ucts), it can be extremely 


tant both to the marketing 

ager and the materials mana 
(2) New Materials and Prod- 

ucts. Although it is not a prima 

part of their jobs (basic responsi- 

bility rests with engin 

terials people can and 

gest new products a! 

that can be profitabl 

than any other grou] 


+} 


ne 


nto . 
contacts Wl 


1 
sources tnat create 


innovations 

(3) Economic Make-or-Buy De- 
cisions. Whether to make or 
a given item is a complex pri 
involving engineering. 


keting, and legal consider 
Materials 


make-or-buy decisions sit 


activities < 


are most intimately 
with the problem of 
l 


tion. In fact, they 


making the act 
such problems 
(4) Greater Standardization 
and Interchangeability. The 
er the number of iten 
be stocked, the m« 
efficient 


ment 


the 
process 
selfish interest of 
to promote stant 
it is also. of cour 
erest of th 
whole.) But bi 
{ 


lor changes 


> Int 
1¢ Int 


is 


ro 


I 
still engineering’s 


specs 1S 
(5) Product Improvement 
Simplification. This is the si: 


most important objective of 


de part ne! 
] + 
O any 
however, is a com 
tween technical and 


Engineers 


jectives. 
any help on the tech: 


tives, But they need a 
material 


1 
people 

1 1 
designs are aiso to be con- 


sistance trom 
their 
sistent with economic objectives 
((6) Amiable and Cooperative 
Inter-Departmental Relations. The 
materials activities serve and deal 
with every other 
business. A large 
success depends on how 


work with others 


Materials per- 
‘—e= 


f 


sonnel are usually fully 


this. 


aware Ol 


Some have even gone 


sO 


as to arrange lectures in 
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fn 
sai 


order to 


explain their function to others 
ind thereby stimulate a spirit of 
erdepartmental cooperation, 
(7) Leng and Short Term Eco- 
nomic Forecasts. This may seem 
like an unusual materials activity 
But tl 


1e fact is materials person- 


nel are strategically situated when 


‘ 


comes to knowing prices, costs, 
They 


have to know what's going to 


and general business trends. 


lo their jobs effectively. By pass- 
1g on their analyses they can 
help top management do a better 
’b. This is particularly true in 


} 1] 
le small 


or medium-sized com- 


pany that can't afford a company 


momis 


The primary 
and secondary objectives are ap- 
niinol 


piiCat 


aforementioned 


le to most companies. How- 


ever 


rials 


objectives will be 


their relati 

In 
primarily with volatile raw mate- 
like copper leather, the 
price objective is paramount. The 


ve importance 


varies industry dealing 


an 
or 


materials manager can save more 
by shrewd purchase timing than 
he can by masterful achievement 
of the other eight primary objec- 
In other other 

In 


com 


industries, 


tives 
paramount 


equipment and instrument 
example, 
turnover may be the 


for inventory 
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singie 


panies, 


mos 
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important obje 
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make 
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hundreds of different models 
such a situation full 
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No Easy Answers in Materials Management 


Materials management is not an 


balancing of inter-related objectives by a materials mat 


their achievement. Unf 
concentration on any one materials 
achievement of other objectives be 
also makes it be 


sible for 


b tough—but it ith 


Primary Objective 





exact 
ortunately, 
sacrificed 


Inter-related Objectives 
Are Adversely Affected. 


science 


ayel 


istrated 


respol 
below 
that 


the materials 


objective le ‘ iv requires 


interesting and challenging 


that 
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Lich inventory turnover rates 
don’t come naturally in industry. 
In fact, “good inventory control 
requires constant vigilance,” says 
H. B. Boshea of the Bridgeport 
Thermostat Div’sion of Robert- 
shaw-Fulton Controls Co. in Mil- 
ford, Conn. 

Boshea’s title is pur- 
lasing manager, he functions as 
a materials 


Though 
“a 
He is re- 
sponsible for all purchasing (in- 
cluding the buying of capital 
equipment) and inventory con- 
trol. In addition, he is chairman of 
the make-or-buy committee and 
‘erves on the plant’s material re- 


manager. 


view board and its cost improve- 
ment committee. Thus, Boshea is 
in the act on all phases of mate- 
rials management—from the in- 
ception of the need for the mate- 
rial to its use in the product. 


Inventory Reduction 


Although Boshea’s responsibil- 

ties are broad, he doesn’t reign 
over a big empire by any means. 
Reporting to him are two buyers, 
a secretary, and a clerk-typist. 
(The plant as a whole employs 
160.) Though his staff is small, 
Boshea gets results. Inventory re- 
duction is a good example. By 
imaginative materials manage- 
ment and a lot of hard work. 
Boshea, with the cooperation of 
other departments, has success- 
fully boosted inventory turnover 
by 25%. 

At Bridgeport Thermostat, this 
is a greater accomplishment than 
it would be at many plants. Many 
of Bridgeport’s products (bellows 
for controls and valves that use 
bellows as controls) are made to 


iD) 
fe 


aterials Management 


H. B. Boshea’s title is purchasing manager, but he actually func- 


tions as a materials manager. 


order for specific customer appli- 
cations. The company likes to give 
prompt service to its customers, 

There's just one hitch, however 
Lead time on many of the special 
shapes and alloys used in making 
the bellows can be extremely long. 
For example, a year must be al- 
lowed on certain highly special- 
ized nickel alloys! Such a situa- 
tion naturally makes for big in- 
ventories. It also makes inventory 
reduction particularly challenging; 
it’s possible only with imaginative 
materials management. 

Boshea, like other good mate- 
rials managers, watches every or- 
der that’s placed to make certa‘n 
that stocks aren’t getting out of 
line. But this sort of control just 
isn’t enough. More drastic meas- 
ures are called Boshea’s 
“secret weapon” is supplier co- 
operation; here’s how he makes 


use of it: 


fe Yr. 


@ Supplier Carries the Inven- 
tory. One of Bridgeport’s most ex- 
pensive items is capillary tubing. 
Boshea has reduced inventories to 


. 


rock bottom by arranging to have 
suppl ers stock tubing for him. He 
then orders from their stock and 
then they re-order so there is al- 
ways a normal inventory on hand 
to protect Bridgeport’s customers. 
Result: Bridgeport’s actual inven- 
tory is never more than what’s 
required for actual customer or- 
ders but both Bridgeport and its 
customers are protected by the re- 
serve stock carried by suppliers. 


@ Standardization-in-Action 
Purchasing took a close look at 
its screw machine parts. It dis- 
covered that one screw machine 
blank would often be adequate for 
many different parts. So why not 
comb‘ne requirements and run off 
all similar parts on the same screw 
machine run? Bridgeport does 
just that and saves in two ways. 
First, the combination run _ re- 
duces unit costs. Second, inven- 
tories are reduced. 

Stock Non-Standard Material. 
Many companies rely upon ware- 
houses for a readily available sup- 
ply of standard materials. Bridge- 
port goes further. It relys upon 
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The Cost Improvement Committee, of which Purchasing Manager 
Boshea is a member, puts out a weekly “Value News” designed to 
stimulate cost consciousness throughout the Bridgeport Thermostat 
Organization. 


them for non-standard ty; { tery is concerned. In fact, some- 
stainless steel. Here’s what he: imes the material is never even 
does: He makes a deal with the bought by Bridgeport. Special 
warehouse to carry a given 5] stainless steel forging stock is car- 
cial material in stock. He com ried by the warehouse at Bridge- 
mits himself to buy the material port’s request; then Bridgeport’s 
eventually but agrees to take it forging vendors draw upon this 
only as needed. This means inventory for their requirements. 


Bridgeport can live off a hand-to Vendors Stock Miscellaneous 
mouth stock as far its own inven- Materials. Bridgeport suppliers 


FEBRUARY 16, 1959 


also help on more standard mate- 
rials. They carry stocks of chem- 
icals, corrugated cartons, ete. 
Bridgeport commits itself for the 
items but agrees to take the stock 
only as required 

Vendors are quite willing to 
provide these added services for 
good customers such as Bridge 
port. Reason: by carrying stock, 
they are guaranteed the business 
and this, in turn, helps cut their 
costs and boost their efficiency 


Broad Role 


Since he’s an “alumnus” of Gen- 
eral Electric, it is not surprising 
that Boshea plays as dynamic a 
role in value analysis as he doe 
in inventory reduction. He not 
only practices value analysis in 
the purchasing department but is 
also a member of a_ plant-wide 
cost improvement committee. Ma 
jor activity of the group is meth 
ods and equipments analysis. “We 
go out on the floor, look at opera 
tions, and see if we can dream up 
any ideas that can save some 
money,” Boshea explains 

Other members of the commit 
tee include the chief engineer, the 
plant superintendent, the chief 
cost estimator, and the superviso1 
of production engineering. Boshea 
(who is a civil engineer with a 
degree in economics) calls him 
self the “economic expert.” Since 
even changes in manufacturing 
operations usually involve pur 
chasing—even if indirectly 30 
shea generally gets cost data for 
every value analysi project 

He’s also able to make good use 
of his specialized buving know!l- 
edge in his work with the cost 
improvement committee. For ex- 
ample, one recent project was a 
change in capillary tubing sizes 
in order to get a better break on 
prices. 

Though he’s the expert 
prices, Boshea’ role on the con 
mittee isn’t compartmented by 
any means. As he points out, “It 
difficult to Say who does what on 
the committee; everyone more o! 
less gets in the picture on every 
thing.” 

It is by getting “in the picture 
on everything” that Boshea has 
become more than a purchasing 
manager and is, in all but title, a 
full-fledged materials manager. 
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A NOTHER purchasing man has 
taken the big step. Last year, the 
purchasing manager of Air Prod- 
Inc., Trexlertown, Pa., be- 
came a materials manager. 

Fred Drake is the man. Under 
his control is the whole materials 
how purchasing, expediting, 
traffic, control, 
warehousing, spare parts, and the 
control and distribution of ma- 

taken to the production 
floor. This adds up to a mighty 
big department: 175 people. 

Why did Drake get the job? 
One, he went to 
the trouble of selling Air Prod- 
ucts’ management on the value of 


ucts, 


recelving, stores 


terials 


Two reasons: 


having one person responsible for 
activities. Two, he 
has the experience and ability to 
handle the job 


all materials 


Drake gives considerable credit 
to an AMA conference he attend- 


What Happens When a 


By John Van Deventer 


ed, “Cost Reducation through Ef- 
fective Materials Management,” 
for ideas on selling his manage- 
ment. 

Says Drake: “I got a lot of 
ammunition for arguing the ma- 
terials management concept from 
George Fadler of Westinghouse, 
one of the conference speakers. 
Fadler made two key points: One, 
materials are managed best when 
all material functions are under 
the control of person. Two, 
the P. A. is the best qualified man. 
I noted the arguments George 
used to support these two points 
and used them to sell our man- 


one 


agement. 
How Program Started 


Drake, who has been in pur- 
chasing since 1935, came to Air 
Products in 1957. His first big step 
towards a materials management 


Successful materials management requires teamwork. Shown here is the 
Air Products’ materials management team at one of its w eekly conference 
sessions. Left to right: S. J. Reinhard, spare parts; A. Wilson, purchasing 
agent; F, B. Drake, general purchasing manager; G. Brandt, assistant to 
Mr. Drake; R. A. Brady, traffic manager; J. F. Hayes (back to camera), 


material control. 
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type organization at Air Products 
was to consolidate purchasing in- 
to “one” department. Prior to his 
arrival there were four different 
buying departments: one each for 
engineering, manufacturing, oper- 
and construction. Drake 
knocked down the walls and cre- 
ated one purchasing department. 
Then he began pointing out to 
management the need for broader 
purchasing responsibility. This led 
eventually to purchasing’s em- 
bracing all of the material func- 
tions 


ations, 


Concentration of material con- 
trol works effectively at Air Prod- 
ucts in spite of the diversity of 
its operations. (The company de- 
builds and operates low- 
temperature plants for gas lique- 
faction and separation — called 
applied cryogenics. It also makes 
welding in the 
field of prescribed oxygen therapy 
and operates a chain of generat- 
ing equipment stations to market 
gaseous and liquid products.) 

Although he’s had the job of 
materials for over a 
Drake hasn't as yet 
title of materials 
still old 

general purchasing man- 
Asked why, he replies: 
“That question usually leads to 
another. Is purchasing just a 
materials management, 
or is purchasing synonymous with 
materials management? Frankly, 
I don't think either question is 
worth haggling over. The impor- 
tant question is: who should get 
the job of materials? 
And in my opinion, the purchas- 
best qualified. 
Whether he takes the title of ma- 
terials manager or keeps his pur- 
chasing title doesn’t make much 
difference.” 


signs, 


equipment for 


managing 
year 
adopted 
manager. He 
title of 


ager 


now, 
the 
uses his 


phase of 


managing 


agent 1S 
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P.A. Becomes Materials Manager? 


Drake had ni 
tern to follow 
175 people in |} 
partment. Very 
have purchasing 
with such broad respon 
Drake, in effect, had 
scratch 

Drake’s main organiza 
jective was to eliminate excessive 
supervision. He divided his de 
partment into just four 
(see organization chart) 
ing, material control, 
spare parts. The four 
report to Drake thri 
hand man, George 

The material con 
cludes everyone conne 
inventory management Fred Drake: “We're out to realize the enormous potential 
of a materials department.” (Drake is a member of the 
put traffic, shipping, and receir new NAPA Concept of Materials Management Committee, 
ing in one group. With their i: of which A. M. Kennedy, Jr., vice president of Westing- 
terrelationship, Drake fel hat house Corp., is chairman.) 


pediting. Naturally enou 


these three functions are best or- 
ganized when reporting 

traffic manager. The 
group consists of the pa ny a 
preserving, and order section — 

ple. This leaves the 


group iree to carry 





mary objective: buyir 


Material Status Board 


Having once reorganiz 
partment, Drake went t 


I R 4 . » ~ 
deliver on his promise of greate1 end Be 





S* Rf wnano 
— = 


| 
A 
this is being done. One of the best nant ] [reownionae | 


is Drake’s “panel mate 
trol” system. The idea 
| 


materials efficiency. Tl 


many examples that sh 


on an aluminum panel boar 

status of all material pert: 

to one of the « 
(Air Products 
shop; each “job” } 
ect.) Expediters 


status to the board a 





In organizing his department, Drake’s main objective was to avoid excess 
supervision. That's why his department has just three groups: material 


in the materials cycle control, traffic, and purchasing. 
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Why the P.A. Should Be 
Materials Manager .. . 


Inventory control. (The heart of materials 
management.) An enormous chunk of a com- 
pany’s assets is tied up in inventory—raw ma- 
terials, work in process, and finished goods. 
Jest way to get an optimum investment return 
is to make one person—a materials manager 
responsible for all inventory. With one person 
running the show there’s a greater concentra- 
tion of effort on good inventory practice (ex- 
peditious materials handling; less lost produc- 
tion time caused by shortages; flexibility for 
hanging inventory levels to meet production 
rates; balancing acquisition and inventory 
costs; having suppliers carry inventory, etc.) 

More than any other department, purchasing 
can get the best return on inventory invest- 


ment. Reason: purchasing’s superior knowledge 


of what determines inventory levels: market 
conditions, prices, supplier reliability, lead time, 
quantity discounts, storage charges insurance 
costs, ete. 

Traffic. Transportation charges are an im- 
portant part of material costs. Thus traffic is 
a key element of materials management. 

Purchasing works closer with traffic than 
any other department to keep inbound trans- 
portation costs at the lowest level, so it’s in the 
best position to coordinate traffic with the 
other material functions. 


Receiving and receiving-inspection. These ac- 
tivities belong under the materials function. 
Reason: procurement isn’t complete until the 
right quantity and quality of material are de- 
livered to the point of use. And purchasing is 
closest to the problems of receiving and receiv- 
ing-inspection because it keeps track of sup- 
plier delivery and quality performance. 


Planning and research for materials. A com- 
pany’s competitive position and its capital utili- 
zation efficiency are determined by its market 
knowledge and forecasting skill—that is, its 
knowledge of present market conditions as they 
affect commodities purchased, and its ability to 
predict future market trends accurately in 
terms of price and performance. 

Purchasing can provide the professional eco- 
nomic service needed. No other department can 
match purchasing in this respect. And pur- 
chasing can do an even better job of making use 
of its economic knowledge if it is part of an 
integrated materials department. 


Conclusion. Materials can best be managed 
when one person has line responsibility for 
buying, for inventory control and stores, and 
for the receiving, receiving-inspection and traf- 
fic functions. 


Vuch of the material in 
Fadl: - 


Corporation, 


this box is based on a talk given by 
Director of Purchases, Westinghouse Electri: 
at a recent Vanagement 


George 
{merican {ssociation 


seminar on materials management. 


tions being processed, active pur- 
chase orders, and completed pur- 
chase orders. Here’s how the 
system works: 

(1) When a project first starts, 
an expediter begins getting copies 
of requisitions. For each requisi- 
the expediter types on a 
designed to fit the panel 

pertinent information 
about the requisition. He puts this 
card in the 
negotiation” 


tion, 
card 
board 


“requisitions-under- 
section of the panel 
board. 

(2) When a requisition is con- 
verted to a purchase order, the 
expediter uses his copy of the 
order to addi- 
information on this ecard 
the order. On the 
card he puts pertinent informa- 
about the order: vendor's 
name, date order was placed, ac- 
knowledgment, ete. This card is 
then dropped to the “active pur- 


purchase insert 


tional 
pertinent to 


tion 
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section of the ma- 
terial control panel board. The 
requisition card is taken off the 
board. 

(3) When the order is com- 
pleted, the expediter gets a copy 
of the receiving report. He then 
makes up still another card. He 
then drops the card in the “com- 
pleted purchase order” section of 
the panel board. In this way, the 
panel board gives an up-to-date 
visual display of the material 
status of a project. 

(4) To aid project and produc- 
tion personnel, the panel boards 
photographed _ periodically 
(once a month at first and then 
more often). From the reproduc- 
tion, the print shop makes up 
what Drake calls a “vest pocket” 
edition of the material status of 
the project. 


chase order” 


are 


“This is the only system we 
know of,” says Drake, “where you 


have complete, up-to-date infor- 
mation on the status of a project 
in visible form in one place.” 


Looking Ahead 


Drake’s panel material control 
system works effectively only in a 
set-up where all materials activi- 
ties are concentrated in a single 
department. Such a “materials 
management approach” has other 
advantages. For example, Drake 
points out that “you get much 
tighter inventory control when 
purchasing and stores are under 
one head. Right now we carry 
8000 items in production stores 
and about the same number in 
spare parts. We're going to put the 
record keeping for inventory on 
IBM machines. We expect to re- 
duce inventory levels this way. 
And we hope eventually to use 
mathematics and a computer to 


obtain optimum inventory levels.” 
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ont Be Afraid to 
Break the Rules 


Buyers who buy by the book may be right most of the 


time, but sometimes they let big opportunities slip by. 


By Stuart F. Heinritz 


P urcuasinc today is a science. That state- 


ment 


to argument. We have 
books, and systems, and formulas, and college 
A 


is scarcely open 
courses, and standards of evaluation to prove it 
We have but to look at the disciplined efficiency 
and uniformity of the modern purchasing office, 
in contrast to the earnest fumbling and rugged in- 
dividualism of an earlier day that is still with n 
easy memory, to recognize purchasing science in 
action. We have audited records of accomplish- 
ment and a secure place in every management 
organization worthy of the name, as evidence of 
the value of scientific purchasing 


A generation ago about the only way 
a P.A. could tell how well he was per- 
forming his job was to see what some- 
one else was doing. 


A business generation ago, the man who was 
handed the responsibility for procurement had to 
play pretty much by ear. He had few standards 
of performance to guide him or to help evaluate 
his accomplishment. He had to depend on his 
own intelligence and common sense, his in- 
genuity, his native bargaining skill and persis- 
tence, to do an acceptable job. It was only through 
experience, and often through errors, that he 
learned to do a better job. He could never be sure 
that he was doing the best possible job. So he kept 
trying. If he needed a point of reference, about the 
only thing available to him was to find out how 
the other fellow was handling similar problems. 
Often as not, it was the other fellow who bor- 
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rowed from him. From such beginning 
through such efforts, the science 
was forged. 


Guesswork Eliminated 


Today, the accumulated knowledge and experi- 
ence of thousands of purchasing agents over the 
years, their mistakes and their successes, unde 
all sorts of varying circumstances, have been re- 
corded, distilled, analyzed, and organized to set 
forth the criteria for right decisions, the principles 
of right action, the effective methods of procedure, 
and the standards for appraising results. The buy- 
er's problems are more complex, but most of the 
guesswork has been eliminated. He has more and 
better buying tools to work with. The blueprints 
of organization and procedure are his to scan 
The rules of his craft, evolved through patient 
trial and error, are well established, and they are 
open to anyone who is willing to learn. This is the 
hallmark of a science. 

Instead of going through a long, sometimes pain- 
ful and generally costly apprenticeship, today’s 
newcomer in purchasing—provided he has ac- 
quainted himself with the science and has rea 
sonable maturity of judgment—can approach his 
responsibility with all the confidence of a sea- 
soned veteran, buying “by the book”, and nine 
times out of ten he will be right. 

Every man in purchasing owes it to himself and 
to his company to know and apply the established 
principles of procurement science. Every teacher 
of purchasing has the obligation to stress these 
basic principles as the foundation of all good buy- 
ing. 

Having duly acknowledged these obligations 
and with no apology for a long and uncompromi 
ing record of carrying the torch for that science, 
it seems appropriate to take a closer look at that 
one other time in ten when the rules don’t apply. 
This is the honest thing to do. It need not destroy 
faith in the validity of purchasin 
should result in greater respect 
understanding—for “the book.” 


g science, It 
through better 





Over the past few months, we have had some 
very stimulating correspondence and conversa- 
tions with men who have contributed greatly to 
the science of purchasing and are among its ablest 
practitioners, but who do not hesitate to depart 
from the prescribed pattern when they have rea- 
son to do so. They are not overawed with rever- 
ence for their own creation. None of them, I am 
sure, subscribe to the philosophy that “rules are 
made to be broken.” Rather, they know that the 
end is more important than the means, the prin- 
ciple is more basic than the rule by which it is 
expressed, the “why” comes before the “how.” 
Perhaps this is a carryover from those formative 
days before the rules were set down and acquired 
the sanctity of the written word, and when all 
the buyer had was the problem and the will to 
find the best solution. 


There are times when it pays to put 
all your eggs in one basket—so long as 
you watch that basket—in this case a 
supplier—carefully. 


Here, in paraphrase, is the comment that start- 
ed this line of thought. The speaker is director 
of purchases for a multi-million, multi-plant, 
multi-product corporation whose wares, in all 
probability, have a place in your ewn home. “W. 
all know that we should have two or more sources 
for everything we buy. Does it shock you if I ad- 
mit that we have only one source for at least three 
of our very important items? We do, and I may 
not even hint at why or what we would do ‘if’. 
Suffice it to say that there are good reasons, and 
we have gone through World War II and Korea, 
several strikes, a fire, and one flood without any 
production curtailment due to these products. 
There are times when it is desirable to put ail 
I need hardly add that 
when you do, it is only prudent to have adequate 
reasons—and to watch the basket.” 


your eggs in one basket 


Another respected purchasing man, close to 
the top of his field, adds this: “When there’s one 
supplier who stands out above all the rest—and 
it’s surprising how often this is the case—it's 
stupid to deal with the second best. Any part 
of your business you place that way weakens 
your position instead of strengthening it.” 

And a buyer who has made a successful career 
of purchasing for a small business has this to 
say: “With our volume of purchases, I rarely 
divide my orders. Our best insurance is to make 
our business as worthwhile as possible to our sup- 
pliers. Our vendors know how much business we 
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have to place. If they have to be kept a little 
hungry to keep them honest and reliable, they're 
not the kind of suppliers I want to deal with.” 


Good Service Is Not a Bonus 


On the subject of service, one of these buyers 
comments: “I’m sick of all this talk about the 
bonus values of service. We expect good serv.ce. 
It’s a factor that can be measured only in terms 
of demerits when the supplier falls down on his 
obligations or promises. 

“There are just two kinds of service that I love. 
One is the kind I never hear about because the 
vendor consistently does his part of the job with- 
out pleas or prodding. The other comes from the 
fellow I can get on the phone when I'm in a jam 
because of some sudden emergency or because 
someone in our organization has goofed, knowing 
that he’ll turn his plant inside out if necessary 
to see us through.” 

Another view: “Service, like everything else, 
has its price tag, and we pay for it. Suppose, for 
-nstance, a buyer doesn’t buy his own engravings, 
due to lack of information or time or desire, he 
should expect to pay a 15‘< service charge to the 
printer who does this work for him. 
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The buyer who lets himself be wined 
and dined on a lavish scale—who cov- 
ers up his mistakes via air freight— 
who changes his mind every other day 
—can only expect to pay more for what 
he buys. 


If he permits himself to be ‘cultivated’ with ex- 
cessive entertainment, he can only expect higher 
costs for the things he buys. If he consistently 
requires. air stops, go's, 
changes, he will have to pay more. If the supplier 
doesn’t raise his prices, I suspect it may have 
been a bit high in the first place to cover the 
cost of service. If that is not the case, his bus'ness 
s not as desirable profitwise to the supplier, and 
that isn’t good for the buyer either. 

I do not mean that all buyers should buy all 
engravings, or that they should not avail them- 
selves of premium transportation methods if the 
occasion demands it. I do mean that the generality 
we call ‘service’ should be examined in terms of 
dollars and cents, and that the cost of any serv:ce 
that is over and beyond what is adequate for the 
purpose should be appraised at its true worth.” 


express shipments, 


Facing the Facts 


All of these buyers have a frank and healthy 
respect for the price responsibilities of the pur- 
chasing job. “Of course, we buy on the basis of 
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quality, service, and price—with price a poor 
third. We know that materials that aren’t good 
enough to do the job and materials that aren't 
delivered in time are a bad buy at any price. And 
we know that you can’t measure value without 
balancing price against quality. But whenever 
quality and service are adequate—not necessarily 
it, price has to be the de- 


face 


super—then let’s 
termining factor.” 

Again: “Is it all right for 
and publicly that price is the important factor in 


me to say out loud 
most of our purchases? Last year a saving ol 
$167,000 in our purchases was the profit equiva- 
lent of $1 million in new sales. This year, due at 
least in part to last year’s purchase savings, we 
have to save $185,000 to equal $1 million in new 
sales, profitwise. Price—or, more accurately, cost 
—is probably the most important factor to us, In- 
stead of soft pedaling this, or being ashamed of it, 
we are always conscious of cost. This is one of our 
biggest contributions to the profit welfare of our 


company.” 


oe 


rin 


¥ 

oo 
You may strike out in negotiation, but 
at least you get a chance to get the 
bat off your shoulder. 


How do we find this lowest cost? Purchasing 
science tells us it is through competition and com- 
parison. But one of our hard-bitten correspend- 
ents gives this as his opinion: “Once upon a time, 
a competitive bid may have been a competitive 
bid. Now, in spite of the various congressional 
laws, I am ni o naive as to believe that the 
unliorm prices 1n industries are merely 


coincidence. If I am right, why go through the 


many 


notions? We find ourselves negotiating more and 
more. We may least it 
gives the buyer a chance to use his ingenuity and 


not always win, but at 
not strike out automatically with his bat on his 
shoulder.” 

Price, we have already noted, must be balanced 
against quality to determine value. “It is almost 
the value of quality with- 


mpossible to question 


ut running the risk of being misunderstood,” says 


} 


a buver. “I believe that technical suitability is a 


more accurate description of our goal than the 


more gener rm, 


_ + 
quailty 


Different Definitions 

Perhaps our whole discussion hinges upon de- 

finitions. Quality means suitability. Service means 

Price Substitute 
is 


} _, H _ ] ’ — 
the purchasing formula, and much of 


means cost. these 


reliability 


\ alues in 
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What Makes the Exceptional Buyer . . . 


As this article points out, purchasing for 
the beginner is much easier today than it was 
a generation ago. Through the mistakes and 
successes of the past, the basic principles of 
good purchasing have been established. By 
following the book, just about any buyer can 
do a satisfactory purchasing job. 

And just like the buyer who does a “satis- 
factory” job, the truly skilled purchasing exec- 
utive also follows the book. He has great re- 
spect for it. What sets him apart is his willing- 
ness—in certain situations—to break the rules. 
This is what makes him a creative purchasing 
executive and his hallmark is a combination 
of experience, intelligence, imagination and 


courage. 





the conflict with abstract purchasing science is 
resolved. And it should be noted that using the 
criterion of suitability does not necessarily mean 
downgrading quality or setting our standards at 
minimum subsistence levels. In judging suitabil- 
ity, it is the purpose that governs 
deal depends upon the viewpoint. Remember, we 


Also. a good 


ire speaking here of purchasing. Here’s testimony 

“In our business, our finished products are of the 
highest quality, and many sell for a premium 
price. As a seller it may be all right to supply 
a product in such a package that customers will 
pay a premium, including the cost of packaging, 
to please their own vanity. As a buyer, I find it 
more justifiable to buy those components that per 
form their function adequately and well (without 
over-packing, for instance) but without losing the 
very least bit of the final result desired. I find 
no fault with the desire for quality. I do suspect 
that we frequently confuse the generalization 
quality, with the specific result desired.’ 


There Are Exceptions 


I am spared the necessity ot Summarizing these 
viewpoints, for our correspondent have done it 
for me. 

“I agree with practically all the generalizatior 
that make up the science of purchasing—as gen 
eralizations. In our own practice, I find about a 
many exceptions as conformance. We still regard 
them as exceptions. The principles have to be con 
sidered in relation to the conditions of the specifi 
case.” 

“T respect all the rules of purcha 
them helpful. The most important rule 
of reason.” 

“T believe there is a value in questi 
good practice as it applies to any one 


, 
ing and 


parti ular 
case. We are concerned with specifics. It is better 
to be right than to explain perfectly why you 
were wrong for the right reasons.’ 





A planned program for: 





Selecting and Evaluating Vendors 


By Ned Kellogg 


As YOU approach Republic 
Aviation Corporation (Farming- 
dale, N.Y.) there’s a large sign 
that reads: “Quality Is Our Most 
Important Product—You Build 
It.’ The message is aimed prim- 
arily at company employees, but it 
can't miss having impact on the 
3600 suppliers who do_ business 
with Republic, 

As any vendor who has been 
in contact with Republic’s pur- 
chasing department knows: You 
don’t get the business unless 
you're a quality supplier; you 
don't keep it if your quality starts 
to slip. 

What makes Republic so suc- 
cessful in getting the quality it 
wants? Basically it's the result of 
a carefully worked out two-point 
program consisting of: (1) a 
rigorous. checkout system to 
screen potential suppliers and (2) 
a highly effective vendor evalua- 
tion program which gives pur- 
chasing an up-to-date analysis of 
vendor performance. 

Here's how Republic carries out 
these programs 


SOURCE SELECTION: If a 
buyer is interested in a new sup- 
plier, he puts in a request for a 
supplier survey. This calls for an 
investigation into everything that 
might affect the kind of job a 
vendor can do. Included would be 
a study of the supplier's produc- 
facilities, the products he 
his personnel, financial 
status, labor relations, customers. 

If the survey request is ap- 


proved, the job of making the 


tion 
makes, 
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Here’s how Republic Aviation makes sure it selects 


only vendors who can meet exacting quality standards 


and how it follows through to be sure supplier quality 


doesn’t slip. 


Republic Purchasing Manager Fred Moore 
Eliminate your problems before they start 


study is turned over to one of the 
purchasing department’s 12 field 
representatives. The field repre- 
sentatives go into supplier plants 
to get on-the-spot information. 
When there are special problems, 
a team approach may be used, 
with representatives from engi- 
neering, manufacturing or other 
departments the 
field purchasing representative. 

Republic's field 
men usually complete their sur- 
vey in a day or less. The inspec- 
tion, nevertheless, is thorough. If 
a vendor passes, the odds are he 
will be able to meet Republic's 
demanding quality standards. 

After making the survey, the 
field representative sends in a de- 
tailed report to Republic Pur- 
chasing Manager Fred Moore. A 
negative report is usually the kiss 
of death so far as the supplier is 
concerned, 

The surveys, of course, take 
time and cost money, but Repub- 
lic is convinced that they pay off. 
Purchasing’s intensive screening 


accompanying 


experienced 


of new suppliers has prevented 
a lot of foulups and saved the 
company a great deal of money. 


VENDOR EVALUATION: This 
is the program Republic uses to 
make certain its suppliers don’t 
let their quality slip. An im- 
portant tool in the program is the 
vendor evaluation sheet (see cut) 
which lists 24 vendor rating 
points. The buyer who has the 
contact with the vendor 
does most of the rating. 

For example on point 1 on the 
vendor evaluation sheet, ‘de- 
livers per schedule,” the buyer 
deals with the vendor in 
has to decide whether 
the vendor “always,” “usually,” 
“seldom, or “never” delivers on 
schedule. If he believes the ven- 
dor “usually” delivers on sched- 
ule he has a choice of giving the 
supplier three or four points as 
the vendor’ evaluation sheet 
shows. 

Republic’s 
program is 


closest 


who 
question 


vendor evaluation 
similar to the kind 
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Where the work comes out—the purchase order typ- 
ing pool. Republic’s purchasing department has found 
it much more efficient to have the responsibility for 


used by many purchasing depart- 
ments. However, it does have a 
new twist in that other depart- 
ments are asked to help in the 
rating. Example: on the vendor 
evaluation sheet it’s the receiving 
department that rates the vendor 
on point 3, “delivers per routin 
instructions.” Quality control 
rates the vendor on point 2, “has 
good quality.” 
accounting 


y 
] 


and 
with the 


Engineering 
help 


| 
aliso 


ratings. 


Pinpointing Trouble Spots 

After the evaluation 
sheet has been filled out, the ven- 
dor is given a grade based on his 
total point score. As Purchasing 
Manager Moore points out 


vendor 


how- 
ever, there’s no pass or fail mark 
“We use the sheet mainly to put 
the trouble areas. If 
there are any serious problems 
we call the vendor in and go over 
the problem. with him to see if 
something can be worked out.” 

Republic's 
program is not being operated on 
a once-through basis. Moore 
tends to re-evaluate the 
periodically. “After all.” he says 
“companies do change.” 

In addition to keeping purchas 
ing posted on vendor performance 
Moore the program 
number of other advantages 
“Just the fact that a buyer knows 
he has to turn in a report on a 
vendor is likely to make him pay 
more attention to supplier per- 


finger on 


vendor evaluation 


vendo! 


says has a 
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vidual buyers. 


typing purchase orders centralized in a typing pool 
rather than having steno-clerks working for indi- 
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ue of potent 


P 


Republic’s ven- 
dor evaluation 
sheet lists 24 
categories which 
are used to rate 


Ht 





vendors. An in- 
teresting inno- 
vation: other de- 
partments are 
called in to help 
with the rating 
in the areas 
where they have 
a special inter- 
est. 
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rmance 


The same holds true for 
the other departments that help 
with the rating 


“And 


1ere’s 


another angle: suppose 
a_ particular 
vendor. Some- 
one—out of annoyance—is likely 
that he’s always had 
trouble with that company. Ac- 
tually it may the first time the 


u trouble on 
hipment from a 


to Say 


If it’s down 
on the record that the vendor in 
question usually does a good job, 
we're less likely to drop him. So 
in a way you might say the ven- 
dor program takes 
some of the emotion pur- 
chasing. At the same time it helps 
us maintain the quality we have 
to have.” 


supplier ever missed. 


evaluation 
out ol 
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By Ray Marien 





When a vendor comes up with a new idea or a better method he 
should, according to purchasing theory, be rewarded with the 
order. But too often in practice another supplier takes over the 
idea, quotes a lower price, and gets the business. Is the buyer vio- 
lating any ethical or moral code when he exploits the effort and 
expense of one vendor to the advantage of another? Mr, Marien 
examines the moral issues involved in such a practice and offers 
some practical suggestions for seeing that justice is done to all 
concerned, He uses the printing field as an example, But the prin- 
ciples involved apply across the board in industrial purchasing. 


‘ 





/\. CCEPTANCE of gratuities by 
buyers is not the only moral prob- 
lem in purchasing. 

There is another equally im- 
portant to the company and its 
reputation. This is the question of 
just how far a company should go 
in “picking the brains” of its ven- 
dors, without feeling obligated to 
give them the order. 

The problem comes up in all 
types of buying—of components, 
of equipment, of raw material. It 
is particularly prevalent, however, 
in printing buying. Perhaps a dis- 
cussion of this particular field will 
help develop principles that can 
be applied generally, 

The printing business is highly 
competitive. It swarms with all 
manner and size of printers who 
sometimes gain an order by the 
slim margin of a few pennies per 
thousand forms. In fact there are 
so many, particularly in large 
cities that it is almost impossible 
for a buyer to see them all. 

In recent years automation, both 
in the factory and in the office, 
has led to an increase in elaborate 
‘specialty forms”, These are more 
expensive than is commonly be- 
lieved. It is not unusual to pay 
$50,000 for a year’s supply of in- 
voices for example, of the sort 
that are used in a continuous ma- 
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chine billing operation, Thus, fair- 
ly substantial amounts of business 
are at stake here. And smart 
printing concerns go after it 
through the medium of staffing 
themselves with “experts” in the 
specialty forms field. 

These forms design and systems 
specialists often spend a lot of 
time on an account doing work 
that should be done by the com- 
pany itself. They dream up a sys- 
tem, make recommendations for 
equipment, design the forms, dry- 
run them on their own or other 
equipment. In short they go all 
out, selling not only the printing, 
but the complete installation. 


Thanks, But No Order 


They do this because they ex- 
pect to get the order. In many 
cases they do. In many others, 


however, they end up with 
nothing to show but a letter from 
the buyer informing them regret- 
fully that the order was placed 
eisewhere. But “thanks just the 
same” for their help. It was “much 
appreciated”. 

Appreciation doesn’t pay the 
grocery bills. And these idea men 
who have been actually selling 
their creative systems skill along 
with their product, find them- 
selves sitting on the outside 


watching their system in opera- 
tion, with someone else’s forms 
running through the machines. 
Meanwhile, the winning vendor, 
who contributed nothing more 
perhaps than the lowest bid, is 
basking in the Bermuda sun, en- 
joying a vacation made possible 
by the fat commission he obtained 
on the order. 

This sort of back-of-the-hand 
treatment is handed out by some 
of our largest companies. They 
admit it openly and seem to feel 
there is nothing wrong with it. 

A printing buyer for one of the 
dozen largest companies in this 
country puts it this way: —“Sure, 
we take their ideas without feel- 
ing obligated. Why should we 
automatically give them the order 
because we adopt their sugges- 
tions? Isn’t that all part of their 
sales pitch? Do they think this 
puts them on such a high plane 
that they don’t have to be com- 
petitive? No, sir!—My conscience 
doesn't bother me one bit, and 
why should it? ...” 

Why should it, indeed! Now let’s 
turn the record over and listen 
to the unhappy salesman who lost 
an order to this paragon of print- 
ing buyers. 

“Yeah—I found out the hard 
way how that fellow does busi- 
ness. Now I know how to handle 
him. Oh—I don’t shun him! I’m 
net so mad I'd turn my back on 
a potential source of business that 
big. No, sir. I just don’t give him 
one single idea. I save them for 
the vendors who not only want 
them but who appreciate them 
enough to see that I don’t come 
out on the short end. And you 
know, it doesn’t matter in the 
Vr. Marien, forms and procedures man 


ager for Olin Mathieson Chemical Corp., 
s a regular contributor. 
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ideas 


least that I don't 
to Mr. Big. I still get 
him. And when I'm man, | 
get the order. Then it’s my turn 
sit back and laugh while the guy 
used and 
brain-child I print, feels like cry- 
ing about the whole thing. Only 
I don’t really laugh about it. I 
not 


the 


Give any 


bids 


low 


fr . 
irom 


whose idea is whose 


because it’s 
just how 


can't 
know 


feels.” 
Is It Ethical 


Exactly how should this situ- 
ation be met? What are the ethics 
involved? How far should a com- 
pany go in soliciting 
these ideas, without feeling 
ligated? What should be 
when the supplier whose highly- 


and using 
ob- 


done 


involved system is used comes in 
with an outlandishly high price 
for its product? Where do you 
draw the line in paying a premium 
for service? Here are some of the 
ways industry answers these ques- 
tions. 

First, the matter of ethics. No 
matter how often some one pro- 
claims there is nothing wrong with 
brain-picking in this sense, it cer- 
tainly is a basically immoral prac- 
tice and should weigh heavily on 
the business conscience. Vendors 
are attempting to earn their living 
by selling ideas as part of a pack- 
age. We pay advertising concerns 
business consultants, public rela 
tions people and other “idea men’”’ 
for the product of their brains 
Why shouldn't we pay the printer 
who comes up with a clever and 
highly practical method of doing 
something which we _ haven't 
thought of ourselves? We have no 
more right to appropriate his 
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Many companies in effect “steal” ideas from their vendors. After 
a supplier has spent time, money and talent developing a new 
idea or solving a problem to help a prospective buyer, the buyer 
all too frequently says, “thanks a lot,” uses the idea and gives 
the order to another supplier who contributed nothing but whose 


price is a little lower. 


brainchild without re- 
muneration, than we would have 
to throw away our advertising 
agency bills unpaid. 

The blunt fact is this. When we 
ask for creative help, we have to 
pay for it. We are obligated to do 
so. If we shirk this obligation, we 
are behaving in a manner scarcely 
befitting a reputable company. 
The larger a company is, the more 
it should be aware of this and the 
more zealously it should guard its 
for fair-dealing. But 
every one, large or small, should 
fulfill this obligation. To look at it 
another way, since we all sell a 
product or service 
would we care to be treated in 
such an unfair fashion by one of 
our customers? It’s hardly likely 

and after all, the first creed of 
buyer should be “treat 


creative 


reputation 


ourselves, 


every 


every 


vendor as a potential cus- 


omer 

Granted that we should pay for 
service in some way—just where 
and how do we set a dollar limit? 
For the occasion will certainly 
arise when a vendor, knowing his 
ideas will be used, will come up 
with an exorbitant price. How do 
we meet this situation? 


Unfortunately, this situation is 
almost at an irreparable stage 
when it reaches that point. The 
vendor should have been notified 
to this effect when he came in 
with his idea: “All right. We'll 
your suggestion. We 
might even use it. But we wish 
to make this clear at the outset. 
Your price must be reasonable 
We're going to get competitive 
bids. We feel that if your idea has 
merit and we use it, it also has a 
price. We will appraise its value 
and in comparing your bid against 
the others, we'll make an allow- 
ance of approximately that much. 
If your price is within that broad 
range, you'll get the order. If not, 
you won't, but you will be paid 
for your efforts if we use the idea 
without giving you the order.” 

There are other ways of dealing 
with the Some com- 
panies believe in placing the first 
order with the printer when they 
regardless of 
price. Others allow him to receive 
the first two orders, on the same 


basis. 


consider 


problem 


adopt his ideas, 


Some companies affix an arbi- 
trary value of, say, 5%, to this 


(Please to page 204) 
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P.A. Harold Martin: “The important “I always know just what still has to come in on each 
thing is to have the information you job. Everything is broken down by job, so there won't 


need when you need it.” be any mistakes.” 


High Pressure 


Purchasing ina 


Three-Man Department 


The problem that faces Taylor-Winfield Corp.’s pur- 
chasing department is this: a small staff, relatively high 
purchasing volume——and everything is needed “‘yester- 


day.” Here’s how they meet this purchasing challenge. 


By Leonard Sloane 


Every FRIDAY AFTER- 
NOON, Harold Martin, purchas- 
ing agent for the Taylor-Winfield 
Corporation, Warren, Ohio, goes 
to a. meeting. 

Sitting alongside him are the 
machine shop superintendent, 
production superintendent, as- 
sembly control superintendent 
and chief engineer. During these 
meetings in the works manager's 
office, Mr. Martin learns what's 
in store for him during the next 
few weeks. 

For here he is informed about 
new orders the company has re- 
ceived for its welding equipment 
and the delivery dates promised 
to customers. Basically, Mr. Mar- 
tin’s purchasing problem is this: 
to handle a heavy’ workload 
(sales volume last year was 
$10.5 million) with a small staff 
(a buyer and a secretary) and 
make most of his purchases on 
extremely short notice. 

For instance, he may be told 
that five arc-welding machines 
must be delivered to a customer 
in eight weeks. All the necessary 
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“Our system has several definite advantages. For a 
small department like ours it means we can do our 
job with a minimum of confusion.” 


production material has to be in 


the plant within four weeks for 


assembly and machining. There 
may be eight different jobs like 
this. Unless every purchase order 
is filled by that date, production 
cannot meet the delivery sched- 
ule 


Keep on Top of the Job 


To run small-staff, high- 
volume purchasing department, 
Mr. Martin has to have a pretty 
good system to keep on top of 
each job. As he points out, “The 
important thing is to have the 
information you I 


his 


need when 
need it. Half the battle is over if 


you 


you consider each job on its own 


and regard it as a separate unit 


Uses Simple System 


Mr. Martin handles this com- 
plicated task with a relatively 
simple system. He keeps on his 
desk a “tickler” file on a ringed 
board. One copy of each open 
purchase order is posted under 
Taylor-Winfield’s order 
number for ready reference 
When the product is delivered 


sales 
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to the plant, the P.O copy is re- 
moved from the follow-up file, 
leaving only pending orders re- 
maining. 

“When I go into the Friday 
meetings,” he notes, “I always 
know just what still has to come 
in on each job. I may be working 
on 20 or 25 jobs at one time, but 
everything is broken down by 
individual jobs so there won’t be 
any mistakes.” 

A new schedule is pre- 
pared each week by the produc- 
tion control and sales depart- 
listing all outstanding 
customer orders under the Taylor- 
Winfield sales order number and 
the customer’s purchase 
The customer's 

e of receipt of order and 
and promised date of delivery 
are among the other items noted. 
Mr. Martin checks this schedule 
to make certain purchase orders 
for all these jobs are moving on 
schedule. 


sales 


ments, 


order 
number. name, 


dat 


Sales Orders Broken Down 


Each new sales oder at Taylor- 
Winfield is broken down into a 


bill of material by the engineering 
department. This goes to produc- 
tion control, which issues requisi- 
tions for not in stock. 
Sometimes half of a possible six- 
teen week cycle from customer's 
order to delivery date may be 
needed by engineering to work 
out the specifications. Then it’s 
up to the P.A. to take it 
there 

“Whenever I can, I try to get 
a temporary bill of 


items 


from 


material in 
advance for we know will 
says Mr 
Martin. “That way I can at least 
get some of the goods on the way 
here before the big rush starts.” 

Mr. Martin tells of one recent 
case when he sent out purchase 


items 


have to go into the job,” 


orders on equipment for a welding 
machine one day and began ex- 
pediting the next. “The material 
had to be in yesterday,” 
plains. 


he ex- 


Small Department Expediting 


“Our organization 
and expediting has several defi- 
nite advantages,” says Mr. Martin. 
“First, small department 
like ours, it means we can do our 


SS stem ot 


for a 


job with a minimum of confusion 
We’re also set up for quick action. 
If I get a call from the production 
superintendent asking about the 
status of materials for a particular 
job, I can just flip to the job and 
see at a glance exactly how much 
more is still on order. 

“And for 
follow-up. If I'm expediting a job 


it’s also convenient 
for a certain welding machine, all 
the suppliers involved are right in 
the same place and I don't have 
to go fishing all over the place to 
find them.” 

Mr. Martin believes in keeping 
inventories low. He_ generally 
other than MRO 
items—only in the quantity need- 
ed for the particular job. 

“We try to use everything we 


orders material 


have before we buy a _ nickel’s 
worth because so much of it be- 
“But 
we will make large quantity buys 
if usage justifies it.” 

Mr. Martin 
agement is well aware of the part 
our purchasing system has played 
in the effectiveness of our com- 
pany. We've all been paid pretty 
well over the last years 
that’s a good sign, isn’t it?” 


comes obsolete,” he Says. 


comments, “man- 


few 
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If purchasing is to keep pace with the growth of a small company, 


it must do more than just issue more orders. 


It must progressively revise its entire business outlook. 


Purchasing Meets Challenge 


V otume of purchases of Bux- 
ton Inec., Agawam, Mass., has 
tripled in the last ten years. Bux- 
ton, which makes leather goods, 
has now grown to the point where 
it is no longer considered “small 
business” by the Department of 
Commerce’s definition which as- 
sumes that a business is “small” 
if it has less than 500 employees. 
3uxton now has about 700 em- 
ployees; its annual volume of pur- 
chases is over $3,000,000. 
Purchasing techniques have 
gradually changed at Buxton to 
keep pace with the company’s 
growth. Ten years ago, there were 
just Purchasing Agent T. B. Gor- 
don and a secretary; today there 
are five people including Gordon, 
two girls, and two buyers. 
Growth has required 
gradual refinement of procedures. 


also 


Formerly, purchasing could oper- 
ate with fewer records; relations 
with other departments were less 
formal. Some functions—for ex- 
ample, receiving  inspection— 
didn’t even exist as separate activ- 
ities. 


Procedures Refined 


Growth has made it harder and 
harder to “play by ear” in deter- 
mining purchase requirements. 
The nature of Buxton’s business 
makes purchase planning ex- 
tremely difficult. Sales are highly 
seasonal, depending a great deal 
on the gift-buying whims of 
Christmas shoppers. Changes in 
taste (for one type of leather 
wallet over another type, for ex- 
ample) can raise hob with ma- 
terials planning. When they do 
occur, it’s awfully easy to be over- 


In ten years, Purchasing Agent Gordon has seen his department grow from 


two people to five. 
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stocked with one material and 
short on another. 

“The trouble is,’ Purchasing 
Agent Gordon declares, “that 
purchasing is always caught 
square in the middle. The pro- 
duction superintendent naturally 
wants to have plenty of stock on 
hand to prevent stock-outs and 
down time; the controller, on the 
other hand, is watching how much 
money we're tying up in inven- 
tory.” 

Formerly, purchasing more or 
less determined its own purchase 
requirements. It analyzed the 
manufacturing schedule and made 
purchases to meet requirements. 
The problem was changes in 
schedule; it was necessary to con- 
stantly juggle delivery dates, 
open-order balances, etc. to keep 
pace with changing demand for 
finished products. 

It would be nice to say that 
purchasing has solved its problem 
of coping with changing demand 
for materials. Unfortunately, this 
is not the case. But Buxton pur- 
chasing has at least worked to- 
ward a solution. 


Old Idea, New Twist 


“One big help in procedures has 
been the travelling requisition,” 
Gordon explains. Most companies 
use travelling requisitions for non- 
production stock items, and so 
does Buxton. In this application, 
it saves a lot of paperwork since 
the form can both serve as a buy 
record and also eliminate a lot of 
requisition writing for repeat 
buys of an item. Buxton goes fur- 
ther than this, however, It uses 
the travelling requisition for pro- 
duction items and, as a result, 
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of Small Company Growth 


of the 
from schedule 


has partly solved 
problems resulting 
changes. 

The travelling requisition is 
filed in the production control de- 
partment along with the inven- 
tory card. As a result, there is 
now a convenient central record 
of open order commitments, re- 
quirements, etc. Production con- 
trol does the detail work and pur- 
chasing does the buying. “Pro- 
duction control now figures re- 
quirements for us but we have 
the final say as to how much is 
bought,” Gordon explains. “We oc- 
casionally adjust their figures be- 
cause of discounts, lead times, 
etc.” 


some 


Other Changes 

This procedure doesn’t solve 
purchasing’s basic problem of 
the difficulty of having 
material on-hand when needed in 
the face of changing demand for 
finished products. Actually there 
probably isn’t any really effective 
solution to the problem; new pro- 
cedures only make the problem 
easier to live with. Another idea 
purchasing has tried is getting 
suppliers to improve their lead 
time by producing ahead of sched- 
ule on Buxton purchase orders 
and then holding the material 
until Gordon asks them to ship 
it in. The this tech- 
nique is, of course, limited by the 
willingness of suppliers to carry 
inventory for their 
without collecting 
price premium. 

One change Gordon made re- 
cently has definitely strengthened 
Buxton’s procurement position, 
however. He now has a “material 


course 


success ol 


customers— 


some sort ol 
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PSTD 


This traveling requisition is the key 
both as buy record and as authority 


control’ man reporting to him 
carefully checks incoming 
hardware to be certain there are 
This prevents 
delays on the line should there 
be defects and also improves sup- 
plier relations since vendors can 
be promptly informed if there are 
defects. 

Gordon is the first to agree that 
future growth will undoubtedly 
make additional changes neces- 
sary. He's already investigating 


who 


no discrepancies, 





purchasing form at Buxton; it serves 
to buy. 


a “visi-record” follow-up system 


for production parts, The transi- 


tion from “small” business to 


“medium-sized” business is not an 


easy involves constant 


one; it 
balancing and re-balancing of the 
desirability of additional controls 
against their cost in terms of 
added overhead and longer lines 
pur- 
chasing seems to be making this 


successfully, 


of communication 3uxton 


transition 
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A Sure Way to Gain 


Management Recognition 


Probably the easiest and quickest method for purchasing to get 


the recognition it needs and deserves is through effective com- 


munications—especially its report to top management. Here’s the 


outline of the effective communications program one P.A. 
worked out which has helped make his department a vital force 


in his company. 


By C. D. Francisco 


Vi any BUYERS believe that 
purchasing agents do better in a 
small company because there are 
not so many people between the 
P.A. and the president. This isn’t 
necessarily true. It still depends 
on the individual P.A, 

Take the case of Jim Donahue, 
director of purchases for Allen 
Electric & Equipment Company of 
Kalamazoo, Michigan. For years, 
the purchasing agent at Allen re- 
ported to the factory manager. 
Today, Donahue reports to the 
president of the company. It isn’t 
the buys so 
much—for its own manufacturing 
operations are well-integrated and 
it makes almost all of the compo- 
nents for its automotive testing 
equipment. The five thousand ac- 
tive production items purchased 
are mostly standard components. 
However, the real test of skill, 
ingenuity, and negotiating ability 
comes in the purchase of raw ma- 


terials and MRO supplies. 


because company 


Three Man Department 

Allen’s purchasing department 
isn't large. Two buyers, the direc- 
tor of purchases and three girls 
handle all phases of the function. 
Donahue purchases all raw ma- 
terials in three commodity cate- 
gories. The two buyers handle 
mechanical and electrical items. 
Each man has a secretary to assist 
him with his work. 
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There are many reasons why 
Jim Donahue has been successful 
in bringing top management 
recognition to himself and his pur- 
chasing organization. Yet all of 
them can be summed up in one 
phrase: proficiency in communi- 
cation. 

It’s one thing to tell the boss 
how great purchasing is. But it’s 
much more important to show 
him. And Donahue has done ex- 
actly that—many times in many 
different ways. 

One of the most impressive ex- 
amples is his year-end report to 
the president. This report is 
designed to present  purchas- 
ing’s organizational structure, its 
strengths, its accomplishments, its 
goals and its objectives. The re- 
port is written concisely and uses 
charts that are easy to under- 
stand. 


Inspiring Confidence 

Fourteen charts, which can be 
read in than one minute, 
are used to illustrate significant 
purchasing activities for the past 
year. Prefacing the charts, are a 
few hard-hitting paragraphs sum- 
marizing changes, trends and ob- 
jectives. Here are some excerpts: 

@ “...we have accomplished 
all the goals .. .” 

- we now have an ag- 
gressive staff...” 

@ “...it is important in keep- 


less 


ing each buying group re- 
sponsible in its entirety...” 
“ . the department has a 
degree of flexibility that has 
paid good dividends.” 

.. our major goal will be 

product analysis and cost 
reduction.” 
“|. participation in the 
profit improvement  pro- 
gram ... should make 1958 
a profitable year.” 

@ “...a tremendous tool for 
us in maintaining a balanced 
inventory.” 

@ “... Allen can be very proud 
of its suppliers.” 

The president can’t help feeling 
the strength and reliability com- 
municated in positive, sure-footed 
statements like these. 


Well Defined Instructions 

Donahue’s ability to express 
himself well is reflected in his 
buying organization too. Instruc- 
tions are well-defined though 
brief. Buyers’ authority is com- 
mensurate with their respon- 
sibility—so that they don’t bother 
the P.A. with insignificant details. 
Files are not cluttered with super- 
fluous papers. Meetings are few, 
brief and to the point. 

Donahue hasn’t hesitated to put 
across his ideas to his buyers on 
how and why things should be 
done. Allen uses a standard cast 
system, in which a variance report 
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is issued each month by the ac- 


counting department 
“The variance report,” he says, 
“gives me an important method 
of measuring buyer performance.” 
Every time the variance report 
is issued, Donahue meets with his 
buyers to discuss engineering 
changes, price increases or what- 
ever else may hike the variance 
percentage over the standards 
that have been set. The impor- 
tance of the variance report is 
also reflected in other areas. For 
instance, sales prices are affected 
by variances in purchasing cost 
Donahue feels that poor com- 
munication is one of purchasing’s 
biggest problems. Lack of com- 
munication leads to many misin- 
terpretations and many errors 
The ability to communicate ef- 
fectively is not easy to acquire, 
but Director of Purchases Dona- 
hue has worked hard to improve 
his communications techniques 
and thereby improve the ef- 
ficiency of his purchasing depart- 


ment. 
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Allen’s Jim Donahue uses simple 
charts to show his boss what's go- 
ing on in his department. These dis- 
count, scrap sales and value of in- 
voice charts, for example, indicate 
performance in these areas of pur- 
chasing over a year’s period. 


P.A. Donahue (c.) and Buyer Hank Kimball try to make every com- 
munication to a vendor short, precise, and meaningful. Secretary Donna 
Wilkins takes notes as they think out a letter to a vendor. 
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Big Savings in Small Packages 


{n across-the-board packaging study saved $125,000, reduced 
inventory, boosted sales appeal. Key factors: standardization, 
simplification, substitution. 


By Walter F, Martin, Purchasing Agent 
and 


Edwin B. Silveira, Packaging Foreman 
Morse Twist Drill & Machine Co., New Bedford, Mass. 


Turse YEARS ago we pack- 
aged our taps, cutters, saws, and 
similar products in 285 different 
paper boxes. Today we use 45. 

Three years ago we packaged 
our drills and reamers in 356 dif- 
ferent sized envelopes. Today we 
use 11. 

For Morse this has meant: 
@ Close to $125,000 saving in la- 
bor, materials and warehouse ex- 
pense. 
@ An indicated $35,000 to $50,000 
saving each year from now on. 
@ Less money tied up in inven- 
tory. 
@ Lower freight rates. 
@ Greater sales appeal through 
more attractive packages. 

We've also been able to control 
our inventory better and take ad- 


Two Morse Twist Drill cost cutters: Packaging Foreman Ed Silveira (left) vantage of quantity buying 


and Purchasing Agent Walter Martin. 
Save Money 


All this is the result of the work 
of a packaging committee set up 
in 1955. The committee’s purpose 
was simple: to see how our tradi- 
tional methods of packaging could 
be improved to save money, bet- 
ter protect our products, simplify 
stocking for our distributors, and 
boost customer sales appeal. The 
make-up of the group reflected 
these aims: it consisted of repre- 
sentatives of the sales, advertis- 
ing, packing and purchasing de- 
partments. 

Since we packaged 13,000 reg- 
ular items plus many specials in 
about 700 different packaging 
units, a careful, methodical plan 
of attack was needed. After pre- 

New packaging for drills is attractive, economical and serviceable. Stan- i™minary studies, we decided on a 
dardization of labels has helped reduce costs substantially. four-stage program. 
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New-style folding cartons are not only more attractive but also facilitate 
standardization to a degree not previously achieved. 


We had been using wooden 
boxes for shipping our products 
in bulk. They were ‘ 
costly, heavy (which added to 
shipping costs) and space-consum- 
ing. We studied alternate meth- 
ods, concentrating on corrugated 
containers. 


obviously 


After consulting with suppliers, 
we decided on a box that met all 
our requirements and applicable 
requirements of transportation 
companies. It is classified as 
Package 996 by the Freight Classi- 
fication manual. The containers 
are made up of one box and two 
trays meeting in the center. They 
are constructed of a single wall, 
double faced “C” fluted corru- 
gated burst tested for 350 Ibs 

cheaper 
the 


than wooden boxes 
Stored flat, they give us at 
least a 35% 


The containers are 75‘ 
of 
A 


same 
size. 
Saving in storage 
space. Since they are consider- 
ably lighter we have also realized 


And the 


neater, 


substantial tare savings 


containers are stronger, 
and easier to handle 

The corrugated en- 
abled us to reduce the n 


box 


switch to 
sizes needed from 12 to 4 
This in turn permitted us to order 
in larger quantities and obtain 
We were also able 
to put our trade-cut and name on 
all four sides of the container— 
free 1g and 
helping distributors and shippers 
to recognize our products 
The rather dull envelopes we 
were using for drills and reamers 
were ordered pre-stamped as to 
nomenclature, style, quantity and 


better prices 


giving us advertising 
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size of the tool. Envelope sizes 
were ordered on the basis that no 
envelope should be more than 
one-quarter inch longer than the 
tool. So our inventory consisted 
of 72 different sizes and, because 
of the pre-stamped policy, 356 dif- 
ferent units. 

Our first move was to switch to 
an attractive tag-stock envelope, 
lithographed with our new trade- 
mark and colors of yellow and 
A Columbian attachment 
increased closing efficiency in our 
plant. In addition, it permitted 
envelopes to be opened and con- 
tents inspected without harm to 
the package. (Distributors par- 
ticularly were impressed with this 
feature). In our multiple unit 
package it enabled consumers to 
keep drills in an orderly manner 
until the supply was used up. A 
reminder printed on the yellow 
portion suggests re-ordering from 
a Morse distributor. 

Careful analysis showed, to our 
amazement, that tools could be 
packaged in envelopes well over 
one-quarter inch longer without 
jeopardizing protection or appear- 
We lost no time in stand- 
ardizing on 11 
the previous 72. 

We licked the pre-stamping 
problem by buying a small multi- 
press and installing it in our own 
All 11 sizes are purchased 
unstamped now. Our new print- 


blue 


ance 


sizes—instead of 


] 
plant. 


ing method is quick, simple and 
economical. 

When production issues a work 
order to the shop, the packing de- 
partment is notified of the quan- 


tity, style and size of the tools. 
Packing makes weekly requests 
to the printing department for the 
necessary envelopes. The en- 
velopes are printed with the full 
description. As a result the 356 
different units we had been buy- 
ing have been reduced to 11. 


Stage Three: Paper Boxes 


Paper boxes used to package 
taps, cutters, saws, etc. had been 
bought with tool identification 
printed on them. Thus any one 
box could serve only one style or 
size tool. This meant we had to 
carry an inventory of 285 different 
box units. The telescope boxes, 
made of .025 chipboard, were not 
giving our tools the proper protec- 
tion and often had to be taped to- 
gether. (We were spending an 
average of $600 a year on tape for 
this purpose alone.) 

The committee began a search 
for a better box. Working with 
a supplier, we developed a box of 
special design and material (.025 
kraft back pattern coated board) 
The box lithographed beautifully, 
and gave perfect protection to our 
sharp and heavy tools 

From there we reviewed all tool 
packages and decided that 
should carry no printed 
with the nomenclature of 
specific tool. 


we 
boxes 
any 
One box could then 
serve many purposes. Too] iden- 
tification could be with a 
label, using different inks to sig- 
nify different types. The label is 
placed across the front of the box 
and also serves as a sealer. 

This program, 


made 


standardization 
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Costs were cut 757 and storage space needs reduced 35°, by switching 
from wooden boxes (in center) to corrugated cartons. 


This small press, used for printing envelopes and other work, has more 
than paid for itself at Morse Twist Drill, 
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cut the total number of types of 
boxes stocked from 285 units to 
45. Beyond the obvious savings, 
we also obtained greater strength 
and protection, and increased the 
merchandising appeal of our 
packages. 


Stage Four: Miscellaneous 
Packaging 

From major items we went on 
to a number of smaller-volume 
packaging materials. In each one 
we were able to reach our goal: 
better appearance, larger pur- 
chase quantities, lower cost. 

Some examples: 
e@ Wrapping papers were bought 
in two colors and two weights. 
We have standardized on one pa- 
per of medium weight, bought 
with a blue finish overprinted in 
yellow with the Morse emblem. 
e@ Labels had been ordered in 
various colors and sizes. We 
standardized on size, layout, and 
color. These changes, plus the 
new ordering quantity, enabled 
us to reduce label expenses by 
50% 
@ One jet bag, size +00, was sub- 
stituted for mailer and cloth bags 
used in parcel post shipments. 
We eliminated three cloth bags 
and four size mailers 


Automatic Packaging 


Many other projects have been 
completed or are being worked on 
now. One is the development of 
automatic packaging machines for 
very small drills carried in small 
tubes and those packaged in en- 
velopes. The objectives in this 
case are to speed production, in- 
crease efficiency, and eliminate 
human error in counting—par- 
ticularly with the very = small 
drills. 

The savings and improvements 
we've achieved through this pro- 
gram have been impressive. But 
just as valuable, in our opinion, 
is the lesson we've learned: don’t 
accept the status quo in packaging 
or any other activity of your firm. 

If you want to improve and 

ant to save, there’s really no 


end to the opportunities you can 
uncover with a little curiosity and 
a little hard work. No farsighted 
purchasing department—or any 
other department—can afford to 
pass up such a chance. 
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Patent 


iscs— 


How to Tell 
When Theyre Legal 


The law pertaining to patent licenses has a 


simple objective: protect patent rights while pro- 


tecting the public against patent-created mono- 
polies. This article will give the P.A. a better 


understanding of how patent laws affect his 


company, 


By Albert Woodruff Gray 


Tt HERE are three sides to the 
law's attitude 
licenses 

The first is that patents cannot 
be used for price fixing or the 
creation This is 
known as the doctrine of the mis- 
use of patents. The basic principle 
of this doctrine is that public in- 
terest is the dominant considera- 
tion. This doctrine denies to the 
patentee the use his 
patent in such a way as to ac- 
quire a monopoly which is not 
plainly within the terms of the 
grant. The patentee has the power 
to refuse a license, but that does 
not enable him to 
monopoly of the patent by at- 
taching conditions to its use. 

However, the doctrine of mis- 
use of patents involves more than 
the parties. It is an 


towards patent 


of monopolies 


power to 


enlarge the 


contracting 


PATENTEE'S 
RIGHTS 


equitable doctrine and the rule 
seems to be that he who asserts 
it must have “clean hands.” 

This ‘clean hands” aspect grew 
out of a Senate subcommittee re- 
port on February 7, 1957, which 
stated 

“The doctrine of the misuse of 
has resulted in the de- 
struction of patents in cases where 


patents, 


other action could be more bene- 
ficial to the patent system as a 
whole. We should have a sound 
and then the de- 
the patent grant 
should be earnestly avoided 
“The fundamental logic of the 
misuse doctrine finds support in 


patent system 


struction of 


well accepted judicial decisions. 
Carried far, however, the 
logic departs from reality and ef- 
fectually the patent 
right. Virtually any practical use 


too 


destroys 


THE ‘LAW ON PATENT LICENSES 
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of a patent in some measure in- 
fluences the sale of products out- 
side the scope of the patent.” 


The Third Side 


The courts 
with the 
However, they feel its logic can 
in turn be carried too far 

Said federal court: “The 
‘clean hands’ maxim does not op- 


in general, 
report. 


agree, 


subcommittee 


one 


erate so as to repel all sinners 
from courts of equity. It does not 
apply to general iniquitous con- 
duct unconnected with the trans- 
action and 
litigant 


in which the adverse 
connection nor 
Neither 


cognizance of all 


had no 
was otherwise interested 
take 


moral infirmities, since courts of 


does it 


equity are not primarily engaged 
in the the 
individual 

“It therefore employs the ‘clean 
hands’ maxim only when a liti- 
gant appeals to it for either af- 
firmative or 
through the application of sound 


moral reformation of 


citizen 


defensive _ relief 


principles of justice. In such ap- 
scrutinize his 
the 
ad- 


peals equity will 


conduct with reference to 


transaction as it affects his 
and if it is fraudulent, 
illegal or unconscionable he will 
the 


the court will be closed to him.” 


versary 


be dismissed and doors of 


Combination Patents 
This attitude of 


referred to as 


the 
the 
The 


Case 


courts 1S 
“unclean 
doctrine 


hands” doctrine 


was applied to a involving 
the 
lately came for review before the 
Supreme Court of the United 
States 

The case 

Stoker 


ment of a combination patent of 


misuse of a patent, which 


switches were an ele 
a heating system, but the switches 
were not patented. The owner of 
this combination patent made an 
exclusive license under which the 
market this 
heating s\ but only 
Stoke 
switches purchased from this li- 


licensee could pat- 


tem, 


used 


ented 
when it was with 
censee 

The decision: 

Basing its 
doctrine of 
United States 
supported the 
lower court that thi: 


this 
hands” the 
Court 
the 
patent was 
the furtherance of a 


conclusion on 
“unclean 
Supreme 


decision of 


used in 
monopoly 
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“The patent,” said the lower 
court, “is being utilized to gain 
a monopoly beyond its legitimate 
scope and its sole purpose as 
used, is to suppress competition 
in the manufacture and sale of 
combustion stoker switches.” 

Of this method of implementing 
patent licenses by tie-in sales to 
the stifling of competition, the 
Supreme Court in its decision of 
this appeal, said: 

“The case illustrates the evils 
of an expansion of the patent 
monopoly by private engage- 
The patent in question 
embraces furnace assemblies 
which neither the patentee nor 
the licensee makes or vends. 

“The struggle is not over a 
combination patent and the right 
to make or vend it. The contest 
is solely over unpatented wares 
which go into the patented prod- 
uct. The competition which is 
sought to be controlled is not 
competition in the sale of the 
patented assembly, but merely 
competition in the sale of un- 
patented thermostatic controls. 

“The patent is employed to pro- 
tect the market for a device on 
which no patent has been granted. 
But for the patent such restraint 
on trade would plainly run afoul 
of the antitrust laws. If the re- 
straint is lawful because of the 
patent, the patent will have been 
expanded by the contract. 

“That on which no patent could 
be obtained would be as effec- 
tively protected as if a patent had 
issued. Private business 
would function as its own patent 
office and impose its own law 
upon its licensees. If would obtain 
by contract what letters patent 
may grant. Such a vast 
power to multiple monopolies 
would carve out exceptions to the 
antitrust laws which Congress has 
not sanctioned.” 

A court decision rendered half 
a century ago laid the ground- 
work for the present attitude of 
the courts. 

The case: 

On a mimeograph machine was 
the notice: “This machine is sold 
by A. B. Dick Company with the 
license restriction that it may be 
used only with stencil paper, ink 
and other supplies made by the 
A. B. Dick Company.” 

Suit was brought by the A. B. 


ments. 


been 


alone 
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"GIVE ME LIBERTY 


OR GIVE MEA 


PATENT LICENSE.” 


Dick Company for infringement 
against a seller of ink to be used 
with this machine. The ink was 
not a product of the A. B. Dick 
Company. 

The decision: 

The United States Supreme 
Court held that both the pur- 
chaser and seller of the ink were 
not liable for an infringement of 
this patent in using supplies other 
than those of the patentee. The 
court said: 

“A machine styled a rotary 
mimeograph was covered by a 
patent. The claims of the patent 
however, do not embrace the ink 
or other materials used in work- 
ing the machine nor were they 
covered by independent patents. 
The owner of the patent sold one 
of the machines to a Miss Skou. 
The entire title was parted with. 
In other words there was no con- 
dition imposed affecting the title 
which the machine 
might be applied or the duration 
of the use. 

“Upon the machine however, 
was inscribed a notice, styled a 
license restriction, reciting that 
the machine ‘may be used only 
with stencil paper, ink and other 
supplies made by the A. B. Dick 
Company, Chicago, U.S.A.’ The 
Henry Company, dealers in ink, 
sold to Miss Skou for use in 
working her machine, ink not 
made by the Dick Company. 

“The court now decides that 
the use of such ink by Miss Skou 
would have of the 


or uses to 


been ‘a use 


machine in a prohibited way’ and 
would have rendered her ‘liable 
to an action under the patent 
law for infringement,’ and that 
the seller of the ink was liable as 
an infringer of the patent on the 
machine because of the aiding and 
abetting a proposed infringing 
use. 

“This interpretation of the law 
would permit tie-in sales. Take a 
patentee selling a patented engine. 
He would have the right by con- 
tract to bring under the patent 
laws all contracts for coal or 
energy used to afford 
power to work the machine or 
even the lubricants employed in 
its operation. 

“Take a patented carpenter's 
plane. The power now exists in 
the patentee by contract to valid- 
ly confine the carpenter purchas- 
ing one of the planes to the use 
of lumber sawed from trees 
grown on the land of a particular 
person, or sawed by a particular 
mill. 

“Take a patented cooking uten- 
sil. The patentee could bind by 
contract one who buys the utensil 
to use in connection with it no 
other food supply but that sold 
or made by the patentee.” 


electric 


Clayton Act 
this, 
passed the Clayton Act. This act 
made illegal either sales, or con- 
tracts for sale, where the pur- 
chaser could not use or deal in 


Shortly after Congress 


(Please turn to page 208) 
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TIMKEN 


ae ee 


or we a ee 
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Specially designed equipment 


cs . 
a 


WORLD'S FASTEST SHIPMENTS HELP MAKE 
“TIMKEN” YOUR BEST BEARING VALUE 


When you buy tapered roller bearings from the Timken 
( ompany, you's e got the most modern shipping system work- 
ing to get your bearings to you faster, more conveniently. 
his system combines the latest electronic computer system 
with an ultra-modern Shipping Center at Bucyrus, Ohio, which 
houses 12,000,000 bearing parts. It enables us to acknowledge When ened buy Timken 
your order—with a shipping date— within 24 hours. And bearings you get... 
because all bearings, up to 14” O.D., from all five producing 


- Quality you can take for 
plants, are handled from a single shipping point, your order granted 


is consolidated, easier for you to handle. Service you can’t get any- 
It's another reason why the Timken Company can say “First where else or 
in bearing value for 60 years.’’ The Timken Roller Bearing ee ee 


im 
Company, Canton 6, Ohio. Cable address: ““TIMROSCO”. bearings 


* o> " ? + r y > rs 
Makers of Tapered Roller Bearings, Fine Alloy Steels and rhe pace setter in lower ears 
Removable Rock Bits. bearing costs 
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Can You Use 


Ultrasonic Cleaning? 


B EST way to determine if you 
can profitably use ultrasonic 
cleaning is to know what it is, 
and when, where, and how it’s 
used. 

What ultrasonic cleaning is. 
Ultrasonic cleaning is the use of 
sound energy to remove surface 
“dirt” from parts. 

When to use ultrasonic clean- 
ing. Ultrasonic cleaning can be 
economically feasible when. it 
minimizes manual 
brushing, wiping, or handling of 
parts. If ordinary cleaning meth- 
ods produce work in a satisfac- 
tory condition, there is obviously 


eliminates or 


no need for ultrasonics. Ask your- 
self this question: Can the article 
or part be cleaned to the stand- 
ards required and in the volume 
required by conventional meth- 
ods (vapor degreasing, emulsion 
cleaners, electrocleaning, etc.) ? 
If the no, ultrasonic 
cleaning probably would be eco- 
nomically feasible — particularly 
where a mechanized installation 
would lead to production econo- 
mies by releasing operators for 
other work. 

Where ultrasonic cleaning is 
used. Many metal fabricating and 
finishing plants 


answer is 


use ultrasonic 


Components of gas meter, before and after ultrasonic cleaning. Note com- 
plete absence of sludge, soot, and grime on shiny parts (right) which just 
came out of the ultrasonic cleaning bath. 
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cleaning. Among the parts 
cleaned: electrical and electronic 
parts, plastic and metal assem- 
blies, optical glass, jewelry, and 
surgical instruments. Ultrasonic 
cleaning installations with con- 
veyor line movement of work are 
often used for large volume clean- 
ing operations. 

How ultrasonic cleaning works. 
The removal of the surface dirt 
from parts submerged in an ul- 
trasonic cleaning tank is due to 
the cavitation (vibration) occur- 
ring in the liquid. Cavitation is 
produced by sonic energy (sound 
waves) transmitted to the liquid 
by an ultrasonic transducer. Vi- 
bration of the liquid produces 
rapid changes of pressure that 
literally tear minute holes or 
cavities in the liquid, and then 
squeezes them shut. This action 
knocks the surface dirt off parts 
in the liquid. 

Liquids have been cavitated by 
vibrational frequencies as low as 
3 kilocycles per second and as 
high as 2.5 megacycles per second. 
Thus audible sonic vibrations as 
well as inaudible (‘“ultrasonic’’) 
may be used. (Ultrasonic gener- 
ally refers to sound vibrations at 
frequencies beyond the limit of 
audibility of adult humans, 18 
ke s.) 


Wide Range of Frequencies 


Industrial ultrasonic cleaning 
equipment is available for opera- 
tion at frequencies from as high 
as 1 megacycle’s (1000 kc/s) to 
as low as about 10 ke’s. Various 
frequency levels are preferred, 
for specific reasons. But all ultra- 
sonic cleaning equipment must 
produce and maintain cavitation 
in a liquid medium, regardless 
of the frequency used. 

Cavitation removes surface dirt 
or other contamination in any one 
of three ways: mechanical action, 
erosion—increasing a solvent ac- 
tion—or by accelerating a chemi- 
cal attack. The 
many 
binations of 


mechanism, in 
involve c¢ 


cases, ymm- 


The 


may 
these actions. 
result is a transfer of dirt 

the surface of the sub- 
merged part to the liquid in the 
tank. 

For further information write 
to the Ultrasonic Manufacturers 
Association, PO Box 555, West 
Chester, Pa 


net 
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THE PEOPLE WHO KNOW |}/*I'{i{(i{‘/1,| 


DEPEND ON THE PEOPLE WHO KNOW | | 


He Goes To Any Lengths To Help 


Solve Your Tubing Problems! 


This guy really gets around. He’s 

Connie Habecker, GM Steel Tubing Sales 
Product Engineer. Today he’s flying West 
with another solution to a customer's 
tubing problem: How to produce a new 
serpentine design on existing 
high-production equipment that will mean 
real savings. Tomorrow, he’s scheduled 

for a meeting with design engineers on 

the East coast to go over blueprints of a 
new condenser design. His customers have 
learned that Connie can help them save 
money by calling on him early in the game. 
His engineering background includes 
valuable knowledge of design and 
production. And he really knows his 
tubing, and what it can do... 

for you and your product. He knows 

GM Steel Tubing is steel-strong, 

capable of taking any shape. And 

he knows it’s quality-controlled many 
times beyond specifications ... cleaner, 

in fact, than any other tubing 

you can buy. Put some on test today 

and see why GM Steel Tubing leads in 
refrigeration sales ... by miles! 


SEE SWEET'S CATALOG Ia Ro 


Rochester Products Division of General Motors, Rochester, New York 


STEEL TUBING CHESTER PROD Jt 


a 


AMERICA’S LARGEST MANUFACTURER OF REFRIGERATION TUBING 
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AVIATION 
COMPONENTS 
BY LAVELLE 


temperature 


Lavelle manufactures aviation components to meet the most 
critical demands of high temperature operation. Typical of the 
many high temperature units produced in quantity by experienced 
Lavelle craftsmen are the jet engine tail pipes, engine casings and 
heat exchangers shown above. 

Lavelle specializes in the production of precision sheet metal 
weldments and assemblies made of titanium, aluminum, stainless 
steel, and heat-resistant nickel alloys . . . joined by welding methods 
applicable to specific component design and function. Where 
required, special tools are designed and fabricated by Lavelle to 
maintain production quality, reduce costs...and promote 
on-schedule delivery. 


If your requirements for component performance demand the 
very highest standards of component workmanship, call on Lavelle 

. or write for brochure describing specialized skills and facilities 
ready to serve your needs. 


ZI v 


LAVELLE AIRCRAFT CORPORATION - NEWTOWN, BUCKS COUNTY, PA. 


Between Philadelphia, Pa., and Trenton, N.J. 


For More Information Write No. 208 on Inquiry Card—Page 32 
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Low-Pressure Airflow 
Safety Switch 


Low-pressure Airflow safety 
switch “supervises” air flow on 
the fan suction or discharge ducts 
of paint finishing and other proc- 
essing systems. Designed for flat 
mounting either in remote loca- 
tions, or near equipment involved, 
the unit is quick-acting—in the 
ease of ovens, shutting off gas 
burners instantly—if anything in- 
terferes with the desired flow of 
air from the fans. It also can be 
used to actuate alarms in plant 
or laboratory areas where con- 
trolled ventilation is imperative. 
Standard unit is manufactured 
for pressures of %4-inch water 
gage. Can also be built special 
for any suction or pressure up to 
3 inches water gage. Standard 
switch also can be mounted for 
either normally open, or normally 
closed action. R. C. Mahon Co., 
East 8-Mile Road, Detroit 34, 
Mich. 

Write No. 18 on Inquiry Card—Page 32 


Hand Tool Cuts Clamp 
Installation Time 


Plier secures bolt, while clamp 
is mechanically closed and locked 
in place. This frees both hands for 
attaching nut or for stacking ad- 
ditional clamps into lock position. 
Misalignment is prevented be- 
cause proper closure is insured 
at all times. Worker fatigue is 
greatly reduced. Pliers are par- 
ticularly useful in cramped quar- 
ters when space restricts the use 
of both hands. TA Mfg. Corp., 
4607 Alger Street, Los Angeles, 
Calif. 

Write No. 19 on Inquiry Card—Page 32 


For More Information Write No. 209 
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Cold Rolling Puts a Tougher Face 
--- onan “Old Salt’ 
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NEW WAYS TO CUT COSTS...SAVE TIME 
when ordering CHARTS 
and FORMS 


~ 
s 


15,000 Charts from 


c€CHNICa 


Technical can ship charts for all the recording instruments in your 
plant regardless of their “make”. This unusual service centralizes 
your chart purchases with obvious savings in purchasing, delivery, 
inventories and chart costs, too. Leading American firms both large 
and small, utilize this growing service. 


f - 
. | ~} 
Technical has helped many of these fyyms analyze their 
—— 
complete chart purchases and adjust them to a more 


regular basis. This helpful service has saved 





added purchasing dollars. 


Write for full information about Ay 
Technical’s “Standard” chart n° l be 


service 


stock" _“4 
ceCHNI Can | =< Tabulating forms service \ 


SALES CORPORATION . shipped in 


189 Van Rensselaer Street 2 DS 
Buffalo 10, N.Y. C 43 hours 


@ Within 2 days of the receipt of 
your order...and often within 
one day .. . your stock forms are 


on the way! 


@ Write for sample file of Clarkson's 


“stock” tabulating forms. 


CLARKSON press INCORPORATED 


189 Van Rensselaer Street e Buffalo 10, N. Y. 


a 


Bs, 
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: THE ALL-NEW CLARKUET ELEC 
. ej ” 
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Photo courtesy of The UPJOHN Company 


Now! Snails pace to top speed...no jars, no jolt 


Entirely new! The oniy electric fork truck truck at all times, resulting in greater efhiciency 
that provides smooth, ‘‘non-jerk’’ power-delivery and safety than ever before possible 
under all working conditions A new upright, one lever for both lift and tilt 
On the all-new Clark/lift Electric an infinitely self-adjusting brakes, unmatched accessibility are 
variable speed control provides the exact torque just some of the new features. There are many, 
necessary for different working conditions and many more. Send today for 


assignments. On ramps, in congested areas, and a brochure giving full de CLARK 
particularly when inching or stacking power tails. Simply write: New 
is delivered with perfect regulation. Your driver Electrics, Clark Equipment EQUIPMENT 


has complete control of the travel speed of his Co., Battle Creek, Mich 


A 


TWIN-WELD HOSE 
CAN’T KINK 
eo} merit] is 


There's no wrestling with snarled hose lines when this Hewitt- 
Robins welding hose is on the job. It can’t kink or curl because 
it's molded in straight sections by the exclusive H-R platen press 
process. Both oxygen and acetylene lines in a single integrated 
unit, yet each clearly color marked, means easier handling and 
moving, increased safety, longer wear, and time and money saved. 

The patented construction of Twin-Weld hose increases flexi- 
bility, gives life-time adhesion between the two lines, eliminates 
coil set, and prevents any chance of leaks or ruptures between tube 
and cover. In-process inspection during all stages of manufacture 
results in the highest quality welding hose on today’s market. To 
find out how H-R products and services can help you, consult 
your classified telephone directory for the nearest H-R representa- 
tive, or contact Hewitt-Robins, Stamford, Connecticut. 


‘@OHEWITT-ROBINS 


CONVEYOR BELTING AND IDLERS POWER TRANSMISSION DRIVES 
INDUSTRIAL HOSE 


VIBRATING CONVEYORS, SCREENS & SHAKEOUTS 
Moe Buffa N Y e@ , ek , ‘5 f e Pp 
Holland e burg. South Af . 


eM ef 
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Man’s Newest Light 
Source 


A line of electroluminescent 
“light bulbs” is available for com- 
mercial applications. These flat 
“bulbs” are man’s newest light 
source. Called Rayescent lamps, 
the panels use no filaments, gas 
or metallic vapors. They produce 
practically no heat, consume a 
negligible amount of electric cur- 
rent, and produce a completely 
diffused light with no special fix- 
tures or baffles required. Basi- 
cally, the lamp consists of a sheet 
of glass with an electrical con- 
ductive coating and a phosphor 
layer. When voltage is applied, 
light is produced by the phosphor. 
The lamps are available in stand- 
ard sizes ranging from 2 inches 
by 2 inches to 24 inches by 24 
inches, in green, blue, and yellow. 
The greatest brightness is ob- 
tained from green lamps. 

Low power consumption is an 
important feature. A standard 
4” x 4” lamp, for example, con- 
sumes only .07 watt at 120-volts, 
60 cycles. The thin, flat shape of 
the lamps makes them _ ideally 
suited for many difficult lighting 
applications. Special lamps are be- 
ing made for use as dials and in- 
dicators, and scales and other 
markings are imprinted on the 
glass surface. Possible applica- 
tions: elevator signals, lighted 
shelves, luminous _ baseboards, 
decorative lighting, signs, switch- 
plates, darkroom lights, safety 
lights, thermometers, clock and 
radio faces, instrument faces and 
automotive interior lighting 
Lamp Div., Westinghouse Electric 
Corp., Bloomfield, N. J. 

Write No. 20 on Inquiry Card—Page 32 
For More Information Write No. 213 
on Inquiry Card—Page 32— 
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CONVENIENTLY LOCATED FOR 
FAST SERVICE 
AMERICAN SCREW COMPANY 


ANCHOR FASTENERS, INC 


THE BLAKE & JOHNSON co 

Ww 
BUTCHER & HART MFG. CO 
CENTRAL SCREW COMPANY 


CONTINENTAL SCREW co. 

ECONOMY SCREW CORP 

ELCO TOOL & SCREW CORPORATION 
FEDERAL SCREW WORKS 
GREAT LAKES SCREW CORPORATION 
H. M. HARPER CO 

HARVEY HUBBELL, INC 


INDIANA METAL PRODUCTS DIVISION 
TEXTRON INC. 


KENTUCKY SCREW CO 

LAKE ERIE SCREW CORP 

THE LAMSON & SESSIONS CO 

MIDLAND SCREW CORP 

NATIONAL LOCK COMPANY 

THE NATIONAL SCREW & MFG co. 

PARKER-KALON DIVISION, GENERAL AMERICAN 
TRANSPORTATION CORP 

PHEOLL MANUFACTURING CO 

PITTSBURGH SCREW & BOLT CORP 


PROGRESSIVE MANUFACTURING CO 
DIV. OF TORRINGTON CO 


RELIANCE DIVISION, EATON 
MANUFACTURING CO 


REPUBLIC STEEL CORP 
BOLT & NUT DIVISION 


RING SCREW WORKS 
ROCKFORD SCREW PRODUCTS CO 
RUSSELL, BURDSALL & WARD BOLT & NUT co 


SCOVILL MANUFACTURING CO 
WATERVILLE DIVISION 


SEMS DIVISION, TEXTRON INC 





SHAKEPROOF DIVISION, ILLINOIS TOOL WORKS 


SOUTHINGTON HARDWARE MFG. CO 
DIV. OF PITTSBURGH SCREW & BOLT CORP 


THOMPSON-BREMER & CO 
TRIPLEX SCREW CO 
UNITED SCREW & BOLT CORP 
WALES-BEECH CORP 
. 
For intormation of 
SEMS sources in Conade contact. 


CANADA KLINOIS TOOLS LTD 
SHAKEPROOF FASTEX DIVISION 


mechanically 


pre-assembled fasteners 


reduce handling costs 


Sems eliminate handling separate washers and screws, save time, 
speed production. Pre-assembly guarantees the washer will not be 
forgotten or mis-matched to the screw, improves product quality with 
a better fastening. Ideally suited for automatic hopper-fed driving, 
pre-assembled Sems is a first step in automation. The source nearest 


you supplies Sems in a wide variety of styles and sizes. 


& a % 


- 
we Sider” Tera” 


pre-assembied screw and lock washer 


SEMS is a development of Illinois Too! Works, Chicago 








Series 5000 


internal 


Series 5100 
external 


Series 5008 


inverted internal 


Series 5108 
inverted external 


Series 5001 
bowed internal 


Series 5101 
bowed external 





Series 5002 


beveled internal 


Series 5102 
beveled external 


Series 5103 
crescent 


G 


Series 5131 
bowed E-ring 


G 


Series 5133 
E-ring 


Series 5139 
locking prong 





Series 5555 
grip ring 


Series 5107 
interlocking 


Series 5005 
self-locking internal 


O 


Series 5105 
self-locking external 


& 


Series 5300 
triangular nut 


Series 5305 
trianguler self-locking 





Series 5400 A 
special purpose 





Series 5104 
special purpose 





Series 5500-31 
special purpose 





OQ 


Series 5500-96 
special purpose 





G 


Series 5504 
special purpose 





Series 5505 
special purpose 





WHATEVER YOU MAKE, THERE'S A WALDES TRUARC RING 
DESIGNED TO SAVE YOU MATERIAL, MACHINING AND LABOR COSTS 











COMPLETE SELECTION—AIl your retaining ring requirements 
can be obtained from this one dependable source. Waldes 
Truarc rings are available in 36 functionally different types... 
as many as 97 standard sizes within a ring type... 5 metal 
specifications and 14 different finishes. 


MANUFACTURING EXPERIENCE—Waldes Truarc pioneered 
precision retaining rings. Truarc Rings have been standardized 
by leading U. S. industries and Government agencies. Waldes 
Kohinoor, Inc. has over 50-years experience in inventing, de- 
veloping, and manufacturing precision fasteners. 


QUALITY CONTROL—Every step in the manufacture of Waldes 
Truarc rings—from engineering and raw materials through to 
the finished product—is carefully controlled and tested in our 
own modern plant. Truarc standards are the highest in the 
industry—your guarantee of consistent, uniform quality. 


DESIGN SERVICE—For help in designing new products or in 
refining present designs, send your blueprints to Waldes Truarc 
engineers. Whether your product requires standard or custom- 
designed rings, these experts are ready to help you. They will 
also design special assembly jigs and fixtures—or even help 
you set up an automation assembly operation. 


FIELD ENGINEERING SERVICE—More than 30 engineering- 
minded factory representatives and 700 field men are avail- 
able to you on call! This engineering service can prove invalu- 
able in helping you to solve design, assembly and productien 
problems. 


DISTRIBUTION—Truorc rings are available from leading OEM 
Distributors in 90 stocking points throughout the United States 
and Canada. 


WALDES RETAINING RINGS 
WALDES KOHINOOR, INC. 
LONG ISLAND CITY 1, NEW YORK 


WALDES TRUARC Retaining mage. Grooving Tools, Pliers, Applicators and Dispensers are 785. 2a bas one or more of the following 


U. S. ey 2,382,948; 2,411,426; 2,411,761; 2,416,852; 2,420,921; 2,428,341; 2,439,785 ; 2,455,165; 2,483,379; 
2,483,380; 2,483 383; 2, aa 802; 2,487,803; 2,491,306; 2,491,310; 2,509,081; 2,544,631; 2, $46.6 o 2,547,263; 
2’ 574,034; 2,577,319; 2, 595, 587, and other U. §. Patents pending. Equa! patent protection established in foreign countries. 


For More Information Write No. 214 on Inquiry Card—Page 32 For More Information Write No. 215 on Inquiry Cord—Page 32> 
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New 
Cold Caustic 
Bleach Process 


Looking for a way to use greater 


amounts of low-cost, more 
plentiful pulp— without capital 
investment for bleach equip- 
ment? Then let a Becco Sales 
Engineer show you our new 
technique* which allows you 
to bleach in the same equip- 
ment regularly used for the 
manufacture of cold caustic 
pulp. 

In this new process, peroxide 
bleach liquor is added at the 
Bauer Refiner, and bleaching 
occurs during the refining oper- 
ation. Bleach response depends 
on refiner densities. 

Up to 20 points brightness 
increase has been obtained in 
commercial operations to date, 
and with no additional steam 
costs, no holding time, and no 
excessive chemical costs. 

Becco can assist you imme- 
diately in setting up a produc- 
tion run and evaluating results. 
First step: use the coupon to 
iet us know you're interested. 


*—Patent Pending 





‘BECCO & 


BECCO CHEMICAL DIVISION, FMC 
Station B, Buffalo, New York 

Dept. PM-H 
Gentlemen 
Please have a Sales Engineer give me 


more information on Becco’s Cold Caustic 
Bleach Process. 


NAME 


FIRM 


ADDRESS 


® CITY 


SS EEE 





ducts and services can yc 


BECCO a 


, 


“Enclosing *1°° — 
Send Patent License’ 


Well, perhaps there's a little more 
to your gaining use of Becco pat- 
ents than just mailing your dollar 
in, but not much more. And cer- 
tainly, no more money. The $1.00 
really does cover it. 


Becco has lots of patents, 
granted as a result of innovations 
in the use of Hydrogen Peroxide 
and other Peroxygen chemicals 
developed in Becco’s Research 
Laboratories. But they don't do us 
a whole lot of good locked tightly 
in our safe. So, we long ago 
adopted the following policy: 


If one of our patents can help 
you, we'll be glad to license the 
rights to you perpetually, for just 
one dollar. You get a nice certi- 
ficate, incidentally, to cover the 
legalities, but more important — 
you also get free our complete 
engineering help in setting up 
your process, handlirig the mate- 
rial, maintenance, etc., etc. 


What do we get? You as a cus- 
tomer — we hope — but there's no 
obligation on your part. Just 
seems to work out that way, 
though — when we know enough 
about a particular peroxygen to 
hold a patent on its use, chances 
are we've also learned enough to 
produce it purer than anyone 
else. You benefit from this; we 
do, too. 

Use the coupon below to ask 
for a Sales Engineer — or our list 
of patents — that may help you 
solve an important problem. 


BECCO CHEMICAL DIVISION, FMC 
Station B, Buffalo, New York 

Dept. PM-F 
Gentiemen 


Please send your list of patents available 
on the use of 

~) Hydrogen Peroxide 

[] Peroxygen Chemicals 

[) Persulfate Chemicals 
[) Please have a Sales Engineer call 


OO 
PO ene 


ADDRESS__. 


4 aa 
5 


ZONE___STATE 


Becco's Four-Fold Engineering 
Service Program — offered free 
— includes 


1. Comprehensive survey of 
your facilities. 


2. Specific proposal with 
recommendation of 
proved equipment and 
where it is obtainable. 


. Installation supervision 
by Becco 


4. Periodic inspection and 
permanent service. 


Can you use this free Becco 
help, based on more years of 
experience with bulk handling 
of H,0, than any other manu- 
facturer? Use the coupon to 
let us know. 





BECCO & 


BECCO CHEMICAL DIVISION, FMC 
Station B, Buffalo, New York 


Dept. PM-B 


Gentiemen : 


Please tell me more about your Four- 
Fold Engineering Service 


NAME_ 
FIRM 
ADDRESS 
ciTy__ 


ZONE- 








Precision-Annealing 


is WIRM 
PHOSPHOR BRONZE 


extra stamina 
and formability 


These photos will give 
you an idea of how Waterbury 
Rolling Mills precision-annealed 
phosphor bronze can improve your 


production 


ae 
Close up shows how WRM precision- 
annealed spring temper phosphor 
bronze withstands severe bend. 


Close up of ordinary-annealed spring 
temper phosphor bronze shows surface , 
beginning to rupture at the bend. 


By a closely-controlled anneal prior to finishing, Waterbury 
produces spring-temper phosphor bronze with up to 3 times normal formability 
(elongation) plus higher fatigue life. The finer, more uniform grain structure 
produced by this process also improves surface finish and insures consistent 
production quality. 

Over 50 years of specialization enables WRM to produce 
phosphor bronze with special ability for your application. 


Send for this new, free, 60-page catalog 
of WRM facilities, abilities and metal specifications. 


ALSO NICKEL-SILVER &2 OTHER COPPER ALLOYS 
For More Information Write No. 216 on Inquiry Card—Page 32 
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Products 


Conveyor With High 
Working Angle 





A 12 foot conveyor with a 
working angle up to 60° is used 
here for stacking cartons 16 foot 
high. Designated the Steep-Grade, 
this conveyor solves handling 
problems in tight spaces and nar- 
row aisles. Equipped with swivel- 
ing casters and electric drive. 
New London Engineering Co., 
Dept. SG, New Lon?on, Wiscon- 
sin. 

Write No. 21 on Inquiry Card—Page 32 


Compressor for 
High Temperatures 


Compact, two-stage motor driv- 
en air pump for use in airborne 
radar systems, ground support, 
electronic test equipment, etc. 
Pump has a continuous duty cycle 
and is qualified to customer speci- 
fication for 1,000 hours minimum 
life. Operation is entirely oil-free, 
and requires no __ lubrication 
(grease packed bearing construc- 
tion). The operating temperature 
range is minus 65°F to plus 200°F. 
Total weight is only 8.75 pounds. 
Motor is fully enclosed, “%h.p., 
400 cycle, 3 phase, 208 volts and is 
fan cooled. Great Lakes Manufac- 
turing Corporation, 4223 Monti- 
cello Boulevard, Cleveland 21, 
Ohio. 

Write No. 22 on Inquiry Card—Page 32 


PURCHASING 





It's easy and economical to add 
punch to your packages, color to 
your cartons with appealing Safetex 
Printed Tape. For very few extra 
pennies, your exc/usive Safetex 
Printed Tape design can advertise 
your company or product at a 

low, low cost. . . discourage 
pilferage of shipments . . . be helpful 
in tracing lost shipments ... 

make in-warehouse identification 
easier for your customers... 

be effective in color coding 
production runs. Appealing 

Safetex Printed Tape is available in 
one, two and three color printing. 


On any of 10 handsomely colored 


A A 


stocks, in all popular widths 

and weights. For proof of Safetex 
Printed Tape quality and popularity, 
write for sample folder or call 


your Safetex distributor. 


SAFETEX 


CENTRAL PAPER COMPANY 


MENASHA, WISCONSIN 


For More Information Write No. 217 on Inquiry Card—Page 32 
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...@ BIG DIFFERENCE in Cold Drawn Bars 


Contrary to popular belief, all cold drawn bar steel tive oil keeps dirt, dust and other airborne contami- 
is not alike. There is one big difference worthy of nants from the Lusterized surface until you are 
your specification—the Bliss & Laughlin difference. ready to process the bars. 

Only B&L Lusterized® cold finished bars are differ- This big difference over other cold finished bar 
ent from all others. B&L bar steel is cleaner, brighter, steel is another benefit developed from B&L research 
easier to handle. The exclusive B&L cold finishing since 1891 to produce better cold finished bars. 
process (patent applied for) removes drawing oils, You can see the difference. You can work the 
lime and processing grit, producing a smooth, gleam- difference advantageously. Since you pay nothing 
ing bright surface without processing contaminants extra for B&L Lusterized bars, it is always reward- 
to slow your production. And B&L special protec- ing for you to specify “‘Bliss & Laughlin Lusterized.”’ 


Originators of LUSTERIZED” Finish—The BIG DIFFERENCE in Cold Drawn Bar Steel 


BLISS & LAUGHLIN 


GENERAL OFFICES: Harvey, Ill. «© PLANTS: Harvey, Detroit, Buffalo, Mansfield, Mass. 
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performance 


at far 


less cost 


The important difference between the porous bronze bearing 
(right) and the all-new Iron OILITE* 212 Bearing (left) is 
cost. While both bearings give long, maintenance-free service, 
Iron Oilite 212 bearings now open the door to major savings 
for many equipment manufacturers. 


Performance-proved in life tests and on actual products, Iron 
Oilite 212 bearings have a service life equal to porous bronze 
when used for products where corrosion is not a problem and 
mechanical strength requirements are within tolerable limits. 


A high oil content — approximately 20‘. by volume — assures 
adequate lubrication for the lifetime of many end products. In 
addition, a unique built-in service factor gives Iron Oilite 212 
bearings extraordinary protection against temporary overloads. 
They perform best when carrying medium to heavy loads at 
relatively low speeds and readily equal the performance of bronze 
at the high speeds required by home appliances, fractional horse- 
power motors, power too!s, light machinery and other products. 


It’s another Amplex first . . . a typical example of how 
Amplex serves a growing number of original equipment manu- 
facturers with “better quality at lowest cost”. Use Amplex’s exten- 
sive research and engineering facilities to your own advantage. 
Savings can be impressive if you require bearings in volume. 


REGISTERED TRADEMARK 


ONLY CHRYSLER MAKES 


of IRON OILITE 212 Bearing 1” ID x 
14" OD x 1” Length and full informa 
tion on request. Consult the Oilite engineer 
in your area. Find him in the Yellow Pages 
under “bearings” or write direct to Amplex 
Address Dept. F-2. 





oe ae 


COMPARISON OF 
TYPICAL PHYSICAL PROPERTIES 


Iron Oilite 
Oilite 212 Bronze 


Porosity, 
% oilby volume 18-23 18 - 23 


Ultimate Tensile 
Strength, (psi 10,000 18,000 


Compressive Yield 

Point, (psi) 9,500 20,000 
Rockwell Hardness RH -35 RE -65 
6.1 - 65 


Specific Gravity 64-67 











he moet Cuarted mame in poruder metalirge, / 


) AMPLEX DIVISION 


CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 
LUBRICATING BEARINGS © PRECISION PARTS © METAL FILTERS © FRICTION UNITS 


«For More Information Write No. 218 on Inquiry Card—Page 32 For More Information Write No. 219 on Inquiry Card—Page 32 
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Cut costs, 
speed work with 
B&D accessories 


When you push 
your B&D Im- 
pact Wrench 
over a nut 
you're sure of 
one thing—all 
the turning 
power built in- 
to the husky 
Black & Decker tool is 
going to go to work to 
spin that nut out fast. 


OMPLETE IMPACT 
WRENCH KITS 


© 


SOCKETS 


The reason: you’re using 
B&D accessories . 
sockets, chucks, right 
angle heads. . . to get the 
most out of your tool. 


RIGHT ANGLE 


Call your local distribu- 
tor today for the acces- 
sory you need. He stocks 
‘em all. 


CHUCKS 


INSIST ON THE BEST 


Black& Decker 


ACCESSORIES DESIGNED FOR THE TOOL 





Products 


and ideas 





Extension-Type Tooling 
Permits Multiple Station 
Ultrasonic Machining 


smerrisice 
cavitees 


The four standard extension- 
type tooling units mounted to the 
table of this ultrasonic machine 
tool permit up to four maching 
operations to be carried on si- 
multaneously—(each station can 
also be operated independently). 
As many as eight machining sta- 
tions have been operated from a 
single transducer. Tooling units 
can be mounted back to back, 
opposite and_ side-by-side as 
shown, criss-cross, or on top of 
each other. Each workpiece sta- 
tion has its own feeding device, 
and depth of cut is indicated in 
.0001” increments. 

The horizontal cutting position 
makes toolholder change easy and 
fast and workpiece location high- 
ly accurate. 

Standard tooling units as il- 
lustrated for machining german- 
ium, silicon, ceramic, and ferrite 
are available for off-the-shelf 
delivery. Each unit accommodates 
a cutting tool up to 1-%” dia- 
meter and will machine work- 
pieces to 2” to a depth of .050”. 

Extension-type tooling is de- 
signed to be used with existing 
as well as new Sheffield-Cavitron 
machines. The Sheffield Corpora- 
tion, Dayton 1, Ohio. 


Write No. 23 on Inquiry Card—Page 32 


Ion Exchange Resin 


Ion exchange resin demon- 


| strates high selectivity for heavy 


metal cations. Called Dowex 
Chelating Resin A-1, it is the first 
chelating resin to be made com- 


| mercially available. Can be used 


in removing traces of heavy met- 


' als from a wide range of product 


streams, and in separating vari- 
ous heavy metals. Will remove 
traces of heavy metals such as 
iron, copper, or zinc from concen- 
trated solutions of alkali and al- 
kaline earth metal salts. In addi- 
tion, alkaline earth cations may 
be removed from concentrated so- 
lutions of alkali metal cations. 
Dow Chemical Co., Midland, 
Mich. 

Write No. 24 on Inquiry Card—Page 32 


Riveting Machine Sets 
Long Tubular Rivets 


Model 95DP riveting machine 
maintains trouble-free feed and 
control of long rivets and provides 
maximum work clearance. With a 
10” throat, blade hopper and a 
choice of 4%” or 5-13/16” stroke, 
the machine will automatically 
feed and set semi-tubular and full 
tubular rivets up to .260” body 
diameter and 258” length. Its 
standard center-hung clamping 
type jaws are equipped with rigid 
arms and secondary leaf springs 
to control and hold the rivet se- 
curely. A standard pair of jaws 
will handle any .260” diameter 
rivet from 1” to 3” in length re- 
gardless of head diameter. Be- 
cause the clamping action does 
not take place until the riveting 
cycle has been actuated, the rivet 
hangs free so that it can be 
pushed aside when added clear- 
ance is needed. The short 1” 
length of the jaws increases the 
work clearance area and provides 
more access to the operator in 
loading and unloading. Tubular 
Rivet and Stud Co., Quincy, Mass. 
Write No. 25 on Inquiry Card—Page 32 
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<on Inquiry Card—Page 32> 





B&D No. 300 Impact Wrench 
slashes maintenance down-time! 


LONGER Lire: torque tests 
show it has higher perform- 
ance, cooler running, longer 
ife than any other 


EasiER HANDLING: no nose 
or tail heaviness. No start- 
ing torque twist. All-posi- 


tion auxiliary handle. 


More Power Per Pounp: 
this light-weight (only 13.5 
Ibs.) tool really packs a 
powerful punch! 


No. 100 Impact WRENCH 
the rugged wrench for 
smaller applications; hits 
max. torque in 6 seconds! 


Mail coupon today for free demonstration! 


Now, Black & Decker takes the back-break out of mov- 
ing equipment, installing new tools, making structural 
changes and many other like jobs! The No. 300 Heavy- 
Duty Impact Wrench brings a minimum of 300 ft. Ibs. 
of torque to bear—removes rust encrusted bolts as slick 
as a whistle—bangs home bolts as big as 1'4" effortless- 
ly. The powerful Black & Decker No. 300 does the work 
not the operator! 

Look about you! Chances are you'll see many appli- 
cations for this great super-powered Impact Wrench 
the tool that sets and removes bolts faster; saves you 
time and money. Then, mail the coupon for a free 
demonstration. A black & Decker distributor will be 
happy to show you—in your own plant, on your own 
equipment— just how much the new B&D No. 300 Im- 
pact Wrench can slash your maintenance down-time! 
THE Brack & DECKER Mra. Co., Dept. 1702, Towson 
4, Maryland. (In Canada: Brockville, Ontario) 


Leading Distributors Everywhere Sell 


OBLchki Decker: 


Quality Electric Tools —Power-Built for powerful performance 


-----m> MAIL COUPON TODAY qm.—~. 


THE BLACK & DECKER MFG. CO., Dept. 1702, Towson 4, Md. 


Please arrange a demonstration of your No. 300 Impact 
Wrench 


Send additional information 
Name 
Company 
Address... 


Ciday wcesccrccsccccoonesconaccocscers oe --Zone ... State. 
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Save the cost of tooling up! ... Specify 
Spicer components in your new axle design 


The easy, economical way to design even the most 
unusual new axle is to build it around one or more 
Spicer components...this stock differential assembly, 
for example. 


So why not recheck your blueprints? 9 out of 
10 times you'll find Spicer can deliver just the 
differential assembly you need for your latest 
front or rear driving axle. . . at a fraction of the 
cost of producing a new design. 

What’s more, samples can be obtained quickly 
for any new development program. 


DANA CORPORATION * 


AUTOMOTIVE: Transmissions, Universal Joints, Pro 
Powr-Lok Differentials, Torque 


peller Shafts, Axles 


Converters, Gear Boxes, 


> Take-Off Joints, Clutches 
ings 
INDUSTRIAL VEHICLES AND EQUIPMENT: Transmis- 


sions, Universal Joints, Propeller Shafts, Axles, Gear 


Frames, Forgings, Stamp 


The easiest way is to contact your Dana rep- 
resentative. He’ll be glad to match up any number 
of Spicer axle components to create . . . at the 
lowest possible cost . . . just the axle you have 
in mind. 


Spicer also has a line of rear and front driving 
axles with load carrying capacities from 1000 to 
7500 Ibs. 


Be sure to write for Bulletin No. 364. It gives 
you all the dimensions you need to start designing 
with Spicer differential assemblies. 


Toledo 1, Ohio 


DANA PRODUCTS Serve Many Fields: 

RAILROAD: Transmissions, Universal Joints, 
Propeller Shafts, Generator Drives, Rail Cor 
Power Take-Offs, Power Drives, Pressed Steel Parts, Traction Motor 
Drives, Forgings, Stampings 


AGRICULTURE: Universal Joints, Propeller 
Shafts, Axles, Power Take-Offs, Power Toke 
Off Joints, Clutches, Forgings, Stampings 


Boxes, Clutches, Forgings, Stampings 


AVIATION: Universal Joints, Propeller Shafts, Axles, 
Gears, Forgings, Stampings 


MARINE: Universal Joints, Propeller Shofts, 
Geor Boxes, Forgings, Stampings. 


Many of these products manufactured in Canada by Hayes Stee! Products Limited, Merritten, Ontario 
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RYKON 


has performed in six tough applications 


In just two years since introduction, RY KON Grease 
has stepped in to deliver lubrication in hundreds of 
applications where other greases have failed 


The reason Rykon Grease can perform under 
conditions that cause other greases to fail is this: 
Rykon Grease has a unique non-soap, organic 
thickener. This thickener holds the oil between 
its fibers better than any other gelling agent. The 
thickener is able to withstand extremely high as 
well as low temperatures. It resists chemical ac- 
tion and remains stable under conditions of severe 
working and water washing. RyKon Grease has 
exceptional anti-rust properties. 

Rykon Grease’s unique properties make it truly 
multi-purpose. This leads to many worthwhile 











equipment, a new type of grease has been needed. Ry«kon is that grease 


economies. With one grease to do possibly every 
grease lubrication job in a plant, there’s no chance 
for application mistakes. Inventory and handling 
of many single-purpose greases is reduced or 
eliminated. Maintenance training and supervisory 
follow-up is greatly reduced. 


More facts about RyKon Grease are yours for the 
asking. Call the lubrication specialist in your 
nearby Standard Oil office in any of the 15 
Midwest and Rocky Mountain states. Or write 
Standard Oil Company (indiana), 910 S. Michigan Ave., 
Chicago 80, Illinois. 


In the metalworking industry, where higher speeds, loads, temperatures and 


pressures are being put on bearings as a means of increasing productivity of 


Here 


are just 6 examples of how Ryvkon Grease has performed in tough spots 














Industry 


Equipment 


Type of 
Bearings 


Conditions 


Remarks 





Metalworking 


Stee! Mill 


Metalworking 


Auto Manufacturer 


Die Caster 


Bearing 
Manufacturer 


bearings over 
molten pot 


pit crane, floor 
crane, charging 
car 


drill head 
multi-spindle 


switches on 
machine tools 


die cast machines 


high speed 
spindle bearings 





plain and anti- | 


friction 


anti-friction 


various 


anti-friction 


You expect more from 





high temperature 


high temperature 


heavy load 


wet 


high temperature 


high temperature, 


heavy load 





Temperature reaches 500° F. at 
times. RYKON stays in longer 


Lasts twice as long as some other 
greases used 


Other greases failed. Running cool 
on RYKON. No leakage 


Good water protection and 
dielectric strength at a lower cost 
than previously 


Cut down wear considerably 


Lasts twice as long as a high priced 
bearing grease. Does not darken or 
form varnish. 


Oven test shows high temperature performance of RYKON Grease. 1. Metal pane! coated with 
RYKON and placed in oven at 350° F. 2. Same panel after five days. RYKON is still soft and ready 
to lubricate. 3. Another high-melt grease ready for same test. 4. Same panel after oven test. 
Grease has failed completely. 
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NEED 
TUBULAR 
RIVETS 
IN A HURRY 


NEW ENGLAND DIVISION 
Milford, Connecticut (Trinity 8-1761) 


h 
paps «ee a) 
PENN DIVISION 
Hatboro, Pennsylvania (Osborn 5-4560) 


Ges) sia 


ILLINOIS DIVISION 
Aurora, Illinois (Aurora 2-4278) 


- ab 


OHIO DIVISION 
Elyria, Ohio (Fairfax 3-3137) 


cg 
PACIFIC DIVISION 


Norwalk, California 
(Phone Whittier: Oxford 3-3777) 


MILFORD 
MANUFACTURING 
PLANTS 


are within overnight 
big? led dial- melt it lalet-me)| 


your assembly line. 


To give you unmatched service on tubu 

lar rivets, Milford has five manufactur 

ing plants and twenty sales offices 

strategically located across the country's 

industrial beltline 

For the answers to delivery problems 
. get in touch with Milford first! 


MILFORD RIVET 
& MACHINE CO. 


MILFORD, CONNECTICUT HATBORO, PENNA 
ELYRIA, OHIO + AURORA, ILL. + NORWALK, CALIF 
For More Information Write No, 224 
on Inquiry Card—Page 32 
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Spherical Roller 
Bearings 


0. & 


am. Pa FS 

“a “) 

Three major design improve- 
ments in high capacity spherical 
roller bearings: maximum diame- 
ter and quantity of convex roll- 
ers for each bearing size; preci- 
sion machined centrifugally-cast 
bronze retainers, and high, heavy 
inner race shoulders. All compo- 
nents are in optimum balance as- 
suring long carefree bearing per- 
formance on the most severe in- 
stallations. 

Bearings available in series 
22200 and 22300, in bore sizes 
ranging from 1.5748” to 11.0236” 
with dynamic load ratings up to 
288,000 pounds. The bearings al- 
so will be available in pillow 
blocks in bore sizes ranging from 
1-7/16” to 10”. Link-Belt Co., 
Prudential Plaza, Chicago 1, IIli- 
nois 
Write No. 26 on Inquiry Card—Page 32 


Ultra-Precision 
Potentiometer 


25 turn, 2 inch diameter, ultra- 


precision potentiometer, Model 
MD 20-25, has a linearity as close 
as .0075°% and very high resolu- 
tion. It is equipped with wire lead 
connections (as shown) or can be 
supplied with terminals. The 
overall length is 2-9/16 inches 
with a bushing mount (as shown); 
standard servo mounts are also 
available when required. Poten- 
tiometer Products Div., 215 South 
Fulton Ave., Mount Vernon, N.Y. 
Write No. 27 on Inquiry Card—Page 32 





A full line of 
welded and 


Wakehdal-ia 


We Ave-Cahe-Cel-mmeni 


factory 


made 


VY alloy sling chains 


All body links on ever si x€ f TM 
Alloy Chain re t ally flast 
welded to f 
stress-fre 
ntre 
aii stress 
tigctale) iam: tale Mets Rico 
Taylor's « 
Certificate 
Get al! the 


Tielan 


Chee See e). met. r-Vi, mere). itt. & ams, |e 


aylor 
ade 


SINCE 

CHAIN °" 

For More Intormation Write No. 225 
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Packing Cost: 3 cents per ton 


First in steel strapping 


Fesruary 16, 1959 


One steel strap packages this ten-ton steel 
coil. The strap is regularly applied in about 
thirty-six seconds. A Signode Model PN 
air power stretcher pulls the strap to 
1600-pound tension every time; a Signode 
Model RCN 114 air power sealer applies 
the seal. There’s no waste strap, and the 
cost of the strap and the seal together is 
only about 27 cents. The strength and low 


cost of the steel strapping itself, plus the 
speed and simplicity of application, rule 
out any other way of doing the job. 
Find out how Signode strapping, tools, 
and skilled helpfulness with methods can 
make your product cost less to handle, 
store, ship and receive. There’s no obliga- 
tion...just call the Signode man near you, 
or write: 


SIGNODE STEEL STRAPPING CO. 


2676 N. Western Avenue, Chicago 47, lilinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
in Canada: Canadian Stee! Strapping Co., Ltd., Montreal « Toronto 
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AVAN t PRODUCTS 


Designeg for loday’s 


FORGED STEEL VALVES & FITTINGS FOR 
TOUGHNESS AND TROUBLE-FREE SERVICE 
Forged from carbon and alloy steels, Vogt valves, 
fittings, flanges and unions ae built to safely 
handle liquids and gases at high pressures and 
temperatures in the modern petroleum refinery 
and petro-chemical plants. The complete line in 
cludes flanged, screwed and socket weld end 
globe, gote and check valves—ells, tees and 
crosses — couplings — bushings— plugs— unions — 
flanges and flange unions—ond weld caps. 


MORE REFRIGERATION TONNAGE 
AT LESS COST 

More than 70 years of engineering and 
manufacturing experience is incorporated in 
Vogt refrigerating and ice making equip 
ment. Compression Systems and Tube-lce 
Machines in a wide range of capacities 
serve industrial and processing plants and 
institutions here and abroad 


SPECIAL MATERIALS COMBAT CORROSION 

AND PRODUCT CONTAMINATION 
Our modern shops produce o wide variety of equip- 
ment from special metals and alloys to fight cor- 
rosion ond product discoloration or contamination. 
Fabrication procedures insure thot corrosion resistant 
properties of welds will match thot of the materials 
used to construct the equipment. 


PROCESS EQUIPMENT FOR 

EVERY SERVICE 
Vogt constructs process equipment in wide variety 
to all Codes. Stills and towers, oil chillers, crys- 
tallizers, heat exchangers, molding machines, etc., 
serve in the manufacture of oils, greases, 100 
octane gasoline, synthetic rubber, chemicals and 
related products around the world 


HIGH EFFICIENCY STEAM GENERATORS 
Vogt steam generators are designed to give maxi 
mum rating in a minimum of space, with high ef- 
ficiency and low maintenance expense. Bent tube 
and straight tube designs are available for solid, 
liquid or gaseous fuels to meet every power, pro- 
cess or heating requirement. 


HENRY VOGT MACHINE CO., LOUISVILLE, KY. 


SALES OFFICES. 
New York, Chicago, Cleveland, Dollas, Camden, N. J., 
St. Louis, Charleston, W. Va., Cincinnati 


PRODUCTS FOR REFINERIES, CHEMICAL 


PLANTS, POWER PLANTS AND PROCESS INDUSTRIES 


Write for literature, Dept. 24A-GPM 
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What are your Rollpin requirements... 


Corrosion-resistant steel, beryllium copper, or car- 
fastener with better than 
90% of the catalogued size and length combinations 
obtainable from stock? A fastener with consistent 
dimensional quality control and fully dependable 
strength and vibration performance? 


bon steel? An “available” 


A fastener 
that costs less than most of the pin type fasteners it 
replaces . . . and cuts assembly costs too? 

Slotted, chamfered, cylindrical Rollpin spring-pins meet 
these requirements and many others. Available Rollpin 


inventory stands at tens of millions of pieces. Rollpin 


LEP 
AD N- “ie” 


TRADEMARK 


AN 


reptece tapered pine o/ @ set ecrew 


ELASTIC STOP NUT 


performance is consistently high because uniform shear 
strength, dimensions and hardness are guaranteed by high 
ESNA quality control standards. Investigate installed Roll- 
pin costs as compared to grooved-type pins, taper pins, 
precision dowels and many types of rivets 

Standard Rollpins are made from carbon steel and Type 
120 corrosion-resistant steel in stock sizes from .062” di- 
ameter to 500”. Cadmium, zine or phosphate finishes may 
be specified. They're also available in beryllium copper for 
applications requiring exceptional resistance to corrosion, 
and anti-magnetic and non-sparking properties—in diam 
eters from .062” to .250”. 

Why not simplify and speed up your orders by sending 
for data on all the Rollpin sizes and materials today? 
Elastic Stop Nut Corporation of America, Dept. R46-215, 
2330 Vauxhall Road. Union, New Jersey 


CORPORATION OF AMERICA 


For More Information Write No. 228 on Inquiry Card—Page 32 


FEBRUARY 16, 1959 





2 
cio 


Kastest 
Cut-Off 
Sawing 

* 
Lowest Cost- 
Per -Cut 


Here’s the first 

machine tool designed 

and built from the 

bottom up to provide the 

extra ruggedness and rigidity 
needed to handle high speed steel 
band blades with full efficiency. Cuts 
many times faster than other 

cut-off methods. 


Cuts consistently straighter, smoother, 
more accurately and to closer tolerances. 
Fully automatic operation gives you 
more pieces per man-machine hour. 


Narrower kerf with less chip loss 
means big savings in material. 


GET THE COMPLETE TIME-AND MONEY-SAVING 
FACTS NOW... write today for 

your free copy of Circular 

No. 501-58, containing full 

data on the new Milband 

Machine Tool. 


Saw Blade Specialists for Over 80 Years 


THE HENRY G. THOMPSON & SON CO. 


SAW & BAND SAW @, 


MILFORD q CHAPEL & SPILL STREETS 
a NEW HAVEN 5, CONNECTICUT 


SAWS + GROUND FLAT 


For More Information Write No. 229 on Inquiry Card—Page 32 
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New Type Photocells 


Three-dimensional selenium 
photovoltaic “contour photocells” 
for new design possibilities in 
photoelectric devices. Since these 
specially processed, pliable pho- 
tocells can be shaped into almost 
any form, they can be mounted on 
a rotating shaft in a position con- 
trol servo-mechanism . . . or they 
may be used as a form of non- 
linear function generator, when 
formed into a photo-sensitive cam. 


| May also be used in a wide varie- 
| ty of electronic photoelectric de- 
| vices for control applications, 


production flow processes, auto- 
matic inspection and sorting, and 
similar functions. International 
Rectifier Corp., E] Segundo, Calif. 
Write No. 28 ‘on Inquiry Card—Page 32 


New Method of 
Automatic Stacking 


Method of automatic stacking 
utilizes two upenders in tandem. 
First upender receives loads, one 
at a time, and stands them up on 
the second upender. When five 
loads have been accumulated the 
second upender sets up the loads, 
stacked five high. The stack can 
be delivered to a conveyor as 
shown in the photo or can be 
picked up by an industrial truck. 
The units are controlled by a sys- 
tem of electric eyes. Will handle 


_ almost any load that can stand on 


end. Lamson Corp., Syracuse, 


| N.Y. 


Write No. 29 on Inquiry Card—Page 32 
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ens “ 


stainless oti —as you like it 


_ Are your requirements for quality and 
finish in stainless strip being met? As 
Crucible makes it, it’s rolled to your pre- 
cise specifications—and produced with a 
finish that is truly lustrous. Not only 
that, Crucible ensures uniform metal- 





lurgical quality by 


Si all ents Cerne ta G0 bad de of 


seathodically checking | 
each heat—and makes certain of uniform withbe. Wirltp te Crasibte eel Company 
gauge with electronic measuring controls of America, Dept. S115, The Oliver Build 


ing, Mellon Square, Pittsburgh 22, Pa 


Crucible—a major producer of stainless 


CRUCIBLE § STEEL COMPANY OF AMERICA 


y & Power Engin 





wa 


ng Corp, Ltd 





You don’t have the answers 


...unless you have 


FACTS-IN-FIGURES 


‘**Box-car figures’’ are no good when 
the heat is on, and you have to know 
exactly. But when your production 
machines and processes are equipped 
with Veeder-Root Counters, you 
always have al/ the answers at your 
fingertips .. . correct to the last 
decimal point. For these precision 


counters count anything in any units 


pas Soe ea 


desired, at speeds up to 300,000 


counts per minute... manually, 


eae Fe 





mechanically or electronically. And 


* 


built into vour products they will 

give the same advantages to your 

customers. Let us show you what 
Veeder-Root Countrol can do to cut 


~~ your costs, and build your sales 


were and profits. Write: 
- : 


“Know the score” when you count on Veeder-Root ! 


NEW Panel-Mounted, 
High Speed Electro-Magnetic 
Counter 


Series 1591 Counters are ideal for DC applications 
requiring accuracy and long life at very high speeds 
1 or 6 figures. Instant pushbutton 


reset or remote electrical reset 


Electrical Contactor 


Assures positive actuation of 
1591 Counters. Drive by lever 


or forked coupling 


Veeder-Root.... 


Everyone can Count on HARTFORD 2, CONNECTICUT 
. — Hartford, Conn. © Greenville, S.C. © Altoona, Pa. « Chicago 
/ New York * Los Angeles * San Francisco * Montreal 
“® Offices and Agents in Principal Cities 
For More Information Write No. 231 Inquiry Card—Page 32 
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THE ONLY PIPE and TUBING 

MADE WITH THE = Zid, 
DOUBLE-FUSION 

WELDING PROCESS 


In every length of WELDCO Pipe and 
Tubing, you get quality, uniformity, 
dependability . . . because WELDCO 
is produced by specialists—men who 
have the experience, equipment and 
facilities to make Pipe and Tubing to 
your exact specifications. 


WELDCO (and only WELDCO) is 
welded with the exclusive Double- 
Fusion process. It's available in 
Stainless Steel, Monel, Inconel, Nickel, 
Cupro-Nickel, Hastelloy, and Titanium, 
in Pipe and Tube sizes from 3” to 30”, 
Schedules 5, 10, and 40. When you 
think of top-quality, dependable Pipe 
and Tubing. think of WELDCO. A let- 
ter or phone call puts our 30 years of 
specialized experience to work for you. 


Whatever Your Needs in Tubing... 
You're ‘Way Ahead With WELDCO 


0 THE YOUNGSTOWN WELDING & ENGINEERING CO. 
WELDC. 3718 Oakwood Ave., Youngstown 9, 0. 


—- e 
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Products 
Low-Cost Drill Stop 


Drill stop serves five purposes: 
regulates depth of drill hole; coil 
spring cushions the “break- 
through”; prevents the chuck 
from marring work surfaces; re- 
duces burr; increases drill life by 
adding support. Drill stop con- 
sists of two steel end pieces con- 
nected by a spring. It is held on 
the drill by a set screw, for ad- 
justing to the required depth. 
Standard sizes fit drills from +50 
to 5.16” diameter. Special sizes 
are available upon request. 
Wedgelock Corporation, 5446 Sat- 
suma Avenue, North Holywood, 
California. 

Write No. 30 on Inquiry Card—Page 32 


Drying Oven for Plastics 


Now, Complete Chain Making Facilities Po NSS 
: : ompact, high-capacity _ pre- 
For The First Time On The West Coast heating and drying oven solves 


the problem of moisture control 
Campbell Chain’s new plant at Alvarado, California is the most in granular Nylon plastic mate- 
modern chain plant in the nation. The completely integrated plant rials. The new unit, the PLHD- 
is equipped to supply Campbell warehouses in Portland, Seattle and 2-5 with dehumidifier, is designed 
Los Angeles, and makes possible same-day or overnight shipment of to maintain proper moisture con- 


Campbell Chain’s complete line of welded and weldless chain. tent in such materials as Zytel, 


‘ ; ’ Lucite, Plexiglas, Cellulose Ace- 
The Alvarado plant marks a major development in the expansion tate and Tenite, prior to molding. 


of the company, adding to manufacturing facilities at York, Pa. Oven is one of a series of drawer- 
and West Burlington, Iowa, and warehouses across the nation. type ovens, available with or 
without dehumidifier and in dif- 
ferent sizes. Dept. KP, Despatch 


Oven Co., 619 SE 8th St., Minne- 
CAMPBELL CHAIN Company apolis, Minn. 


7 York, Pa.—W. Burlington, lowa—Alvarado, Calif. Write No. 31 on Inquiry Card—Page 32 
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San Francisco and Los Angeles, Calif. 
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MS average Carr g Charge is largely a 


by these costs 


interest On capital invested -»$3 5 
Taxes ei 0.5 
Insurance 7 0.2 
Warehousing : 0.2 
Handling 

Clerical and inventory-taking = 
Obsolescence > 3.65 
Physical deterioration, pilferage_s 1.5 


Bearings, Inc. can cut your costs 
on bearing inventory...2 ways! 


Inventory costs soak up a lot of dollars that could do 
mu¢ h more for youl company in other ways. V e now 
perform inventory cost-cutting services for many of our 
customers and are ready to do the same for you. 


First, a bearing survey of the bearings used in the equip- 
ment in your plant. We convert manufacturers’ parts 
numbers to bearing numbers. This survey usually shows 
many identical bearings being held in inventory for differ- 
ent equipment when only one or two bearings will satisfy 
your immediate needs. A complete record is made of all 


BEARINGS, INC. 


> OHIO: Akron * Canton Cincinnati * Cleveland * Columbus © Dayton * Elyria* Hamilton Lima * Lockland * Mansfeld « Toled *Y 


bearings you actually require and we keep this record 
up-to-date, 


Second, you keep in inventory only a minimum number 
of bearings to take care of emergencies. Bearings, In 
guarantees that the branch nearest your plant will stock 
all the bearings shown on your survey, ready for 


immediate delivery day or night! 


Call or write for a Bearings, Inc. sales engineer to discuss 
this important, money-saving program NOW! Check our 
branch locations for the one nearest you 


* Reprinted from THE IRON AGI 


ngstown ¢ Zanesville 


INDIANA: Ft. Wayne © Indianapolis * Muncie * Terre Houtes PENNSYLVANIA: Erie © Johnstown © Philadelphia « Pittsburgh * York 
WEST VIRGINIA: Charleston + Hunt ngton * Parkersburg * Wheelings NEW JERSEY: Comden 
NEW YORK: Buffalo, Bolenro! Corp. » MARYLAND: Baltimore» DELAWARE: Wilmington 


~~ DIXiE BEARINGS, INC. 


FLORIDA: Jacksonville» GEORGIA: Atlontios KENTUCKY: Lovisville* LOUISIANA: Boton Rouge * New Orleans 
N. CAROLINA: Charlotte + Greensboro» S$. CAROLINA: Greenville» TENNESSEE: Chattanooga * Kingsport * Knoxville * Noshvill 
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* form it... 
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4 Match it... 
ee 


weld it... 


Shear it... 


Ate ; 
S a 


Alan Wood Super Diamond floor plate 
...1S easy to fabricate 


Wherever necessary, A. W. Super Diamond rolled steel floor plate can be sheared, 





formed, welded, and easily matched. The arrangement of the unique pattern 
allows you to bend it at any place. 


This is a heavy duty floor plate that will last for years . . . and provide 

a safe, non-skid footing. No chipping, splintering or cracking . . . and no 
skidding. You save on cleaning costs, too . . . because A. W. Super Diamond 
is easily swept or mopped from any direction. It drains freely 


. . no pockets to hold dirt. 


For easy fabrication and installation . . . for safety .. . for long wear . . . specify 
A. W. Super Diamond. Write for Bulletin SD-N5. 


ALAN WOOD STEEL COMPANY 


CONSHOHOCKEN, PA. 


DISTRICT OFFICES: Philadelphia « New York e Los Angeles e REPRESENTATIVES: Atlanta ¢ Boston e Buffalo 
Cincinnati e« Cleveland e Detroit e Houston e Pittsburgh e Richmond e St. Paul e San Francisco e Seattle 
Montreal, Toronto and Van er. Canada—A.C Leslie & ( Ltd 
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EATON-RELIANCE cost-reducing 


fasteners do the job easier, taster, surer 


THE 
133 Diy h 
INDUSTRIAL 
FASTENERS 
FOR THE 
MONEY 


When you choose industrial fasteners for any type in major ftast-moving industries such as automotive, 
job, you look first for two things—QUALITY and 


PRICE. Eaton fasteners give you both. Eaton 


farm implement construction machinery, appl ance 


to mention a few call for Eaton quality fasteners 


quality is the result of many years’ experience, high 
engineering standards and an efficient quality control 
system. Eaton also gives you production and service 
geared to your schedules 
consistent with high quality-—because machinery is 
modern, employees are skilled, and the raw steel is 
cold drawn, cold rolled and heat treated to rigid 
specifications. 


The Eaton price 1s low 


Eaton-Reliance Industrial Fasteners are truly fasten- 
ers to be relied on. Design and industrial engineers 


on many varied types of assemblies 


An examination of our complete 
line, described in Engineering Bul- 
letin 4K/3, will show you the wide 
range of types available and give 
you fresh ideas on cutting your 
fastener costs; send for a copy 
today, or request one of our in- 
dustrial fastener engineers to call. 
There is no obligation 


RELIANCE DIVISION 


MANUFACTURING COMPANY 
513 CHARLES AVENUE ° MASSILLON, OHIO 


EATON 


@ SALES OFFICES: New York * Cleveland * Detroit °* Chicago * St. Lovis © San Francisco * Los Angeles 


PRODUCTS: Engine Valves «Tappets *Hydraulic Valve Lifters «Valve Seat Inserts « Jet Engine Parts * Hydraulic Pumps 
Motor Truck Axles » Permanent Mold Gray Iron Castings « Forgings « Heater-Defroster Units * Automotive Air Conditioners 
Fastening Devices » Cold Drawn Steel »Stampings «Gears «Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 


For More Information Write No. 236 on Inquiry Card—Page 32 7 
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To help you get 
more for your money 
from fluorescent 
lighting 


a handy new G-E 

Maintenance Guide 

for Fluorescent Lighting 
that hangs on your 

wa/l/ or fits in your file 
Available free from the 
makers of dependab/e 
Genera/ Electric Starters 


@ Lists trouble symptoms and 
remedies on easy-to-use chart. 


@ Helps you select properly 
matched components. 


This new G-E guide is a handy reference 
chart for maintaining your present sys- 
tem...and more! It helps you to deter- 
mine whether, and how, improvements 
made in the combination of 
lamps, starters, ballasts, etc., that you 
...to deliver more of the type 
of light you require, at lower cost. It 
brings up points you mav not have rea 


can be 


have now 


lized before, that can make vour job 
casier. 

\sk your General Electric distributor 
for the new G-E Maintenance Guide for 
Fluorescent Lighting, or write General 
Electric Company, Wiring Device Dept., 
Providence 7, R. 1. 


GENERAL @@ ELECTRIC 


For More Information Write No. 237 
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Standard End Mills 
in Small Sizes 


— 





“Hi-Speed” end mills provide 
users wi'h a line of standard end 
mills in small sizes and types pre- 
viously unavailable: single or 
double end mills as small as 1/32” 
Stock removal op- 
erations as milling. profiling, rout- 
ing or engraving in small or hard- 
to-get-at areas can now be done 
without special tooling. Available 
in diameters ranging from 1/32” 
to 3.16” in increments of 1/64”. 
Standard in two flute or four flute, 
single or double end and conven- 
In all, 110 dif- 
ferent types and sizes of standard 
end mills. Putnam Tool Company, 
2981 Charlevoix Ave., Detroit 7, 
Michigan 
Write No 


in diameter. 


tional or ball end 


32 on Inquiry Card—Page 32 


Grinder for High Speed 
Tool and Die 


Single-stage high speed turbine 
grinder known as_ the 
Model 7979, 
grinding or cutting 
shank mounted wheels or cutters 
can be used. Grinds, deburrs, 
polishes. Delivers 75,000 
m. at normal 90-lb. airline 
Vanes of the single- 
stage impeller allow a straight- 
through flow of pressurized air, 
so that exhaust air can be dis- 
charged at the spindle end of the 
tool. This air system blows chips 
and particles away from the 
work. The Aro Equipment Corp., 
Bryan, Ohio. 

Write No. 33 on Inquiry Card—Page 32 


“imp”, 


kind of 


where 1”- 


does any 


cuts, 
r. Pp. 
pressure. 


Water Soluble Cutting 
Fluid Does Job of Oil 


A water miscible cutting fluid 
is especially designed to perform 
the heavy duty, low clearance, 
low speed operations previously 
limited to cutting oils. A single 
mix fluid, Cimperial covers 95‘: 
of all metal cutting jobs. Mixed 
with water at dilutions ranging 
from 1:5 to 1:15, it can replace 
cutting oils on heavy duty opera- 
tions. At dilutions from 1:20 to 
1:60 it can also be used for stand- 
ard milling and grinding. Prod- 
ucts Div., Cincinnati Milling Ma- 
chine Co., Cincinnati 9, Ohio. 
Write No. 34 on Inquiry Card—Page 32 








FILE LARGE ROLLED MAPS 
IN A PULL OUT DRAWER 


V-96 





96 tubes 
accommodate 
rolled maps, 
tracings, 
blue prints 
to 54” length 


For Executive Offices — finger-tip 
control drawer on ball bearing 
rollers, sliding steel door with 
tamper-proof lock. Fire-resistant 
steel throughout. Confidential 
storage for valued maps. 


OTHER ROLLFILES AVAILABLE 
H-342 and H-345 stack in tiers. All 
KRAFTBILT map files provide 
index control system for locating 

KRAIFTBILT is the line 

designed especially for the 

oil industry. 





For CATALOG 59-A. write 
Dept. F-229 


For More Information Write No. 238 
on Inquiry Cord—Page 32 
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Announcing a New 


¥ 


rofit 


mprovement 


rogram 


for Every Industry 


This new profit improvement program from American Screw Company offers 
significant departure from the usual consideration of fasteners: 


it will show you how fastening techniques can be applied directly to the 
improvement of your company’s profit 
Your profit is the Key becaus¢ 


a al 14 


— 


we will show what quality in standard fa rs has already meant to manu- 
facturers like yourself. One company last year had a $300,000 order rejected 
solely because of poor fasteners.” It cost nearly $100,000 to correct the fault 
That came out of profit 


YW 


J 


F 


we will point out the fact« f selecting standard fasteners that can make a 
significant difference in your costs and profits . . . regardless of how much you 


pay for the fasteners 


—~ 


1000-pound 1 

by American Scré 

earch department, measures both 
driving and breaking torque of 
threaded fasteners. This is one of 
many unique types of equipment 
developed by American Screw Con 
pany to produce fasteners that con 
tribute to your profit improvement 
These research facilities are avail 


Sy 


we will talk about products that may cost more to buy but will cut your 

assembly and labor costs so drastically they result in considerable profit to you. 

You will find these aspects and others of the Profit Improvement Pro- 
gram being brought to your attention regularly by American Screw Company 
salesmen and distributors, by messages appearing in these pages, by printed 
literature mailed to you 

They will talk products, new developments, new ideas, new applications. They 
will make sense because they will make profits for you. 


ey; 


if 


*Not ours, thank heaven! 


7 


able on a “‘no-charge”’ basis to help 
you with your special fastener re- 
The Biggest News in Fasteners comes from... quirements. 


merican ¥ 


SCREW COMPANY 


> 


WILLIMANTIC, Connecticut « Chicago, | 
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Morse’s entry into the speed reducer field means: 


Nobody can service your 


as completely as Morse, 


all four of these power 








Couplings and 
Driveshafts 
Morflex 
Flexible Chain 
Radial 

Nylon 


Eberhardt-Denver 
Speed Reducers 
PoweR gear* 
Worm Gear 
Helical 


Gearmotors 


3 Clutch Chain and 
eel “Timing” Belt Drives 


Torque Limiter Roller Chain 
Cam Silent Chain 
Overcenter Hy-Vo*® Drives 


Pullmore “Timing’’® Belt 








PURCHASING 








power transmission needs 
because only Morse offers 


transmission components 





REMEMBER: The toughest jobs in power 
transmission come to Morse, because only 
Morse offers one-source service on all four 

of these basic components . . . and backs A BORG- 
them up with technical know-how based WARNER 
on over 60 years’ experience solving power INDUSTRY 
transmission problems 





*Trademark fi 


MORSE CHAIN COMPANY, Dept. 15-29, ITHACA, NEW YORK. Export Sales: Borg-Warner International, Chicago 3, Ilinois 


For More Information Write No. 240 on Inquiry Card—Page 32 for Couplings and Driveshafts 
For More Information Write No. 241 on Inquiry Card—Page 32 for Eberhardt-Denver Speed Reducers 
For More Information Write No. 242 on Inquiry Card—Page 32 for Clutches 
For More Information Write No. 243 on Inquiry Card—Page 32 for Chain and “Timing” Belt Drives 
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SKIN DISEASE IS INDUSTRY’S 


NO. 1 HYGIENE PROBLEM 
Here’s What To Do About It In Your Plant 


Recently, 2,177 major plants were surveyed by a market analyst 
to discover their No. 1 skin hygiene problem. The overwhelming 


majority of replies said: SKIN DISEASE. 


The reasons for this answer: 
skin disease means costly medical treatment 
skin disease means prolonged absenteeism 
skin disease means worker dissatisfaction 
and compensation claims 


What can you do in your plant to fight this problem? Call in an 
SBS skin cleanser representative. Most skin disease troubles can 
be traced to improper cleaning or use of the wrong cleaners. Your 
SBS representative is the man most completely equipped to study 
the situation and offer measures to improve it. He'll check all the 
conditions in your plant and recommend . . . not just a soap, but a 
planned corrective skin hygiene program for safe skin cleansing. 
Because Sugar Beet Products produces a complete range of cleansers, 
the SBS man can recommend the exact ones for your needs. Many 
famous firms are protected by SBS skin cleanser programs. Why not 


write us today? Dept. 58-B5. ' 
the washwordl of indusduy 


Sara 
SAGINAW, MICH. © Los Angele 
CANADA, Chemical By-Product 


For More Information Write No. 244 on Inquiry Card—Page 32 
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Long-Life Industrial 
Counter 


Industrial counting at speeds 
over 1,500 a minute accomplished 
with Robot-Eye RE-8 Photo-Elec- 
tronic Counter. Counts by inter- 
rupted or reflected light beam. No 
physical contact with objects be- 
ing counted. Embodies a 6-digit 
plug-in counter, which has a life 
of over 100,000,000 counts. Re- 
placement counter element sim- 
ply plugs in, extending instru- 
ment life indefinitely. Counter 
resets to zero at the touch of a 
button. Will detect and count at 
a rate of 1,500 a minute, objects 
14” long moving as fast as 2 feet 
per second. Standard Instrument 
Corp., 657 Broadway, New York 
12, N.Y. 

Write No. 35 on Inquiry Card—Page 32 


Rigid Cellular Glass 
Insulation 





Ease of installation of Foamglas 
“Stay-Dry” pipe covering devel- 
oped for commercial application 
is graphically demonstrated in the 
above picture. The simple method 
of applying the low-cost, rigid, 
cellular insulation around the 
smaller pipe is illustrated at the 
top of the picture. The finished 
covering is shown on the heavy 
piece of pipe at the bottom. Pitts- 
burgh Corning Corp., One Gate- 
way Center, Pittsburgh 22, Pa. 
Write No. 36 on Inquiry Card—Page 32 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 








* QUALITY PROTECTED 
BY LYON 
“POINT-CHECK’ SYSTEM 


Vv FABRICATING | ¥ ASSEMBLING 
Vv FINISHING Vv PACKAGING 


Look for the ‘'QP’’ 
on every Lyon Carton. 
It is your assurance 
of quality equipment. 


SORTING FILES 


See your Lyon Dealer 
for prompt delivery of 
the world’s most diversified 
line of steel equipment 


LYON METAL PRODUCTS, INC. 


General Offices: 233 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Illinois and York, Pa. 
Dealers and Branches in all Principal Cities 


® 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 

OF STEEL EQUIPMENT 


IT’S FREE! 
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ORDERING TUBING? 


COPPER 


ALUMINUM 





WOLVERINE TRUFIN® 


Get the extra service 
only WOLVERINE TUBE can give! 


Se Oe ee eS ee ———————— PESO Dee eee 


yy | WOLVERINE TUBE j 
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Wolverine Trufin is available in Canada through the Unifin Tube Division, London, Ontario. 


Check Today! == fg OLvEnine Tuee 


x CALUMET & HECLA, INC. 
& 


17250 Southfield Road 
Allen Park Michigan 


For More Information Write No. 246 on Inquiry Card—Page 32 For More Information Write No. 247 on Inquiry Card—Page 32 
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Only G-E Ignitrons Come PROVED for Welding Service! 


General Electric is the nly build of ignitrons to assurance that your welder downtime will be kept 


use test equipment which fully proves tubes under low—that production will remain high 


actual welding conditions. Test nade at voltages Install General Electric full-load-tested ignitrons! 
and currents exceedit maximum requireme nts. Made in the widest range of sizes and types Fully 


’ i . . . . ) ( ; 
Occupyin over 3.1 ubic feet of area. General competitive in price... stocked by a EB tube 


Electric's extensive test equipment probes for—and distributor who is near you. Phone him! Distributor 


‘rejects—any operating faults which might affect the Sales, Electronic Components Division, General 
] 


performance , t ns in your plant, suc h 


as improper ignitor firing, tube are-backs, ete. Progress /s Our Most /mportant Product 


Here is unexcelled protection for your dollar 


ovecineat ignite! Here i he bet poste GENERAL @® ELECTRIC 


Electric ¢ ompany, Ou ensboro, Kentucky. 











MORE SKILL 
EVERY HAND 


Vitalloy® Forged 


ENGINEERS’ 


15° Angle - Double Head 


“The Aristocrat of Wrenches” 


They feel good in your hand. Balanced 
to permit continuous use with less ‘‘lift 
fatigue’’. Light weight and plenty strong. 
Drop forged from special analysis alloy 
steel, heat treated, quality controlled 
and have the Billings guarantee to meet 
today's industrial production needs... 
skilled hands like to use Billings Tools. 


BUY ’EM 
from your 


BILLINGS DISTRIBUTOR 


BILLINGS 


WRENCHES 
SHOP TOOLS 


Since 1869 Tools and Forgings of Quality 


THE BILLINGS & SPENCER CO. 
HARTFORD CONN 


For More Information Write No. 248 
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Titanium Tubing 
Now Sharp Bent 


= 


Tubing of titanium can now be 
bent sharply without damage on 
a radius as little as its own out- 
side diameter, only one third 
what was considered practical be- 
fore. The tubing is bent on angles 
up to 90 degrees with radii equal 
to that of the outside diameter 
in a variety of configurations. 
Tubing with an OD of .750 of an 
inch and a wall thickness of .035 
of an inch, for example, has been 
bent to 90-degree angles on .750- 
inch radii. 

Development is the work of the 
Kreisler Industrial Corporation, 
Paterson, N. J., using grade A-40, 
soft-annealed, commercially pure 
titanium tubing produced by Su- 
perior Tube Company, Norris- 
town, Pa. Kreisler bends the tub- 
ing by drawing it around a rota- 
ting bending form. It is held 
position under proper pressure 
and supported by means of spe- 
cial moving clamps, dies and 
mandrels. Machine operating time 
and bending cycles are carefully 
controlled. 

Write No. 37 on Inquiry Card—Page 32 





. whatever you're 
selling .. .” 





We fit FELT 


Our experts in the Industrial Division 

will cut FELT to fit your specifications! 
*Available in Wool Felts or new Synthetic 
Fiber Felts — all weights, widths, colors, 
etc and made to S.A.E. and 

Federal Gov't. Specifications .. . 

Large diversified inventory 

insures prompt delivery! 


Send for free folder 
of samples and 
applications of 
industrial Feit. 

Write for Booklet H-3. 


CONTINENTAL FRET c 


22-26 WEST ISeh STREET 


For More Information Write No. 249 
on Inquiry Card—Page 32 
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you can rely on 
QUALITY 

when you order 
gray or alloyed iron 
CASTINGS 

from 

DECATUR 
Casting Co. 
Decatur, Indiana 


Phone 3-2700 





-------------- ee 


For More information “Write No. 250 
on Inquiry Card—Page 32 
PURCHASING 





‘2 
i 


> = 


For cost-wise 
TRANSMISSION 

design and maintenance 
ECONOMY 


= 
' 
= 


2434 2 | 
SeeSe eas 
VPI PR 
fee «| 


ww 


STANDARDIZE on 
RC 


- 


BASE MOUNTED 
to meet any 
drive condition 
BOSTON... i 


\ OPTIMOUNT 


Catalog lists 7124 Standardized Products 
STOCK GEARS © SPROCKETS and CHAIN © SPEED REDUCERS 
BEARINGS ® PILLOW BLOCKS ® COUPLINGS © PULLEYS 


You simplify planning. Select all the parts you need from one 
source — the Boston Gear Catalog 


You save time and expense. Order from your Boston Gear Dis- 
tributor for off-the-shelf delivery. Why wait (and pay more) for 
parts “made-to-order ?” 


You get top-rated performance. Compare the quality and service 
life. You'll agree Boston Gear products set the highest standards. 


Your Boston Gear Distributor is fully qualified to help you get 
the maximum benefits from standardization — in lower costs, in 
simplified servicing. Boston Gear Works, 74 Hayward St., 
Quincy 71, Mass. 


For neorest Distributor | 
100m uNDE® “Grane 
mn the 


CALL | "Yellow Poges’|| 
YOuR 


DISTRIBUTOR 


Remember 
For More Information Write No. 251 on Inquiry Card—Page 32 
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YOUR * 


LECTRIC 
TRUCK 


BATTERY 





Exide Industrial Division, The Electric Storage Battery Company, Philadelphia 20, Pa. 





Up to 44% more power. New Exide- 
Ironclad Batteries with armored porous 
tubing pack more power in the same size. 
So you can boost the work capacity of 
your present trucks, large or small—do 
more work. Or get the same power in a 
smaller size. Either way, you get longer 
life potential and more power per dollat 
for greater battery economy. 


50 YEARS AGO, EXIDE PATENTED 
THE TUBULAR PLATE BATTERY 


Exide was already 21 years old when it 
launched the Exide-lronclad Battery— 
back in 1909. But the idea of the tubular 
positive plate was brand new. It was 
especially designed for electric truck 
service. Would it really give the longer 
battery life Exide engineers expected? 
Would it make possible greater battery 
economy? Look at the results. 


Against every other type of battery—in 
every type of industrial truck application 

in all kinds of heavy duty service, 
nothing has been found to match the 
Exide-Ironclad. A recent survey revealed 
that 91°, of truck owners who have 
used Exide Batteries still use them. Once 
they experience the advantages Exide 
Batteries offer, they seldom buy any 
other brand. No other battery ap- 
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proaches this record of user satisfaction. 


Today, of course, the Exide-Ironclad 
Battery is 50 years better than it was in 
the beginning. Exide engineers have con- 
stantly improved it. They have learned 
the secrets about tubular plate construc- 
tion that only experience could teach— 
secrets about casting the lead grids, 


formulating grid alloys, composition of 


active material, filling the tubes, perform- 
ance of tubing (about 20 different types 
were tested over a 15-year period before 
the last change). So the new Exide-Iron- 
clad Batteries give today’s buyer greater 
life and economy than ever before. 


For more details on the new Exide-lronclad 
Batteries, write for a copy of the 8-page, 
illustrated Brochure * 6230 


Today's advanced-design electric in- 
dustrial trucks Yield their greatest econ- 
omy and productivity when teamed 
with the new, more powerful, Exide- 
Ironclad Batteries. 


Now—get your chargers from Exide too 


A complete line of chargers for electric 
truck batteries. New vertical-design 
motor generator chargers feature down- 
draft cooling for cleaner operation. Save 
4 on floor area mounting space required. 
Can also be wall mounted. Simplified 
design and standardized construction 
make possible significant parts econ- 
omies which are passed on to you. With 
Exide as your single source for both 


batteries and chargers, you are assured 
of better value, better performance and 
better service. Write for new brochure 
giving complete information. 


x10¢ 
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CALL THE TRUSCON MAN... 


Be sure you're getting your money’s 
worth out of your plant painting program 


The most economical way to paint your plant 
is to be sure that every paintable surface is 
coated with the type of paint that will stay 
there longest. 

There is no one type of paint that is good 
for all surfaces. It’s a real science to formulate 
coatings for different types of surfaces and 
you can take advantage of Truscon’s half cen- 
tury of experience at absolutely no cost to you. 

Call the Truscon man. He’ll survey your 
entire plant and make a detailed report to 
you — proving whether your plant is getting 


ag 


ey 


the “cheapest” way 
to paint is to 

use the best paint 

it stays on longer 


all the protection you’re paying for. If any 
surface, inside or out, is not properly protected 
he will give you a written specification for 
100% protection — without obligation. 

Truscon coatings have protected plants of 
all sizes in all parts of the country for 50 years. 
Names of well-protected Truscon customers 
will be supplied to you upon request. 

See the vellow pages of your telephone 
directory for the Truscon factory branch near- 
est vou. Or write Truscon Laboratories, Detroit 
11, Michigan. 


Industrial Maintenance Division of Devoe & Raynolds Co., Inc. 


Detroit 11, Michigan 





TRUSCON o0rairds 
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Nibbler Attachment 


STRIPPIT UNITS > 


... Stake nuts permanently 


7 Attachment fits all mode] Fen- 
with every press stroke ! way portable electric ' nibblers 
Perfect circles are possible from 
limit of nibbler’s radius to unlim- 
ited diameters. Pictured herewith 
in 4 easy steps is the model HN 
nibbler cutting 11 ga. stainless on 
a circle application. Just choose 
the standard length attachment, 
12” or 24”, to which extensions 
may be added for increased ra- 
dius. Separate picture shows com- 
pleted operation in 42 minutes 
15” circle, including make 
ready. For economy through effi- 
iency this device improves work- 
manship and adds to the versatili- 
ty of the already popular line of 
nibblers, which cut without dis- 
tortion on either side, stainless up 
k to 10 ga. (.140). Pensco Products, 
STRIPPIT PIERCE NUT UNITS -aye operations, time 527 Lexington Ave., New York 
and money in assembly panel production with single-stroke 17, N.Y 
insertion of Fabristeel Multipiercs Nuts* into sheet Write No. 38 on Inquiry Card—Page 32 


. on” . . ve “fe 
metal up to 125° thiek, Device Simplifies In-Plant 
Permanent Fastening by an Exclusive New Process—as nut pierces Reel and Coil Handling 
stock. metal flows into nut shoulder slot. becoming an integral 


In-plant handling of heavy 
prart of the stock 


wire reels, sheet metal coils and 
High-Speed —!::~1 press setups. automaty feed of nuts toe units other hollow-centered, cylindrical 
lor long. medium or short runs gets maximum production per press shapes is simplified by this reel 
Flexibility—lierce Nut Units can be quickly press-mounted in positione! Accurate and rapid 
ny desired pattern. changed on short notice. re-used over and over positioning of reels, weighing up 
to 500 pounds, is achieved by a 
pedal-operated hydraulic lifting 
mechanism. This hydraulic lift 
has a mechanical lock to hold the 

‘| in any raised position for ex- 
tended periods of time. The unit 
consists of the lifting mechanism 
mounted on a steel frame 
equipped with two fixed wheels 
and two swivel casters. Designed 
especially to handle reels, the new 


WRITE FOR DEMONSTRATION j reel p sitioner eliminates all un- 


woeatals for complete specitteations 


\ necessary lifting. By using the 
Safeway Reel Positioner, one man 


. can load and unload heavy reels; 
WALES RIPPI INC HOUDAILLE cranes and fork lift trucks are 


freed for other work. American 
229 Buell Road, Akron, New York rane Pulley Co., Philadelphia, Pa. 





Canada: Strippit Tool & Machine Company, Brampton, Ontariv Write No. 39 on Inquiry Card—Page 32 
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You can do almost anything with a Hallowell bench 


Custom-built benches for assembly areas, solder- and quickly to meet changing requirements. Re- 
ing, inspection, tool rooms, laboratories, model 
shops and other uses needn't carry special equip- 
ment price tags. With Hallowell standard work 
bench variations, you can install a full range Make a sound investment. Hallowell Steel Equip- 
of special equipment, at standard bench prices. ment doesn't become obsolete. It has almost unlim- 


Make changes as you need them. Add acces- ited adaptability to new and different uses. And its 
sories, drawers, cabinets, electrical equipment easily ruggedness is your assurance of long-lasting value 


equipment costs are kept to a minimum because you 
buy only the additional parts and accessories you need. 


CUSTOM-TAILOR HALLOWELL OPEN BENCHES TO YOUR SPECIFIC NEEDS 


4 


Fe preatry 


There's an authorized Hallowell distributor near Jenkintown e Pennsylvania 
you who will be glad to show you the complete sentngtnam Enea 

Hallowell line. Get in touch with him, or write Standard Pressed Steel Co. © [he é ew . 
Columbia-Hallowell Division, SPS, Jenkin- mbia Steel & pment , 

town 31, Pa. or SPS Western, Santa Ana, Calif. @ Nutt-Shel ¢ bid SP _vvesters 


For More Information Write No. 255 on Inquiry Card—Page 32 
FEBRUARY 16, 1959 





order 
POLYPENCO 
INDUSTRIAL 
PLASTICS 


ing » 
...and you'll reorder them again...and again! 


“% 
; 
% 


a 


eo e 


i 
eT ee Whether your company is a small manufacturing plant or an indus- 
. trial giant —the benefits of working with The Polymer Corporation 
roducts of The Polymer Corporation . 7 

are equally important and effective to you. 
POLYPENCO Nylon stock shapes 
NYLAFLOW * Pressure Tubing 
POLYPENCO Teflon? stock shapes 
FLUOROSINT® TFE fluorocarbon molded parts 
POLYPENCO Q-200.5 (Cross-linked polystyrene) 
POLYPENCO K-51 (Chlorinated polyether) 


Time after time, original orders have ended with a POLYPENCO 
industrial plastic being written into a long-term specification. 
The reason is Polymer policy —an important plan we believe vital to 
purchasing agents today. Here’s what it provides: 


FERROTRON 
NYLATRON 
NYLASINT " Finely divided nylon powders 
CORVEL* Fusion Bond Finishes 


Ferromagnetic materials 


Filled nylon molding powders 


Dupont trademark 


“Trademarks of The Polymer Corporation 


Che Polymer Corporation of Penna. 
National Polymer Products, Ine. 
Polymer Processes, Inc. 

Halex Corporation 


Subsidiaries of 


THE POLYMER CORPORATION 


Reading, Pa. 


Export : Polypenco, Inc., Reading, Pa., U.S.A. 
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e Industrial plastics of quality stand 
ards unmatched in the industry — for 
dependable cost saving production 
and utmost reliability of finished 
product 

+ A wide selection from warehouse 
stocks in major cities, coast to coast 
for fast delivery 


service to speed and simplify produc- 
tion application. 


e Convenient stock shapes custom 
extrusions . complete fabrication 
service —for your individual require- 
ments 


Continual research to develop ever 


newer, ever-finer industrial plastics 
to answer new challenges of today’s 


e Helpful working data and technical industry. 


Write 


of these 


today for complete data on any 
products or services and the 
vour nearest 


name of supplier. 


POLY PENCO’ 
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Progress /s Our Most /mportant Product 


GENERAL 96) ELECTRIC 


“Alone just me and my question 


All look about alike but | keep ren 


experience has proved to us about Gene 

That 999 out of 1,000 are sure-starter 

will still be burning in 1961. And happy t 

a case of G-E Fluorescent Lamps today t! we did in 1950!" 
DECISION: ‘‘Why gamble on meatenaene ¢ when | can get 
G-E Lamps at little or no premium in the apap seyeal 


General Electric Co., Large Lamp Dept 








THOMSON TAKES EXTRA 
PAINS TO PREVENT 
FASTENING HEADACHES! 

ie )at-}dler-]imel tribe moolah age) 
procedures plus 100 
Tah-] 0) -lendlolamec4c mele] elel l= 

FES i 0le- [ele Me) Mollet t-M- le lal-la-lalet- 
Com) e\-lelbil-1eMal',-) el laalclal-tielal 
Flalem ele) thai - me laeleciotdlela 

FoF lah) am ale-iaaeleld-lemmelaelelllendiela| 


YOU GET PREGISION FASTENING 
AT MASS PRODUCTION COSTS... 


. when Thomson becomes your fastening partner. 


In the Thomson line of more than 8,000 rivet designs, 

you'll find the semi-tubular, deep-drilled, bifurcated 

(split), shouldered or compression rivet that will give 

you the best strength-cost ratio in the fastening field. JUDSON L 

Produced to the industry’s highest quality standards : 

at production rates exceeding 20,000,000 rivets a day, 

these low-cost fasteners merit serious consideration in THOMSON 
your product-improvement and cost-reduction programs. ella 

Our leadership in solving fastening problems with qual- MFG. co., WALTHAM 54, MASS. 
ity rivets and precision rivet-setting machines since 

1885 is at your service. What is your problem? 


142 PURCHASING 





POSITIVE DUPLICATION -EVERY TIME! 


cn 


AAG -H10-0L 


° Exact duplication of one person’s fingerprints 
by another person is impossible. Discovery of this 
amazing fact in 1891 changed the science of detection 
and identification throughout the world. 


But Positive Duplication of grinding wheels by the 
CINCINNATI (0) manufacturing process is a remark- 
able fact also. . time after time ! 


Every time you reorder the center- 

type wheel shown above, which 

grinds this automobile piston, that 

CINCINNATI PD) wheel will act and 

grind exactly like the original. . . 
Saving you time and money, and maintaining your 
production. 


© Trade Mark Reg. U. S. Pat. OF 


o\ ( 6 


This is true of any CINCINNATI (PD) WHEEL you specify: 
centertype, centerless, internal, surface, toolroom, 
and snagging wheels. 


Another advantage for you is that every factory 
representative is a highly trained specialist in grinding 
machine set-ups and operations. For his help on those 
extra-tough grinding problems, see your CINCINNATI 
PD) Grinding Wheels Distributor or contact Cincin- 
nati Milling Products Division, Cincinnati 9, Ohio 


’ 


(PI) POSITIVE DUPLICATION 
“~— 


CARELKATL 


GRINDING WHEELS 


A PRODUCTION-PROVED PRODUCT OF THE CINCINNATI MILLING MACHINE CO. 
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Selecting a Time Clock 


R ECORDS REQUIRED by fed- 
eral and state laws have made it 
mandatory for employers to have 
sufficient time records. Modern 
time clocks ease this record-keep- 
ing load and are designed to keep 
indisputable records of two basic 
procedures: payroll—pay based on 
number of hours worked; and 
job-cost—based upon individual 
job production time. Within these 
two classifications there are in- 
numerable variations. 

According to the Cincinnati 
Time Recorder Co., Cinn., Ohio 
there are four major factors which 
govern the selection of a time 
clock: (1) the number of em- 
ployees; (2) the payroll period; 
(3) the usage, whether payroll, 
job cost, or a combination; and 
(4) the layout of the factory or 
office. 

Number of employees—A clock 
should usually be provided for 
each 50 employees. 

Payroll period—Weekly, _ bi- 
weekly and semi-monthly periods 
can be covered by a single time 
ecard per employee. For monthly 
pay periods two cards will be 
necessary since size limitations, 
based on convenience and infor- 
mation required, are at the maxi- 
mum for a semi-monthly period. 

Layout of factory or office— 
Clocks for hourly rated employees 
are placed as close as possible to 
the main entrance. Clocks for job 
time operations are located as 
close to the work as possible. 

In multi-floor buildings clocks 
should be located on each floor 
although the number of em- 
ployees per floor may be less than 
590. This provides the most ac- 
curate method of determining 
when the employee actually en- 
tered and left his particular part 
of the plant. This same idea is 
also used for companies with sev- 
eral scattered buildings: Clocks 
are mounted in each building. 
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In some new one-floor factories 
there are long expanses between 
the entrance and the employee's 
place or work. If this distance is 
more than 75 feet, clocks can be 
located within each department. 
Some plants working more than 
one shift provide completely sep- 
arate entrances and exits. Clocks 
are then located at both places. 
Others use two time clocks at the 
same entrance. One records the 
incoming shift and the other the 
outgoing shift. 

Since the single major purpose 
of a time clock is to provide an 
ironclad printed record, much at- 
tention has been devoted to de- 
vising clocks coupled with time 
cards that will simplify the rec- 
ord-keeping procedure 

The major differences in clocks 
may be summarized as follows: 

One versatile style will auto- 
matically print up, down, or 
the time card. Irregular 
registrations can be made in red, 
and it can be adapted to any pay- 
roll time card. There are 16 to 22 
spaces per day per card. This fits 
the needs of a three shift opera- 
tion. Card positioning can be 
made to any minute change. This 
is fully automatic, and can be 
used where employees number 


across 





—————_—__—__— 


FACSIMILE CARO U$EO WITA 
NO. LY S/O WE PAYROLL RECORDER 


NAME Randall & 
3 

nec imenns_ 24 74 

verre nas © 


7.50 
63 








Sample time card used with hori- 
zontally registering time clock. 


up to 100 in the same location. 

A second fully automatic model 
records uneven shifts where em- 
ployees are coming and going at 
all times. Cards for these irregu- 
lar job duration periods are 
clipped each time a registration 
is made. This positions the card 
for the next registration. It also 
prevents overprinting and will 
register even though the employee 
may work only a few minutes. 
This same clock can be used for 
job costing since it has the maxi- 
mum number of printing wheels 
—five—now available. Most clocks 
have three. Only with four or five 
wheels can the month and year 
be recorded in addition to the 
time. This clock can be used for 
as few as 3 or as many as 50 
employees. 

A third model is used for pay- 
rolls of 10 to 25 employees. They 
line up cards with a red indicator 
to secure the time stamp. Over- 
prints are possible. This is an 
electric fully automatic model— 
as the card is inserted registra- 
tions are made automatically. This 
can also be employed in job work. 
Cards are changed to match the 
pay period. 

A fourth model is the job cost 
recorder. This is electrically op- 
erated, but registrations are made 
manually by pushing down a le-' 
ver. Primarily for job time regis- 
trations, it can be used for pay- 
rolls of 3 to 15 employees. If the 
pay period is changed, cards are 
changed. 

All these styles may be 
equipped with a signal attach- 
ment to ring buzzers or bells at 
designated times. This is used to 
indicate the beginning and end 
of work or rést periods. 

Final selection of a time clock 
depends on your own particular 
needs. There is one to fit—and it 
can be “fitting” insurance against 
inaccurate records. 

For More Information Write No. 260 
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EXCHANGE ..c.oc".. FARMERS INSURANCE EXCHANGE 


Ty 


FARMERS 


“‘Moore forms help us keep on top of our premium billing” 


CONTROL GIVES FARMERS INSURANCE EFFICIENT PAPERWORK SYSTEMS 


The Farmers Insurance Group sends out an average of 16,000 processed in an hour; each one provides the notice, reminder 
premium notices every day The job is simplified and notices and office copies simultaneously, free of transcribing 
22 400 errors. The form is a five-part Moore Speediflo—the com 
man-hours a year. Now the company’s billing operations are pany's control in print. 


speeded by a new automated system which has saved 


handled in one office instead of several. Records are central 


The Moore man helped design this Auto 
mated Data Processing System (ADP) and 


the forms scientifically tailored to it. For de 


ized. Auditing is easier and faster All notices are mailed 
on s¢ hedul ° 

At the heart of the system is the premium notice form. tailed information on similar systems for cor 
esper ially designed for use with a data processing mat hine trol, write the Moore office nearest you 
Information stored in punched cards and transferred to tape 


is printed automatically on the notice blank. The name and ee 
address of the insured, polic vy number, amount, due date and Emervville. Calif. Over 300 offices and factori« 


anv other variables are included. More than 1800 forms are out U.S., Canada, Mexico, Caribbean, Centr 


BUSINESS F‘¢ 


Build control with 





Che 
MATIC* Desk Set actually seals in 


1 six-month supply of ink against 


cva 


fresh ink to the 





Fill this desk set 
only two times a year 


ingenious Esterbrook FEED- Imagine! No constant messy main- 


tenance no more clogged dry 


, there are 32 instantly re- 


pens! And 


poration and dust —releases placeable Esterbrook points to 


pen as you need il. ( hoose from Blac k, ( olors—$4 50.t 


There’s a precision-made Esterbrook for every business need: 


Esterbrook DESKMASTER® fountain pen desk set 


} 


Fastest selling desk set in Ame) Esterbrook’s precision 


fountain pen in a lustrous, porcelain base. Compact, efh- 
Model 112) 


Black, $3.75t 


cient. In popular colors and black 


Esterbrook RECORDER? ball point desk set 


Woretes 6 months in normal office A truly de pe ndable 


or medium 
Black, $2.95T 


ball point! Comes in choice of ink colors, fine 
point Deluxe black, colors, $3.954 


All desk sets available with chain and adhesive base for public counter 
use. Also doubles tor use with two ink colors 


t List price per single see “rf 


Esterbrook 


T.M. The Esterbrook Pen ¢ 

10-DAY FREE TRIAL—Get one of these quality Esterbrook desk sets from 
your regular dealer. Use it 10 days. If you aren't completely satisfied, 
return it to vour dealer with no cost to you 
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A new electronic device per- 
nits telephone conversations with- 
out holding the phone. Manu- 
factured by Kay-Townes Manu- 
facturing Co. P.O. Box 593, 
Rome, Georgia, it allows all 
interested parties present to 
listen and talk. Portable and with- 
out wires, no _ installation is 
necessary. The unit can be pur- 
chased out-right and has a two- 
year battery life which is replace- 
able at any television or radio 
shop. 
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A new digital printer which 
automatically prints digital data 
from high speed counting, timing, 
frequency measuring and data 
handling equipment has been re- 
vealed by Computer Measure- 
ments Corporation, 5528 Vine- 
land Ave., North Hollywood, 
Calif. Known as the Model 400C, 
it has a number of optional 
features which broaden the area 
of application for digital printers. 
In addition to the options, it 
standard features de- 
signed to improve flexibility and 
reliability. Among them are par- 
allel entry, unitized construction 
and elimination of stepping 
switches. The new unit is com- 
patible with most makes of count- 
ing equipment. 
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Now-—electronic dictation comes of age 
through McGraw-Edison’s inventive heritage! 


Take the mike... 


see how the new M-E VOICEWRITER 
helps you break through the “time-barrier” 
to new success! 


You'll take the mik dictate . . . and sud- features’ All you would expect to find in the 


denly you'll realize that electronic dictation has finest .. . and then some! 
come of age.. that any other dic tating me thod —_ . ae 7 

;, ' Think we’ve exaggerated ? We offer you a friendly 
is now old-fashioned te ™ 
challenge to “take the mike’’—see for your- 
self! Contact your nearby Edison VoicewRITER 
representative now ... or write us at the address 
ing research... have made this M-E VoicewriTER below. Once you take the mike. . . your talk will 
the finest dictating instrument ever built. Its 


You'll see how 70 vears of experience in office 


correspondence . . . plus McGraw-Edison continu- 


be our best sales talk! 


A product of Thomas A. Edison Industries, McGraw-Edison Co. 
West Orange, N. J. In Canada: 32 Front St. W., Toronto, Ont. 
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This portfolio shows you 
how to benefit from modular furniture — 


If you want your office 
geared to future operations 
request a copy of this 
portfolio .. . ask for 
number 144. Then, get 

in touch with your nearby 
authorized Peerless 
Distributor. You'll find 


he’s a good man to know, 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hesbreook Ave., Philadelphi 1, Pe 
Le 


naw Yorn cwrcaeco 8 8=— HOUSTON 


Modulettes open the way to new frontiers in office 
furniture arrangements—and office efficiency. 


Peerless Modulettes are numerous modular units 
that can be combined and arranged in seemingly 
endless groupings. Office furniture groups that can 


assume your individual system of functional operation. 


Valuable space can be conserved. Office operation 


costs can be reduced. 
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A new, low-cost system of 
punched-card data _ processing 
specially designed for small busi- 
ness is described in a folder just 
published by Remington Rand 
Univac Division of Sperry Rand 
Corporation. The new system 
makes it possible for small com- 
panies, or branches and plants of 
larger ones, to machine process 
statistical work. 
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An entirely new electronic 
system was announced by Strom- 
berg Time Corporation, a subsidi- 
ary of General Time Corporation, 
Hartford, Conn. Called the Trans- 
acter System, the equipment 
functions in the pre-input stage 
of any data processing system, 
making it possible to collect 
information at remote sources 
and feed it instantaneously to 
central data processing centers. 
Designed to be completely com- 
patible with other business ma- 
chine and data processing equip- 
ment the new system eliminates 
the need for paperwork and 
clerical operations between the 
source of a transaction and the 
data processing center. 
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Art Metal Construction Com- 
pany, 369 Broadway, New York 
13, N. Y. has just released a 96- 
page book on practical sugges- 
tions for improving on office rou- 
tine. Called, “Office Standards 
and Planning Book,” it points out 
cost-cutting answers to problems 
faced by many purchasing agents 
every day. 
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With IBM equipment 


this partnership is the 


nea Caras, you have a unique data processing partnership F 


tnership. For behind 


research, daily testing, the finest technical know-how, supported by 
more than forty years . When you insist on IBM punched cards, you are guaranteed perform- 
ance based on product techniques that are the 


models of precision engineering. The result: Your bu: 


usiness 
has the finest 


partners in precision 
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Does your business require 
records that must last 
through the years... or 
books that must stand up 
to daily thumbing, wear 
and tear? You can’t beat 
L. L. Brown’s RECORD 
PAPERS for strength and 
durability ... papers that 
are finer because they’re 
naturally whiter... papers 
which in the long run will 
actually save you money. 
Ask your stationer or 
printer about L. L. Brown 
papers. 


‘The quality which has 
earned its reputation” 


L. L. BROWN 


gPAPER COMPANY 


ADAMS, MASSACHUSETTS 


For More Information Write No. 265 
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A new, low-cost system of 
punched-card data processing 
specially designed for small busi- 
ness has just been announced by 
Remington Rand Univac Division 
of Sperry Rand Corporation. The 
new system makes it possible for 
small companies, or branches and 
plants of larger ones, to machine 
process such jobs as: production 
control, 


inventory control and 


various analyses. 
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How office copying can save 
money and increase efficiency in 
purchasing is described in a new 
16-page illustrated booklet now 
available from Eastman Kodak 
Company, Rochester 4, N. Y. En- 
titled, “4 Versatile Office Time- 
Savers,” the publication tells how 
organizations are saving time and 
money with modern office copying 
systems. 
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A pen that dispenses dots of 
rubber base paste instead of ink 
is now on the market. Available 
from Distributors East, 625 W. 
140th St.. New York 31, N.Y. 
the pen comes filled and ready to 
use. A special plastic squeeze 
bottle refills the pen in seconds. 
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SECRETARIAL 


, oce F AW 
SENG 


ERASING... 
lake your 
Pick: 


KLENZO-33 


WITH AND WITHOUT BRUSH 





Famous Klenzo quality in 
convenient wood-casing 
Sharpens to ‘needle point’ 
for ballpoint, typewriter and 
ink work. 


KLENZO 


WITH AND WITHOUT BRUSH 





The standard for erasing. 
Paper wrapped to permit 
quick, economical repointing. 


A Kienze erases equally good 
wrapped in paper or cased in wood. 


AT BETTER STATIONERS EVERYWHERE 


Send 10c for twin samples naming this 
publication 


blaisdell 


PENCIL COMPANY 


BETHAYRES, PA. 
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RALSTON PURINA COMPANY 


“SERVING ANIMAL AGRICULTURE WITH PURINA CHOWS.’ 


} 
| RALSTON PURINA COMPANY 
saves time and money with 
these NCR Paper forms 


‘‘NCR PAPER saves its entire yearly cost every 


six months by reducing operating expenses.”’ 


—RALSTON PURINA COMPANY, 5: 
- jing producer of feed 











ASK YOUR FORMS SUPPLIER ABOUT NCR PAPER ELIMINATES 


ANOTHER PRODUCT OF CARBON PAPER 
THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 


1,039 OFFICES IN 121 COUNTRIES ® 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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Koh-!-Noor offer 
an important new cor 


lraftsmen 


a comprehensive line « 
struments and accessories 
meticulously matched tc 
achieve a new high in 
professional perfor 
mance 


ADAPTO- 
CLUTCH 
LEAD 
HOLDER 


and 


EJECT OMATIC 
LEAD DISPENSER 


Two Koh-!-Noor prod 

ucts designed to work 

together for greater con 
venience. Lead holder's non 

slip clutch takes all 17 degrees 
CUBE Culm Croma urls 
Dispenser feeds lead.to holder 
without need to touch it 


RAPIDOGRAPH 
NON-CLOGGING 
“TECHNICAL” 
FOUNTAIN PEN 


A smoothly performing rul 
ing, tettering and tracing 
pen that uses India or regu 
lar ink with equal facility 
A tremendously convenient, 
time-saving, reliable instru 
ment. Fully guaranteed. In 
five precision line widths 


#OO EE. FINE #1FINE #3 BROAD 
#OEXTRA-FINE #2 MEDIUM 


by Write for descriptive literature 
KOH-I-NOOR 


O4 COUNLE 


Bloomsbury 4, New Jersey 
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An economical electric adding 
machine has been introduced by 
The General-Gilbert Corp., 150 
Broadway, New York 38, N. Y. 
The new heavy-duty line includes 
three models, each designed to 
take only 8” x 11 
Control keys are 
eliminate extra 


of desk space. 
electrified to 
strokes and con- 
cave key faces to keep fingers 
from slipping. 
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A new catalog has been pub- 
lished showing over 350 products 
in stencil duplicating. Published 
by the manufacturer, Milo Hard- 
ing Company, 500 Monterey Pass 
Road, Monterey Park, Calif., the 
illustrated catalog in- 
cludes inks, stencils, paste and 
liquid ink duplicators and other 
stencil art supplies. 
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28-page 


The largest image area avail- 
able in A. B. Dick offset equip- 
ment is the principal feature of 
their new model 360. Duplicating 
area of the new machine is 10%4” 
x 1612”. The machine will dupli- 
cate on impression paper ranging 
to 10” = in". 
The new model can produce up to 
9000 copies per hour 
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in size from 3” x 5” 


A carbon paper which will not 
curl, slip or smudge has just been 
announced by the Roytype De- 
partment of the Reyal McBee 
Corporation, Port Chester, New 
York. A clean, hard-surfaced pa- 
per, it is especially suited for elec- 
trie typing. The bottom portion 
of the carbon box is designed to 
fit neatly into the stationery com- 
partment of the desk. A special 
cut-out enables the typist to pick 
up exactly the number of sheets 
she requires without disturbing 
the remainder 
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Oxford Paper Company, 230 
Park Avenue, New York 17, N.Y. 
recently launched its new line of 
coated papers. Called the North 
Star, the new line, comprising 
both letterpress and offset papers, 
in high-gloss and dull finish, is 
the first complete line of top- 
quality coated papers produced 
by the trailing blade process. The 
new paper will be distributed 
through stocking merchants. 
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ARE YOUR PAPERS 
PLAYING... : 


Sons 


WIDE AND SEEK? 


Filing is important only if the finding is 
easy. Can you always put your hand on 
the letter, invoice, order, report or 
other paper you want, imstantly? Are 
your files neat, compact, space saving? 
Your Stationer will be glad to explain 
the advantages of ACCO-filing to keep 
your records safe, and finding quick. 
See him now! 


“ACCO BOUND PAPERS 
ARE SAFE PAPERS’ 


ACCO PRODUCTS 
Division of NATSER Corporation 
Ogdensburg e New York 


Im Canada: Acco Canadian Co., Lid., Toronto 
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A permanent wall chart that 
permits changes and updating in 
minutes. A product of The Chart- 
makers Inc., 480 Lexington Ave- 
nue, New York, N. Y., it can be 
purchased with a choice of mate- 
rials for graph or curves showing 
trends, bar charts for comparative 
figures and organization charts. A 
permanent grid allowing for near- 
ly any type of chart helps align 
boxes on the organization cl 
and helps plot figures for bars an 
graphs 
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A new product line—movable 
interior partitions—has just been 
introduced by Penn Metal Com- 
pany, Inc., Parkersburg, West 
Virginia. Penmetal interiors are 
intended for executive, general 
and factory offices. They are de- 
signed to be readily demountable 
for re-erection in a new location 
The paneled surfaces are flush 
from floor to ceiling or cornice, 
with no visible posts extending 
beyond the panel surfaces. Thick- 
ness of the finished partition is 
three inches. 

Write No. 54 on Inquiry Card—Page 32 





“I think I may be able to give you 
a small order. 


” 
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New! 


Relaxing 


Massage 
in the 
President's 


(‘hair 


. 
Quality rotary 
motor creates 

gentie massage 


p cor trol 
s on and selects 


egree of massage 


HARTER MODEL 65 EXECUTIVE POSTURE CHAIR 


ions .. decisions .. deadlines got you all tied up in 
r 65 Executive Chair, select the Swedish ma 
extra-deep, molded foam rubber cushions 
gentiy relieving tenstons ill over In 


d and alert. The bigger your job, the more 


sage turned off, you have the aristocrat of a 
ontrols fit the 65 to you. In the lithe nev 


s, nothing has been spared to make the Harter ¢ 
literature we ll send name ot your nearest H irt 


HARTER CORPORATION, 229 PRAIRIE, STURGIS, MICHIGAN 





POSTURE 
CHAIRS 


t+ AARTER 








For More Information Write No. 270 on Inquiry Card—-Page 32 





CUT SHIPMENT 
ADDRESSING COSTS 
DRASTICALLY 


Get this Free Booklet 


This valuable booklet, ““Assembly Line” Shipment Address- 
ing, is your key to immediate savings if you are using 
individually typed shipping labels or brush stenciling for 
multiple shipments to the same address. 

It describes the fastest and most, economical methods for 
addressing shipments by using Weber handprinters and 
label printing machines. Read how a customer’s address can 
be put on one stencil and then used repeatedly to replace 
hours of typing individual labels—see how you can save 
money without making a large investment or changing your 
present routine. 

Get the facts—learn how you can cut shipping costs 
Write on your letterhead for a copy of “Assembly Line” 
Shipment Addressing. WEBER MARKING SYSTEMS, Di- 
vision of Weber Addressing Machine Co., Inc. Weber In- 
dustrial Park, Mount Prospect, Ill. Dept. 22-B 


Weber 


MARKING SYSTEMS 


ORIGINATORS OF 
“ 
“ TOUCH-STENCILING” a 


WEBER LABEL PRINTING MACHINES 


WEBER HANDOPRINTERS 


~ 


For More Information Write No. 271 on Inquiry Cord—Page 32 





Office Equipment 





A new water cooler that fits 
flush against the wall and elimi- 
nates unsightly exposed plumb- 
ing has been introduced by the 
Westinghouse Electric Corpora- 
tion. The new cooler design al- 
lows for a standard trap with slip 
type fittings to be installed inside 
the cooler cabinet. Other features 
include a straight-through drain 
with no bends, a high back- 
splasher that protects against 
wall-spotting, and a dual drink 
control, 


Write No. 55 on Inquiry Card—Page 32 


A redesigned IBM electric type- 
writer features a longer carriage 
and writing line for increased 
typing versatility. Other new fea- 
tures of the machine include: a 
mechanism for noise reduction 
and virtual elimination of stress 
and shock in carriage returns and 
tabulations; a touch control which 
enables the operator to adjust 
the keyboard response to indi- 
vidual preference; and a carbon 
ribbon feed to achieve book-style 
printing. The machines are avail- 
able in six different colors. 

Write No. 56 on Inquiry Card—Page 32 
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New easy way to 
order 8/211 paper 


INSTEAD OF SAYING 
SIX THINGS... 


HAMMERMILL BOND 
SUBSTANCE 20 
’ BY 11 
WHITE 
BOND FINISH 
GRAIN LONG 


JUST SAY ONE THING... 


GRAPHICOPY 10-004 


ASK YOUR HAMMERMILL SUPPLIER for your free Graphicopy Paper Selection 
Guide, showing 181 items in 19 grades, including Hammermill Bond. You can order all 
your 8% by 11 and 8% by 14 paper by number with one phone call. There’s a 
Hammermill Graphicopy Paper for nearly every printing, duplicating and office need. 
Hammermill Paper Company, Erie, Pennsylvania. 


For More Information Write No. 272 on Inquiry Card—Page 32 For More Information Write No. 273 on Inquiry Card—Page 32 
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See your Webster 
carbon and ribbon 
Salesman 
... your source 


| for the best 
|, Ch\duplicating supplies 
WS savailable! 











Make it clear yvou want 





They're all made by Webster! 


When a salesman represents the complete line of duplicating supplies 
made by F. S. Webster Company, you can be sure he represents top 
quality. His wide range of products saves you time, trouble and money. 
Not only does he represent “‘one-stop” buying for you, but he also has 
at his call a qualified duplicating sales engineer to advise him of your 
needs. Your salesman’s products and services are yours for the asking. 


WEBSTER 
MULTIKOPY DURAMETRIC 


The carbon paper that has the edge 


over every other brand. The exclu- 
sive scaled edge automatically as- 
sures neater, better spaced typing 
the first time. It’s uncoated for 
cleaner letters, cleaner fingers and 
cleaner carbon handling. Even in ex- 
treme temperatures, it remains com- 
pletely curl-free. You get fine per- 
formance and long service from 


every sheet. 


WEBSTER SILK STAR 

TYPEWRITER RIBBONS 
No higher quality ribbon on the 
market. With Silk Star there are 
fewer ribbon changes, sharper im- 
pressions and longer service. Silk 
Star Ribbons are made of the finest 
quality silk so sheer that 18 yards 
fit the standard spool that holds 
only 12 yards of cotton. Strong and 
three times longer wearing, too. 
Perfect typing companion for 


Webster MULTIKOPY Durametric. 








Your stationery salesman 
is your source for 
these other Webster Quality 
Duplicating Products: 


CARBON PAPERS for all office ap- 
plications in eight grades. 
Typewriter, pencil, pen, transfer, 
blueprint, billing in a variety of 
weights and finishes 

SPIRIT DUPLICATING PAPERS 
AND MASTER UNITS for both 
spirit and master duplicating units. 
CARBON PAPER RIBBONS for cor- 
respondence, spirit duplicating, 
photo and offset work. 

OFFICE MACHINE RIBBONS for 
most types of adding, accounting, 
tabulating and addressing ma- 
chines. 

TYPEWRITER RIBBONS in cotton, 
nylon and silk for all Typewriter 
makes. 

For correspondence, record, offset, 
hectograph, photo blueprint. 
CARBON PAPER ROLLS for Tele- 
type, autographic Negister, Elliott- 


Fisher and adding machines. 


plus 


ACCESSORIES:: Type Cleaner, In- 
strument Oil, Duplicating Fluid, 
Hand Cleansers 


ii 


C Db T EC is at leading stationers 
S everywhere 


F. S. Webster Co., 7 Amherst Street, Cambridge 42, Massachusetts 














Association News 


1959 NAPA Convention 
in New York, June 14-17 


| HE 44th Annual Convention 
of the National Association of 
Purchasing Agents will be held in 
New York, June 14 through 17, at 
the Waldorf Astoria Hotel. 
Hosted by the New York chap- 
ter of the NAPA, this year’s con- 
timely theme: 
Purchasing in the 


vention has a 
“Practical 
Space Age.” 

Under the capable direction of 
David S. Gibson, convention gen- 
eral chairman, and Gailon For- 
dyce, program chairman, the con- 
vention promises to be one of the 
best ever presented. A tentative 
program has already been pre- 
pared and the final version will be 
published shortly. A preview of 
the fact-filled program indicates 
that purchasing agents who at- 
tend the convention will gather 
much valuable information to as- 
sist them in the space age. 


The Men Involved 


general chairman 
Gibson is well known in the pur- 
chasing profession. 


Convention 


He was one 
of the featured speakers at last 
year’s convention in Chicago. He 
is a past president of the Purchas- 
ing Agents Association of New 
York, former chairman of the 
educational committee for the 8th 


David S. Gibson, 


Gailon Fordyce, program chairman. 


District, and has held many chair- 
manships within the New York 
association. He is now the nation- 
al director of the New York asso- 
ciation and the vice president in 
charge of purchases for Worth- 
ington Corp. 

Program chairman Fordyce is 
also prominent in the purchasing 
field. He appeared on the pro- 
gram in Chicago, is active in the 
education of purchasing agents, 
and has been a guest speaker on 


general chairman. 


the American 
Management Association. He is 
now the assistant director of pur- 
chases for American Cyanamid 
Company and the second vice 
president of the Purchasing 
Agents Association of New York. 

Assisting in the formulation 
and operation of the convention 
are these committee chairmen: 
William F. Rae, Jr., The Mennen 
Company, general convention vice 
chairman; Edward M. Krech, J. 
M. Huber Corp., early bird’s din- 
ner and banquet; John F. Snede- 
ker, Binney & Smith, Inc., enter- 
tainment and dance; Robert J. 
Unger, Dragon Cement Co., In- 
form-a-Show; Anne D. Repko, 
Austenal, Inc., ladies program; 
Donald T. Keliher, United States 
Metals Refining Co., press and 
publicity; Harold W. MacIntosh, 
L. O. Koven & Bro., Inc., recep- 
tion; C. H. Reilly, Jr., Port of N.Y. 
Authority, service; and Donald H. 
Lyons, Johns Manville Corp., pro- 
gram vice chairman. 

Also working with the above 
are F. Stan Romanse, Babcock & 
Wilcox Co., president of the Pur- 
chasing Agents Association of 
New York, and Robert H. A. Da- 
vis, executive secretary of the 
New York Association. 


purchasing for 
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ROEBLING is a specialist in 


tically unmatched facilities for producing galvanized 


galvanizing, with pra¢ 


wire in enormous quantities and in complete siz 
ranges. Hot galvanized is available in sizes from 
283” to .035”. .. Roegal (drawn galvanized) from 
187” to .005”. 

You pay for the best when you buy galvanized 
wire. Make sure you get it—specify Roebling! Write 
Wire and Cold Rolled Steel Products Division, 
John A. Roebling’s Sons Corporation, Trenton 2,N.J 


ROEBLING 6) 
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Hard service never affected this Fuller rotary’s original 
tput 230 cfm. of air at 90 lb. G., reports Mr. Schott, 
chief engineer, Thomas C.Wilson, Inc., Long Island City, N.Y. 


FULLER 


ROTARY COMPRESSOR — 
RUNS 13 YEARS 
WITHOUT DOWNTIME 


A Fuller rotary at Thomas C. Wilson, Inc. got its first bearings, the only moving parts in a Fuller vane-type 
intenance shutdown recently, for renewal of roller rotary compressor are the cylinderical rotor and the 
bearings and rotor vanes —after running without blades. These compensate for wear automatically. 
downtime since 1945. Cylinder head slips off, permitting blade and bearing 
4 years of 24-hour service. The Wilson plant makes inspection in a matter of minutes. 
ube cleaning equipment, tube expanders and port Compact and vibration-free. Direct-drive system 
able pneumatic tools, and so makes heavy daily de saves space. Simple, rugged design gives constant 
mands on shop air. For the first four years, three-shift service without extensive supervision. Thus, Fuller 
operation kept the Fuller rotary running round the rotaries can be installed out-of-the-way—on upper 
clock. Since 1949, it’s been working eight-hour shifts. floor, on balconies, in basement corners, using low- 
Simple design means trouble-free service. Besides cost, light-weight foundations. 1189 
C-340 
Write today for detailed information on the full 


line of Fuller rotary compressors for in-plant set 


vices, gas gathering, and industrial refrigerator 


TOMPAN FULLER COMPANY 
| 170 Bridge St., Catasauqua, Pa. Ki || e 
SUBSIDIARY OF pet AMERICAN TRANSPORTATION CORPORATION ul @I 


Birmingham e Chicago « Kansas City » Los Angeles » New York » San Francisco « Seattle .... pioneers in harnessing AIR 


PIONEERS OF HIGH-EFFICIENCY VANE TYPE ROTARY COMPRESSORS SINCE 1930 
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TEAR OUT AND PUNCH AS INDICATED FOR YOUR FILE 


TEAR OUT AND PUNCH AS INDICATED FOR YOUR FILE 


O 


BEARING 


One in a series of technical reports by Bower 


BRIEFINGS 





ROLLER BEARING LIFE AND 
CAPACITY LINKED TO STRESS DISTRIBUTION 


These reproductions of photoelastic 
studies contain important evidence for 
every engineer and designer concerned 
with the performance and selection of 
roller bearings. In these photographs, the 
alternate dark and light areas, called 
fringes, indicate not only the magnitude 
of stress but also the stress distribution. 
The photographs were taken by Bower 
Research Engineers during a study of 
stress distribution in roller bearings. 


The subjects represent rollers and race- 
ways of two roller bearings under iden- 
tical The the left 
shows a roller of conventional design. 
The illustration at the right shows a 
Bower “Profiled” roller. That is, the 
roller is precision ground with a large 
radius generated along the body of the 
roller—a predetermined and controlled 
distance from each end. 


loads. illustration at 


The conventional roller photo (left) 
clearly under 
concentration builds up in and near the 


shows how, load, stress 


For More 
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Information Write No 


1959 


275 on 


Inquiry Card 


roller ends. This is called edge-loading. 
Such areas of concentrated stress are the 
breeding grounds for metal fatigue and 


eventual bearing failure. 


In the photo of the “Profiled” roller 
(right) stress lines can be seen uniformly 
distributed whole length of 
the There no 
points of excessive stress concentration, 


across the 


roller and raceway. are 
consequently no starting points for early 
Such a “Profiled” roller exhibits 
advantage in improved load 
capacity, a most important 


bearing requirement. 


fatigue 
a great 


Carrying 


Under 
Bower 


actual operating conditions, 
“Profiled” roller bearings show 
a considerably longer life at higher 


speeds and under greater loads than con 


ventional roller bearings 


Because of this, and of other Bower fea 
tures to be discussed in later 
reports, that 
the Bowe! 
satisfying your future bearing require 
ments 


technical 


we suggest you consider 


advantages of bearings in 


xx «rk 


Bow er 
should you desire 


engineers are always available 


assistance or advice 
uu he re 
roller bearings 
or journal roller assemblies, Bowe: 
makes these also in a full range of types 
and sizes. 


on hearing proble nis product 


design calls for tapered 





BOWER ROLLER BEARINGS 


BOWER RC 


LER BEARING DIVISION — FEDERAL-MOGUL-BOWER BEARINGS. IN 


DETROIT 14. MICHIGAN 





Page 32 For More 


Information Write No 


276 on Card 


Page 32 
161 


Inquiry 





NEW FROM CONTINENTAL 


Hl- 
STACKER 


utility can with 
reversible spout 


Saves time, space, filling 
and shipping costs 
The spout is inverted during shipment 


and storage. To pour, just reverse spout. 
Fast smooth dispensing. Ask for details. 


Looks like Continental's famous dome 
top utility can (at left). Completely 
redesigned to save you time and money. 


CONTINENTAL 
E CAN COMPANY 


Eastern Div.: 100 E. 42nd St., New York 17 
Central Div.: 135 So. La Salle St., Chicago 3 
Pacific Div.: Russ Building, San Francisco 4 
Canadian Div.: 5595 Pare St., Montreal, Que. 
For More Information Write No, 277 

on Inquiry Card—Page 32 
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Association News 





Management Night at 
Kalamazoo 


A meeting of the Kalamazoo 
Valley Association of Purchasing 
Agents was held at the Hotel 
Harris with Vice President James 
Donahue of the Allen Electric & 
Equipment Company presiding. 

H. P. Stratton of the Miller 
Lumber Company presented the 
business survey to the fifty mem- 
bers and guests attending the 
“Management Night” program. 
His findings indicate a_ slightly 
reduced business activity as com- 
pared with the report of three 
months ago, but it was pointed 
out that seasonal effect is shown 
here. It should be noted that this 
report as compared with one year 
ago shows a marked strengthen- 
ing in order status, unemploy- 
ment, inventories, and profit. It 
also indicates that vendors’ prices 
are higher and deliveries ex- 
tended as compared with one year 
ago. ? 

The featured speaker, Rex Pax- 
ton, director of public relations, 
Sutherland Paper Company, pre- 
sented his thoughts on “Good 
Public Relations in the Purchas- 
ing Profession.” 

Mr. Paxton stated that the im- 
pression made by purchasing up- 
on visitors is generally the im- 
pression that the visitor gains of 
the entire company. He also 
placed emphasis on the need for 
recognition of the purchasing 
function and ‘its place on the 
modern management team. Since 
change is being shown at such a 
rapid rate and new products be- 
ing developed and marketed that 
were unheard of even a few years 
ago, it must be a major respon- 
sibility of the purchasing depart- 
ment to seek out these new meth- 
ods and materials for evaluation. 
Mr. Paxton closed his remarks 
on a note of optimism for both 
peace and prosperity in the years 
to come, 
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NO PRESS FIT 
NEEDED WITH 
LOCTITE SEALANT 


“We replace 9” bearings 
in less than an hour— 
and save $155 each!” 


Says David B. Cook, President 
Acme Road Machinery Co., Inc. 
Frankfort, New Yor 


‘Replacing 9-inch bearings in the 
jaws of a giant rock crusher once 
required days to bore the housing 
and build up weld metal for re- 
boring to a .0015” interference fit. 
Even then, placing the bearing 
took two men 3 or 4 hours. 


Now, thanks to LoctiTE Liquid 
Sealant, we prepare the housing, 
clean and insert the bearing with a 
slip fit in less than one hour! 
Crusher jaw bearings locked in 
with LoctiTE have been in rugged 
service for many months without 
report of a single failure.” 


You, too, can eliminate interference 
fits. LocTiTE hardens between bear- 
ing and housing to form a bond 
that exceeds any interference fit 

. requires no heat or mixing. 


Write for further information on 
money-saving LocTITE applica- 
tions in production or 

service . . . for slip fit- 

ting bearings, bush- 

ings, hardened sleeves 

and rotors on shafts; 

for locking threaded 

fasteners or studs 

securely; for sealing 

against high-pressure 

fluids. 


LOGTIT: seatawr 


AMERICAN SEALANTS COMPANY 
117 Woodbine St., Hartford 6, Conn. 
In Canada: J. S. Parkes & Co., Ltd., Montreal 


For More Information Write No. 278 
on Inquiry Card—Page 32 
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STOP 
» 
; uneven wheel action and costly stock removal 


USE SIMONDS SNAGGING WHEELS WITH 


NEW VS BOND 


Greater uniformity of grinding action — faster rates 

of stock removal — and consistently superior performance 
from job to job and from order to order! That's what 
V9, the new chemically designed glass bond, gives 
Simonds Electrolon (silicon carbide abrasive) vitrified 
bonded wheels for grinding gray iron castings, 
unannealed malleables, brass and bronze. Typical 
specification for floor stand snagging: C16-R-V9. Order 
from your Simonds distributor 


CALL YOUR SIMONDS 


Proven products 
Dependable know-how 
ni we Quick supply 


SIMMONDS ABRASIVE COMPANY 
Tacony & Fraley Sts., * Philadelphia 37, Pa. 
Division of Simonds Saw and Steel Co 


BRANCHES: CHICAGOeDETROIT*LOS ANGELESePHILADELPHIA*PORTLAND, ORE.»SAN FRANCISCO*SHREVEPORT 


For More Information Write No. 279 on Inquiry Card—Page 32 
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Heart of the best printed circuits— 


CDF Di-Clad 
LAMINATES 


Printed-circuit dependability begins at the base, and that’s where 
CDF excels. Only CDF offers the combination of Teflon* resin 
and glass fabric cloth for use under sustained temperatures of 
180°C. In addition, CDF offers a full range of Di-Clad laminates 
to meet every known demand of printed circuitry. High foil- 
bond strengths withstand soldering heats, reduce assembly re- 
jects. Full line of Di-Clad grades glass fabric and paper-base 
with Teflon*, epoxy, and phenolic resins. Assembly costs go 
dewn when the job is done on CDF Di-Clads! Write for CDF 
Di-Clad Folder DC-58 
fuPont trademark for 


tetrafluoroethylene resin 





CDF PRODUCTS OF TEFLON 


DI 


eflon 


( produces an unequalled range of electromechanical parts of 


— such as small- and large-diameter thin-wall tubing, glass- 
fabric laminates, flexible insulating tapes, sheets, rods, tubes, and 
Now Teflon in supported 


ind unsupported forms; can be cemented to itself and to most other 


finished cementable 


parts also available 
materials with commercial adhesives. If you have a potential use for 
1 product made from unsupported or reinforced Teflon 
to printed-circuit 
to call 


from tapes 
CDI 
new 


sales 


CDF 


laminates 
Meanwhile, 


high-heat-resistant 
the 


Folders 


your 


ngineer is man write for the 


flon 


juPont trademark for its te:cafluoroethylene resin 


CDF 
. 2 oe HIGH-HEAT 
ELECTRICAL 
TAPES 


tapes hand or automatic 
glass-supported silicone rubber, 
Micabond, with and_ without 
backings; and unsupported and glass-supported Tef- 
lon*. Color identification — CDF tapes of Teflon 
are made in the standard identifying colors. Call your 
CDF sales engineer, or write for test samples. 

*duPont 


Flexible 
winding, made 


insulating for 


of 


silicone varnish, 


trademark for its tetrafluoroethylene resin 








DIAMOND VULCANIZED® 
FIBRE 


keeps costs down 
Known for over sixty years 
as the standard of quality in 
fibre, Diamond® Vulcanized 
Fibre is made in many grades 
(bone, fish-paper, trunk, 
commercial, built-up) and ts 
available in sheets, rods, 
tubes, strips, rolls, fabricated 
parts, and formed specialties 
4 Write for Catalog DVF-58 


LOW-COST VULCOID is Resin-impregnated Vulcanized Fibre. 
Vulcoid (made only by CDF) is an intermediate insulation material 
It combines the desirable arc-resistance and mechanical properties of 
vulcanized fibre with many of the good qualities of a phenolic lami 
UL-approved as Class A insulation in equipment 
Bearing applications requiring high precision have been successful 
vith Vulcoid. Write for Bulletin V-58. 


nate electrical 


164 


CDF 
CELORON® 
MOLDED 
PRODUCTS 


Celoron a molded-macerated and/or combination lami- 
nated base bonded with phenolic resins. High strength, long 
life, and low cost are the characteristics of molded electrical 
or mechanical parts made from CDF Celoron®. Its good 
electrical properties make Celoron an ideal molded insulator, 
while its high mechanical strength makes it an excellent 
material for gears, couplings, intricate loom parts, etc. 
Write for CDF Catalog C-58, or contact your nearest CDF 
sales engineer. 


1S 
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for electrical and mechanical applications 


DILECTO«, made in scores of grades, means high-quality laminated plastics made for 
rigorous duty in electrical, electronic, and mechanical equipment. Characteristics vary 
with the grade, so get the expert assistance of your CDF sales engineer 

RESINS AVAILABLE IN DILECTO 
Phenolic Epoxy Polyester 
Heat-resistant Phenolic Melamine Teflon* 
Silicone 


BASES FOR DILECTO 
Glass Fabric Glass Mat 
Nylon Fabric Felted Asbestos 
Asbestos Fabric Non-woven Cotton Mat 
Cotton Fabric Paper (either cellulose or asbestos) 
CDF gives fast technical and delivery service on sheets, tubes, rods, or complete 
fabricated parts of Dilecto plastics. Write for Catalog D-55-« 


P ademark for its tetrafluoroethylene resin 





For a better motor or generator — - 


CDF 4 
MICABOND® s® PLASTICS 


. 


INSULATING FABRICATION 


PARTS eee eS BY CDF 


CDF mica pn and slot liners insulate America’s best-selling SAVES YOU TIME, MONEY, WORRY 
motors anc 


generators. Finest-quality mica splittings insure 
highest heat-resistance and insulation under severe operating 
conditions. 
Forms of Micabond® available: Sheets: Tubing; Tapes (with 
segments. CDF supplies and fabricates Micabond to your let CDF do it for you, there’s no problem of shortages, 
strictest specifications — on time and at low cost. Call your rejects, waste. Undivided responsibility pays off for you! 
CDF sales engineer or write for samples of Micabond and 
Catalog M-58 
tduPont trademark 


Let CDF’s well-equipped machine shops assume the com- 
plete responsibility for delivery of your fabricated parts 
as specified and on time. No time is lost at CDF between 








THERE'S A CDF SALES OFFICE NEAR YOU 


BALTIMORE 14, MD. NOrthfield 5-0964 FT. WORTH?, TEXAS FAnnin 3339 MINNEAPOLIS 2, MINN. FEderal 3-666€ TULSA, OKLAHOMA LUther 7-6189 
2451 Ellis Road 3414 Camp Bowie 610 Plymouth Bidg 3388 204 S. Cheve t 
BIRMINGHAM 6, ALA. VErnon 3-5713. GREENSBORO, N.C. BRoadway 4-0226 NEW YORK SCarsdale 5-160 Suet ‘ , 
110 95th Street N 2103 Mimosa Drive 2 Overhill Rd., Scarsdale, N.Y ae eee ee ives 
BOSTON GRanite HARTFORD _Hartford-JAckson 9-0397 OMAHA3, NEBRASKA = ATlantic 6548 COD LmiTED 
124s Hanc ack St Quincy 69 Mass. 15 Harding St.. Wethersfield 9, Conn. 110 North 40th St AN FRANCIS( CALIF 
Ory9s tllcott are Building: HOUSTON 27, TEXAS —JAckson 3-9254 ORLANDO. FLA. saeaa daleaae EATTLE 4, WASHINGTON Elio 
CHICAGO 11 iLL DElaware 7-6266 3302 Mercer Street PHILADELPHIA “ N t af st A congpoihen 
1201 Palmolive Building INDIANAPOLIS 5. IND. WAlnut 5-9863 Bridgeport, Pa BRoadway 5-080 ( 
—_- rr: OHIO = CHerry 1-5 enn ale ok te PHOENIX, ARIZONA Alpine 8-7893 
eader Building oeee Wee S Se, we Vgar P.O. Box 158 
DAYTON 3, OHIO KEnmor l 406 West 34th St PITTSBURGH 21, PA. CHurchil! 1-0969 
9 N. Torrence St LOS ANGELE 309 Shields Bidg 


3 

DENVER 2, COLO AComa 3141 Ce ry Bivd Rchard 3 ST. LOUIS 10, MO Mission 5-2253 Canadian Representative 
260 Denver Club Bidg Inglewood 4, Calif ( 1246 Hampton Ave DIAMOND STATE FIBRE CO. OF 

DETROIT 35, MICH Roadway 3-044 MILWAUKEE 19. Wi Lin ) SPARTANBURG. S C NADA. LTI 
20! Officenter Bidg 6108 W. Lincoln Ave 834 Hayne Street SPartanburg 3-6397 46 Hollinger Rd, Toront 

EXPORT DEPARTMENT: BRIDGEPORT PENNSYLVANIA h 


—CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE -Afm4/ COMPANY ¢ NEWARK 41, DELAWARE 
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Pittsburgh Ass’n Grants 
Two Scholarships 


Two seniors at the University 
of Pittsburgh, School of Business 
Administration, Program in In- 
dustrial Purchasing, have been 
awarded scholarships by the Pur- 
chasing Agents Association of 


iT Pittsburgh. 
ae me GLEVELA f) CONTA | N ERS Those receiving the scholarships 
od are Joseph M. Stofan and John T. 


°F Caaponis 


F Connors, W. W. Crawford, direc- 
_—-_ OR YOUR tor and chairman of the education 
=) COMPLETE LINE committee, and director of pur- 


. chases for the United States Steel 
Clean Right SOOT Remover, @ ac- Corp., will be industry advisor 
etd ni tes oo. for the purpose of counsel and 
Sane? enETEcINES Sy Se il mad guidance for Mr. Connors. Joseph 
Product Co., is packaged in a vari- : ‘ : ; 
G. Smith, director of the associa- 
ety of sizes and types of Cli-veland ; . . 
Containers developed for quick- tion and Vice President of the 
and-easy use by industry and Pittsburgh Steel Co. will be in- 
homeowners alike! dustry advisor for Mr. Stofan. 
Both of the students selected 


Illustrated PRA . % 
ne as 0 a See are outstanding scholastically and 


CAN and three sizes of CONVO- < . : 
LUTE FRICTION PLUG CANS are very active in extra curricular 
made of fibreboard. University activities. 

The program of the University 
of Pittsburgh is a four year pro- 
gram in which the student obtains 
a strong ground work in liberal 
arts before specializing in courses 
designed to give him specific 
knowledge in his chosen field. Spe- 
cialized training is provided by 
offering a series of courses in 
chemistry, physics, engineering, 
and business administration. Stu- 
dents satisfactorily completing the 
Write for program are graduated with a 
latest degree in Business Administration 
illustrated 4 Y 

(BBA) with a major in Indus- 


/ 
anes Packaging 
REMOVER | Srodere trial Sales and Purchasing. 


Ciagaws 
Om oa coat 
STOves amo euanacts 


Let our Engineering Department 
help develop a container... or a 
complete line of containers .. . 
ideal for your product . . . and at 
low unit cost. 


Why pay more? 
For quality products . . 


call CLEVELAND! 


Washington Ass’n 
Engages DeRose 


The Purchasing Agents Asso- 
ciation of Washington, D. C. is 
PLANTS. THE giving free to its members the 
eens emacs: DeRose course in purchasing ed- 

ional ucation. Len Larson, chairman of 

CLEVELAND 4 : 
DETROIT NEW YORK CITY the education committee, was in- 
pena SWINSTON, 8. C. strumental in getting the course 
MEMP pe scot é < 2 »d Si > tl »stimat ~d "OS 
HIS 6201 BARBERTON AVE. » CLEVELAND 2, OHIO. WEST HARTFORD, arranged. Since the estimated cost 
LOS ANGELES A ae ‘ , CONN, of the course would normally run 
PLYMOUTH, WIS ALL-FIBRE CANS » COMBINATION METAL AND PAPER CANS q 
JAMESBURG, N. J. * SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES, 








. 
ABRASIVE around six hundred dollars per 


a erson, getting it free is equiva 
PAIR LAWN, 16. 4 CLEVELAND CONTAINER CANADA, LTD. von ee é oo are gy Waal 


Plants and Sales Offices: TORONTO AND PRESCOTT, ONT. Seles Office: MONTREAL" MEVELAND lent to a member receiving free 
dues for twenty-one years. 
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“PAIRED PHASING” HELPS YOU 


MEET THE LOAD...WITH POWER TO 


Lo-X Bus Duct assures lower 


balanced voltage drop . extra 


current carrying capacity 


Increase your safety margin against u 
expected power! fluctuations! BullDog 
BUStribution 


arrangement of aluminum bus bars 


-uSINg a Pa red phased 
neutralizes magnetic fields 

form balanced current 

low voltage drop Exclusive 
phasing” acts to distribute current 
equally throughout the cross-sectional 
area of each conductor balances 
current among all conductors re- 
duces impedance to a minimum. Full 


use of the conductor material assures ex- 
tra capacity, allowing your LO-X feeder 
system to operate at top efficiency. 


And LO-X offers these additional oper- 


idvantages. The duct has no mov 
It is 


ted adapts to any build- 


thus nothing to wear 
ontour. Exclusive scarf-lap joints 
rigid connections speedy in 
lation. BullDog’s five-step silvering 


SPARE 


process of aluminum bus bars guaran- 
tees Maximum conductivity at connec 
tion points. Special 
washers at the 
holted connection 


spring-ty pe cup 


joints give a positive 


For a distribution system that guaran 
tees top performance and long, con 
tinuous service settle on Bus Duct hy 
BullDoe it adapt to 


your changing power needs 


will re 


BULLDOG ELECTRIC PRODUCTS DIVISION 


I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 ¢ DETROIT 32, MICHIGAN 


80 Clayson Rd., Toronto 15, Ont Export Division: 13 East 40th St., 


New York 16, N.Y 








REASONS WHY 
REPUBLIC CAN MEET 
ALL OF YOUR 
PIG IRON 
REQUIREMENTS 


NORTHERN FOUNDRY 


NORTHERN MALLEABLE 


HATEAU GAY 


These eight reasons are based upon product avail- 
ibility, selection, and service. 

First, as the only producer of both Northern and 
Southern Irons, Republic offers you the only complete 
line of all grades of merchant pig iron available in the 
industry. Northern grades include Malleable, 
Bessemer, Foundry, and Basic—plus Chateaugay, 
Républic’s exclusive Low Phosphorus Pig Iron. 
Southern furnaces produce Foundry and Basic Irons. 

Then, to assist you in selection, application, process- 
ing, and use, Republic provides expert metallurgical 
service. The Republic Pig Iron Metallurgists are both 
foundrymen and skilled technicians. They have a solid 
industry background gained from years of actual foun- 
dry experience. They know all types of irons and their 
characteristics. And, they talk language you can 
understand—your language. 

Republic Pig Iron Metallurgists 


ve at their finger- 
tips information on the latest proc: 


sand techniques 


168 


available for improving castings, and expanding their 
use and sale. 

Frequently, these men are called upon to make rou- 
tine foundry surveys. Their recommendations and 
suggestions often result in improved operations, 
increased production efficiency, and output at lower 
unit cost. Even a seemingly minor change in operation 
or procedure has resulted in recapturing business lost 
to other methods of fabrication. 

And, because Republic is the only producer of all 
grades of merchant pig iron, the metallurgists are able 
to recommend the proper grade for your specific job 
without hesitation or prejudice. 

Seven grades of pig iron, plus prompt, expert 
metallurgical service add up to eight good 
reasons for relying upon Republic for all of your 
requirements. Mail the coupon for more information 
on Republic's complete line of irons, or for metal- 
lurgical service. 
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THIS STEEL "WOT" BOX MEETS ALL REQUIRE- 
MENTS for handling hot work in foundries 
It is made of Republic High Strength Stee! 
and is designed to withstand plenty of use 
and abuse. The box is 53” long x 38 
wide x 26° deep. Corrugoted-steel con 
struction of the sides and bottom assures 
long service life at lowest per-year-cost 
Stacking brackets are securely welded to 
the top corners of each box permitting 
tiering to any practical height. 16-inch clear- 
ance is provided for easy handling by fork 
lift truck. Send coupon for catalog on the 
complete line of Republic Materials Han 
dling Equipment 


REPUBLIC STEEL LOCKERS MEET ALL REQUIREMENTS for on-the-job protection of employee valuables and personal belongings. They 


provide full inside-locker roominess, sanitation, safety. Republic Steel Lockers combine smart styling and design with simple con 
struction for fast, easy installation. The Bonderized finish is locked on 


rust is locked out. Maintenance costs ore held to an absolute 
minimum. Available in many types and sizes for every industrial plant. Repub ic’s Berger Division offers complete planning and 
nstallation service. Send coupon today for more information 


REPUBLIC STEEL CORPORATION 
DEPT. PH -5505 


1441 REPUBLIC BUILDING e CLEVELAND 1, OHIO 
DC Have a Pig Iron Metallurgist call. 
é P Send more information on: 
Wolds Whideal Kange 0D Chateaugay O Northern Pig Irons 
0 Southern Pig Irons 


< Tanda. Stacks ana OC) Materials Handling Equipment Lockers 


Name— —_ 


SweZ fZ f ti Company___ 


Address 


el cemmmnaes 
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NOW for the FIRST TIME 


the ORIGINAL 
SULLY 
SITIV 


LOCK WASHERS 


AT NO EXTRA CosT! 


This Is The Machine 
That Makes It Possible 


Be SURE with NON-LINK 
POSITIVE Lock Washers — 
the ‘barbs’ make 
the difference 
This illustration shows how 
NON-LINK POSITIVE Lock 
Washers combine the advan- 
tages of tooth-type washers 
with the proven spring-power 
of regular lock washers. Ar- 
rows point to the teeth or 
“*barbs’’ in both the nut and 
the bearing surface At the 
same time, the spring-power 
maintains the tension which 
assures a permanently tight 

assembly 


Automation Eliminates 
Costly Operations 


A new, high-speed fully automated proc- 
ess (Patent Pending), developed by 
POSITIVE produces these superior lock 
washers at low cost because it eliminates 
slow, costly manual operations formerly 
required. As a result, you can now buy 
NON-LINK POSITIVE Lock Washers 
in 9 Popular Sizes (A.S.A. Medium) at 
the same price you are paying for con- 
ventional spring lock washers. 


9 Popular Bolt and 
Screw Sizes (A.S.A. Medium) 
3/16", 1/4", 5/16", 3/8”, 7/16", 
1/2”, 9/16", 5/8", 3/4” 


Test their superior holding power and 
be convinced that they combine all the 
advantages of tooth-type washers with 
those of live action spring lock washers 
NON-LINK POSITIVE Lock Washers 
have long been known as the sure way 
to keep bolts and nuts tight —and re- 
member, now you can buy them at the 
same price as regular lock washers. 


Send for FREE Trial Order 


If you will write us on your company letterhead, we'll gladly send you 
FREE a small quantity of NON-LINK POSITIVE Lock Washers in any or all 
of the 9 popular sizes listed above (A.S.A. Medium Section). 
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Ann Arbor Sponsors 
Course 


On March 21 the Ann Arbor 
Chapter of the National Associa- 
tion of Purchasing Agents, in con- 
junction with the University of 
Michigan speech department, will 
sponsor its second annual full day 
training conference in “Business 
Communications.” 

The program will feature small 
group discussions on conference 
methods, brain-storming, public 
speaking, persuasion, and how to 
participate in radio and television 
programs. There will be a lunch 
eon program featuring a talk on 
“Materials Management.” Persons 
interested in attending should con- 
tact the Ann Arbor Chapter by 
writing them in care of P. O. Box 
+347, Ann Arbor, Michigan. 


Denver P.A.’s Cover 
Standardization 


A meeting of the Purchasing 
Agents Association of Denver held 
at the Brown Palace Hotel fea- 
tured an excellent program put 
on by the standardization commit- 
tee. Ken Huston and Lou Harder 
each gave a short talk on the 
“Aims and Rewards of Standard- 
ization.’ In addition, there was a 
panel discussion covering stand- 
ardization or value analysis in 
large, medium, and small com- 
panies. The panel was made up of 
fellow members who have had 
some experience in this field, 


Metropolitan Purchasers 
Club Starts New Year 


The Metropolitan Purchasers 
Club held its first meeting of the 
new year at the Chateau Restau- 
rant. The evening was devoted to 
the second session of the associa- 
tion’s purchasing course. The first 
half of the session, Scope of Pur- 
chasing Authority and Responsi- 
bility, was held prior to dinner. 
The second half, Position of Pur- 
chasing in the Organization, was 
completed after dinner. 
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FINEST in bearing performance 


... BEST in bearing service 


YOURS with BCA 








i: 
[= 
BCA PERFORMANCE 


Dependable performance over extra 
long life . Mee Sate tttactatel Mme bats (-) am dat) 
severest kind of service . . . are routine 
experience with users of BCA ball bear- 
ings. They are widely used as original 
equipment as well as for replacements 
in automotive, agricultural and in- 


dustrial applications. 


’ 


| 


$i 


’ 


} 
: j ‘¢= 





¥ 












BCA SERVICE 


A background of 60 years of specializ- 
in bate MbbaW@e dal Wns (-\slesetme bale Mb aalobaltticlotatta- Me}: 
| _— ‘Ce quality ball bearings assures you of 
iw \ oaULe Ubi tc MMM c-tol ababloted MMos h'plel- Metal: Melt 
ja St ce baler . whatever the bearing 

. ’ application. 







Working closely with engineers and 
manufacturers, BCA has frequently 
been able to contribute much to the 
solution of bearings problems, econo- 
mies in production and improvement 
baW-lesbbSobaat-sab@iel-sacedsaatetalelF 









~ Web atten tt Mb iC-> sb osUbta mB baMbaalebaltbcelelatba bate, 

permits BCA to give you immediate 

Hl service and prompt, as-promised 

E delivery . . . whatever your bearing 
‘, requirements. 










‘ ; Bearings Company of America Di- ‘ 
vision, Federal-Mogu1-Bower Bearings, 
Inc., Lancaster, Pa. 


BEARINGS COMPANY OF AMERICA 


<, BCA 
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How a 


purchasing director’s 


competitive analysis 





<i> Purchasing Director Dave 


Beach (left) and Bay State distributor 


Sherwin Haskell (right) discuss chart 
showing test results, 
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When a supplier thinks up ways to make a product test more rigid, you’ve 
really got something in Value Analysis. 


That’s what happened when David D. Beach, Purchasing Director for 
Malleable Iron Fittings Co., Branford, Conn., decided to try to cut snagging 
wheel costs by eliminating the less efficient wheels among many different 
brands in use at M. I. F. He got the Engineering and Production Departments 
to set up a series of tests in which the comparative performances of 24 x3°x 12 
wheels from eight different manufacturers were to be rigorously compared 
over a period of several months. 


Then Sherwin Haskell, of Bay State distributor, Perrigo, Inc., New Haven, 
suggested using a Time-Energy Analyzer to compute contact time and 
power consumption over the life of each wheel. This made it possible to 
compare all cost factors accurately. 


cut snagging costs at M.I.F. 


Higher grinding pressures were used to increase production. This required a new Bay pecification that 


resulted in deeper cut, less wheel bounce and maximum wheel ec: 


Results showed that the Bay State wheel turned in the lowest cost per 
pound oO; metal removed. So it became M. I. F.’s standard snagging wheel. 
And Sherwin Haskell had the satisfaction of knowing that he had helped 
cut costs for one of the biggest combined malleable iron and steel foundries 
doing custom work in the entire country. 


Like all Bay State representatives, Haskell not only knows the answers 
to ordinary grinding problems, he often comes up with wnusual cost-cutting 
ideas, too. Why not talk to your Bay State man? Better grinding at lower 


cost that 7s his hus ness. 


> BAY STATE 


Ss BRASIVES 


Bay State Abrasive Products ( Westboro, Massachusetts 


In Canad fay t . brasive Products Co., (Canada Ltd., Brantford (ontar 


Branch fhice ; tol, Conn., Chicago, Cleveland, Detroit, Pittsburgh. Jistribut All principal cities, 
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Dry 

Chemical 

in 2, 5, 10, 20 
and 30-Ib. sizes 


Carbon 
Dioxide 
in 212, 5, 10, 15 
and 20-Ib. sizes 


Pressurized 
Anti-Freeze 
in 2'2-gal. size 


Pressurized 
Clear Water 


in 2'2-gal. size 


= 


They ALL Work 


AMERICAN [AFRANCE, 


Squeeze-Grip EXTINGUISHERS 


With only one method of extinguisher opera- 
tion to bear in mind, any of your personnel, ir 
any location, can pick up an American LaF ranc« 
squeeze-grip extinguisher and put it to work 
instantly! To operate just pull a pin, squeeze 
grip-levers together, direct discharge at the 
fire — a single procedure for all of these types. 

With these and other American LaFrance 
squeeze-grip extinguishers, you can provide 
split-second protection against all classes of fire. 


RICAN 
JAFRANCE 


Your American LaFrance representative is fully 
qualifie d to he Ip vou select exac tly the right equip 
ment for your fire hazards. His recommendations 
are from the world’s widest selection of fire protec- 
tion equipment. For the full story, write for Catalog 
No. 571. American LaFrance, Division of Sterling 
Precision Corporation, Elmira, N. Y. In Canada, 
LaFrance Fire Engine and Foamite, Ltd., Toronto. 











PROTECTION 
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New England Ass’n 
Sponsors Purchasing 
Course 


The New England Purchasing 
Agents Association is sponsoring 
a basic purchasing course to be 
given by Northeastern University. 
The course presumes a working 
knowledge of purchasing, since it 
has been designed especially for 
members of the association, all of 
whom are engaged in purchasing 
work. However, aside from that 
the course is comprehensive and 
touches all the fundamentals of 
the techniques of the procurement 
function. 

Getting the course underway is 
the result of many hours of effort 
by the members of the associa- 
tion’s education committee work- 
ing with a faculty committee 
headed by Dean Albert E. Everett, 
director of the evening division, 
Northeastern University. 


British Columbia 
Round-Up 


At the 295th General Meeting 
of the Purchasing Agents Associa- 
tion of British Columbia, three 
new members were introduced 
and each received a Roster of 
Members and an issue of “Pur- 
chasing In Western Canada” from 
President, C. A. Elkington. 

The new members were: Harold 
Purdy, Vancouver Pacific Paper; 
George Cookshin, B.C. Electric 
Co. Ltd.; Ken Hawkins, Wilkin- 
son Co, Ltd. Including the new 
members, the total of registered 
membership added up to 299. An 
orchid was given away by Presi- 
dent C. A. Elkington for out- 
standing association participation. 
The man of the hour was none 
other than J. E. (Jack) Orange 
of Straits Towing Ltd., and well 
he deserves such recognition. 

Another first at this outstand- 
ing meeting was the introduction 
of companies to the association 
gathering. Gerry Beach, purchas- 
ing agent for Crown Zellenbach 
Canada Ltd., outlined in detail 
his company’s history and func- 
tion, and gave a good coverage 

(Please turn to page 178) 
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Bearing Buying Guide 


NO. 1 A REPORT ON FAFNIR BEARING DEVELOPMENTS AND DISTRIBUTION ACTIVITIES 


CONTACT OR SLINGER TYPE SEAL 
... EACH HAS A PURPOSE 


Fafnir-originated Wide Inner Ring 
Ball Bearings are available with either 
Plya-Seals (contact type) or Mechani 
Seals (slinger type Fach type seal is 
designed for a particular kind of service. 


For machines with slow to moderate 
speeds operating in a dust or moisturé 
laden atmosphere, bearings with Plya- 
Seals offer positive protection against 
contaminants. Such bearings are prac 
tically impervious to dust, lint, dirt or 
moisture. Their flared lip seals of resil 
ient Buna N rubber-coated fabric ride 
in firm contact with ground outside sur 
face of inner ring. Flared lip seals will 
not push in. Wide Inner Ring Bearings 
with Plya-Seals are used extensively 
throughout the food processing, textile, 
air-conditioning, mining and farm 
equipment industries. 


PRESSED STEEL TAKE-UP UNIT 


This recent addition to the Fafnir 
Line of Power Transmission Units is a 
low-cost light-duty, pressed steel take-up 
unit, designed for adjustable shafts and 
belt tightening devices where extra 
weight and capacity are not needed 
Available in two basic sizes covering 
eight different shaft dimensions from 
Me” through 114”, the new unit is 
adaptable to cither guide-tvpe or bolt 
type methods of mounting. It can 
accommodate misalignment during 
take-up adjustment. The extended inne 


For machines with moderate to fast 
speeds calling for frictionless seals, 
bearings with Mechani-Seals (friction- 
less, slinger type) meet exacting re- 
quirements. Close running clearance 
between two “dished” steel plates as- 
sures effective sealing. Rotating outer 
plate integral with inner ring acts as 
slinger to throw off contaminants. 


Fafnir-originated Wide Inner Ring 
Bearings with self-locking, cam-type 
collar are incorporated in all Fafnir ball 
bearing power transmission units and 
are used for machine applications as 
well. They are available in two general 
types, the rigid and self-aligning. Where 
seals are involved, the Mechani-Seal 
type is interchangeable with the Plya- 
Seal type ... both types are factory- 
lubricated for life of bearing. 


ring type of bearing is equipped with 
Plva-Seals and the Fafnir originated 
self-locking collar. Pre-lubricated, the 
bearing needs no in-service attention. 





SERVICE IMPROVEMENTS 


Within the past few years, The 
Fafnir Bearing Company has strength 
ened its customer services through 
larger branch office facilities, better 
warehouse facilities and new branch 
offices. In 1958, Fafnir's Moline, IlL., 
branch office operations were trans 
ferred to larger and more convenient 
offices . . . the Indianapolis branch office 
and warehouse were relocated in larger 
quarters . . . the San Francisco branch 
office and warchouse were shifted to a 
spacious new building in Millbrae . . . 
and the Dallas branch office and ware 
house were relocated into a new modern 
one-story brick building (see illustration 
above). These moves are evidence of 
Fafnir's determination to provide the 
most extensive and efficient service pos 
sible to customers. 


DECIMAL EQUIVALENT 
WALL CHART 


If you have use for a decimal equiva 
lent wall chart printed on plastic-coated 
paper, ask your Fafnir Representative 
Chart measures 18” x 24”. Figures are 
bold . . . easy to read at a glance. Sim 
plifies job of coverting from fractions 
to millimeters and decimal equivalents 
or vice versa. The Fafnir Bearing Com 


pany, New Britain, Connecticut 


Branch Offices: Atlanta* ¢ Baltimore * Boston (Cambridge )* 
Charlotte* * Chicago* * Cincinnati * Cleveland « Dallas* 
Denver* * Detroit* * Houston * Indianapolis * Kansas City* 
Los Angeles* * Memphis* * Milwaukee * Minncapolis* 
Moline * New Orleans (Metairie) * New York (Woodside)* 
Philadelphia* ¢ Pittsburgh* * Portland, Ore.* * Rochester 
San Francisco (Millbrae)* * Seattle* 


FAFNIR 


BALL BEARINGS 


M T MPLETE nw 
*Includes warehouses 
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stop costly motor 
silures... 


WITH DOW CORNING SILICONE INSULATION 





<tr enwerh  & 


i} | 
_ \ qj 


i ye 


Silicones handle overloads for a fan motor here . . . . and here up-rate the power of a press 


NEW MOTOR OR REWIND ... SILICONES ADD DEPENDABILITY 


Motors insulated with Dow Corning Silicones In hot areas, damp or corrosive atmospheres, 
have greater resistance to heat, overloads, or on tough duty cycles, motors insulated with 
moisture, and corrosion. This means they give Dow Corning Silicones are more dependable 
you longer, more trouble-free service life. For by far. Whether you buy new motors or have 
example, the fan motor above often operates old ones rewound . . . Specify Silicone Insula- 
at a 30% overload; the press motor with- tion and Save. 

stands both high ambients and overloading. 


YOUR BEST SOURCE FOR ALL SILICONES... DOW CORNING 


Adhesives, defoamers, lubricants, cosmetic and These and many other Dow Corning Silicones 
polish additives, electrical varnishes, paint are cutting costs for industry . . . and are help- 
resins, intermediates, Silastic” (silicone -ubber), ing to make good products better. For more 
Sight Savers’, paper coatings, laminating information, call the branch office nearest you 
resins, water repellents, and release agents. or write direct to Dow Corning, Dept. 2014. 


When you consider the entire cost, 
silicones cost less. first in 
silicones 


Dow Corning CORPORATION 


MIDLAND. MICHIGAN 


AY STON CHICAGO CLEVELAND DALLAS LOS ANGELES NEW YORK WASHINGTON, DB. C 
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In women’s washroom at Con 
necticut General mirrors are 
placed over lipstick bars, rather 
than over washbow!s, to reduce 
the incidence of drains clogged 
by hair and bobby pins 


i 


Fountain unit for Connecticut Gen 
eral’s print shop employees is cen 
tered in the room. Towel dispensers 
located a short distance from the 


sree cere fountain draw employees away to 


avoid congestion, speed washing 


At Connecticut General Life Insurance Co., Bloomfield, Conn., Mr 
Raymond I. Benjamin, Building Superintendent says: “Our new, 
modern oifice building has been planned to prevent jam-ups 
during rush hours. Principles of washroom design, advocated 
by Scott Paper Company's Washroom Advisory Service, were 


adopted to help us overcome washroom traffic problems 


Scott's Washroom Advisory Service 
offers free booklet on principles 

of washroom design for efficiency, 
pleasant appearance, low upkeep epee ety sche pre 


a ee 


Notice wall-mounted washbowls in 
men’s room a Scott suggestion 


Scott's experience in helping to design and remodel 
nearly a million washrooms for industry is distilled 
SCOTT PAPER COMPANY 

Department P-92, Chester, Pennsylvania 


in this ilustrated 32-page booklet we'll send you 


without cost or obligation. Send for it today 


() Send me a free copy of the Scott Washroom Advisory Serv- 


ice booklet 


WASHROOM 
SCOTT PAPER Bata4 ela 7 


SERVICE { existing washrooms for more efficiency, easier maintenance 


Ci) I'd like to see Scott's 14-minute film on how to remodel 


Title 
Company 
Address 


City 
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We're Still Looking for 


a Pipe Fitter 
Who Doesn't 
Prefer 
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... It’s the only pipe 
wrench for my money. 


I've got work to do!”’ 


THREADED PIPE...!t’s Tight... it’s Best... Costs Less! 


For More Information Write No 


291 on Inquiry Card—Page 32 
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(Continued from page 174) 


of their purchasing department’s 
operation. Also Bill Hyslop, pur- 
chasing agent for Vancouver 
Equipment, in like manner ac- 
quainted his company to the mem- 
bership. It is hoped that at the 
general meetings each member 
will have an opportunity to intro- 
duce his company to the associa- 
tion members. 

The guest speaker, W. J. Her- 
bert, supervisor, special events, 
Canadian Broadcasting Corp., was 
introduced by Bob Norrie of Gen- 
eral Construction. Mr. Herbert 
who has recently visited Japan 
spoke on “Impressions of the 
Orient 1958.” 


New England P.A.’s Hear 
Traffie Expert 


Theme for the first New Eng- 
land Purchasing Association meet- 
ing of 1959 was “How A Better 
Understanding of Traffic Can Help 
the Purchasing Agent.” 

The evening speaker was Carl 
P. Tomm, a veteran of 20 years 
in all methods of freight trans- 
portation, and now manager, 
Piggyback Operations, Boston & 
Maine Railroad, and general man- 
ager of the Boston & Maine Trans- 
portation Company. He is well 
qualified to talk about Piggyback, 
the transportation of highway 
trailers on railroad flat cars. He 
told how it came about, how the 
practice is expanding, and de- 
scribed the variety of ways it 
operates on different railroads. He 
mentioned the types of equipment 
in use and discussed the advan- 
tages and limitations of each. 


“How would you like your Purchas- 
ing dollar to stretch like this? .. .” 
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Sectional view Powell Screwed Gland Lubricated Plug Valve. 


Like all Powell Valves, Powe ibricated Plug Valves are 
superior in their field i 


other conventional types of Vals 


@ Cavity-free straight passage assures streamlined flow 


advantages Ove! either direction. Scale and sediment cannot collect 


es led : Powell Lubricated Plug Valves are available sizes 

simple design: only three da part ody mnet iug . 
P through 16", depending on the type required —Semi-steel 175 

ose or open and 200 pounds WOG ;—Carbon Steel ASA | S0and 300 pound 


} 


@ Quick, complete shut-off—a quarter turn will cl 
the valve 


Powell can also furnish Lubricated PI Va 
Tapered Plug assures posit eating ee 


ig ives 
alloys on special order. 


Machined surfaces of plug an dy are not exposed in 
the open position. Any media ¢ 
the closed position is removed when plug is rotated local Powell Distributor—or write directly to 


o the plug when in For all your valve needs, make it a pol 


Hey 


THE WM. POWELL COMPANY 


Dependable Valves Since 1846 e Cincinnati 22, Ohio 
For More Information Write No. 292 on Inquiry Card—Page 32 
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a steel warehouse at your receiving platform when you want it! 


Carpenter's big network of mill-branch service-centers gives you all the benefits of a large nearlhi 
} o £ Yy g Yy 


inventory, yet relieves you of the problems of space, investment, and labor that usually go with it. 
Complete stocks of tool, stainless and alloy steel reach your receiving platform with no more effort 
than calling your own stockroom. You'll add new experts to your staff . .. Carpenter representatives 
have practical experience with your kind of problem. Call Carpenter. Youll gain operating flexibility 
with no new cost problems. The Carpenter Steel Company, 182 W. Bern Street, Reading, Pa. 


arpenter: * 


mill-branch warehouse service 
mill-branch warehouses, offices and distributors in principal U.S. cities 
consult your local telephone directory 


J 


an 


For More Information Write No. 293 on Inquiry Card—Page 32 For More Information Write No. 294 on Inquiry Card—Page 32> 
180 PURCHASING 





Cr AY La R Il) DEPENDABILITY 


KEEPS YOUR PRODUCTION ROLLING 


You get a clear track to corrugated boxes when you signal 
Gaylord to start the run. In all lines of industry, Gaylord has a 
well earned reputation for delivering the packaging . . . so you 


can package and deliver the goods . . . on schedule. 


Regular corrugated containers in big volume runs, or engineered 
packaging, give your G-Man the green light . . . keep production 


rolling profitably. 























PLANTS COAST TO COAS 


CONTAINER CORPORATION 





pivision of Crown Zellerbach Corporation 


S 





PICTURE OF PRODUCTION BUYER SOLVING 


ALABAMA 

BIRMINGHAM 

Hinkle Supply Co., Inc. 

The George F. Wheelock Co. 
MOBILE 

Oliver H. Van Horn Co., Inc 
ARKANSAS 

LITTLE ROCK 

Lyons Machinery Co 
ARIZONA 

PHOENIX 

Arizona Hardware Co 


Ducommun Metals & Supply Co. 


TUSCON 
Arizona Hardware Co. 


CALIFORNIA 

LONG BEACH 

American Wholesale Hdwe. Co 
LOS ANGELES 

California Nut & Bolt Co 
Ducommun Metals & Supply Co 
Keliher Hardware Co 

The R. J. M. Company 

Union Hardware & Metal Co. 
Warren & Bailey Co 

SAN DIFGO 

Ducommun Metals & Supply Co 
Western Metals Supply Co 

SAN FRANCISCO 

A. J. Glesener Co , Inc. 

C. W. Marwedel 

Pacific Metals Co., Ltd 


COLORADO 
DENVER 

M. L. Foss, Inc 
Hassco, Inc 


CONNECTICUT 

BRIDGEPORT 

Lindquist Hardware Co. 
HARTFORD 

Laurel Supply Corp 

Tracy, Robinson & Williams Co 
NEW HANEN 

American Supply Co 

NORTH HAVEN 

Page, Stecle & Flagg Co 
STRATFORD 

Ellsworth Steel & Supply Co 
DISTRICT OF COLUMBIA 
WASHINGTON 

Lyon, Conklin & Co., Inc 

York Corrugating Co 


FLORIDA 

HIALEAH (DADE COUNTY) 
Marshall Bolt & Nut Co 
TAMPA 

J. M. Tull Metal & Supply Co., 


GEORGIA 

ATLANTA 

Atlantic Sheet Metal Corp 
Conklin Tin Plate & Metal Co 
Pye-Barker Supply Co 

J. M. Tull Metal & Supply Co., Inc 
ILLINOIS 


CHICAGO 

Albany Steel & Brass Corp. 
Samuel Harris & Co 

Indiana Cap & Set Screw Co 
Langdon Industrial Supply Co 
Lebovitz Bros 

B. R. Paulsen & Company 
Pulver Machinists Supply ¢ 
ROCKFORD 

Samuel Harris & Co 
WAUKEGAN 

Samuel Harris & Co. 


INDIANA 

FORT WAYNI 
Mossman-Yarnelle Supply Co 
INDIANAPOLIS 

Service Supply Co., Inc 
Vonnegut Hardware Co 


IOWA 

CEDAR RAPIDS 

Globe Mach. & Supply Co 
»YAVENPORI 

Globe Mach. & Supply Co 
DES MOINES 

Globe Mach. & Supply Co 
SPENCER 

Globe Mach. & Supply Co 
KANSAS 

WICHITA 

Elifeldt Mach 

Standard Prod 
KENTUCKY 

LOUISVILLE 

Neill-LaVielle § 

PADUCAH 

Henry A. Petter Suppl 
LOUISIANA 

BATON ROUGE 

Oliver H. Van Horn Co., Inc 


NEW ORLEANS 

Dixie Mill Supply Co., Inc 
Oliver H. Van Horn Co., Inc 
SHREVEPORT 

Oliver H. Van Horn Co., Inc 


MARYLAND 

BALTIMORE 

L. A. Benson Co., Inc. 
Lyon, Conklin & Co., Inc. 


MASSACHUSETTS 

BOSTON 

G. R. Armstrong Mfrs. Supplies, Inc 
Chase, Parker & Co., Inc 

Haymarket Hardware Co 

Stamas Metal Products Co., Inc 
CAMBRIDGI 

\ustin-Hastings Company 
Kaufman's Industrial Hdwe. Co 


Lynn Hardware Co. 
SPRINGFIELD 
Carlisle Hardware Co. 
Stacy Supply Co 
MICHIGAN 

YE TROUT 
Charles A. Strelinger Co 
RAND RAPIDS 

Hayden Supply Co 
MINNESOTA 
MINNEAPOLIS 

Minnesota Steel Supply Co 
Vincent Screw & Bolt Division 
MISSISSIPPI 
JACKSON 
Mississippi Foundry & Machine Co., Inc 
Oliver H. Van Horn Co., Inc 


MISSOURI 
KANSAS CITY 
Ellfeldt Mach. & Supply Co 
Ss Is 
Brauer Supply Co. 
Sligo, Inc 
NEBRASKA 
MAHA 
Paxton & Gallagher Co 
NEW HAMPSHIRE 
NASHLA 
Edgcomb Steel of New England, Inc. 
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A BULK § 


NEW JERSEY 
BELLEVILLE 

Tri-County Industrial 
JERSEY CITY 

Edward Ruskin 

York Corrugating Co 
NEWARK 

The Abrasive Machine & 
Industrial Bolt & Nut Co 
NORTH PLAINFIELD 


S 


Laurel Wholesale Hardware Co 


PALISADES PARK 
Secure Fastener & 
PASSAIC 

Wholesale Hardware 
TRENTON 

Warren, Balderston Co 


NEW YORK 
BROOKLYN 

David Levow 

National Bolt & Nut Co 
BLEFALO 

Don F. Johnson Co 
R. C. Neal Co., Inc 
ELMIRA 

Gierston Tool Co., 
JAMFSTOWN 
Gierston Tool Co., 
NEW YORK 

Morris Abrams, Inc 
Colonial Hardware Co 
Industrial Fasteners Corp 
Kass Hardware & Supply ¢ 
D. E. Kesseler Co 
Keystone Bolt & Nut Corp 
ROCHESTER 

R. C. Neal Co 
SYRACUSE 
LeValley 


Tool ¢ 


Co., I 


Inc 


Inc 


. Inc 


McLeod, Inc 


inton Supply Co 
CINCINNATI 
E. A. Kinsey Company 
CLEVELAND 
The W. Bingham Co 
Kimball Company 
White Tool & Supply Co 
COLUMBUS 
E. A. Kinsey Co 
Vorys Brothers 
YAYTON 
E. A. Kinsey Co., Inc 
Ohio Metal & Mfg. Co 


Inc 
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C 


oO 


REW DELIVERY | 


hon 


OKLAHOMA 

)KLAHOMA CITY 

Hart Industrial Supply Co 
TULSA 


Hart Industrial Supply Co 
OREGON 


PORTLAND 

American Steel Warehouse Co 
J. E. Haseltine & Co 

Pacific Metal Company 


PENNSYLVANIA 
ERIE 
Erie Industrial Supply Co 
LANCASTER 
Harold E. Smitt 
PHILADELPHIA 
Alden Supply Co., Inc 
Carter, Donlevy Co 
Maddock & Company 
r. C. Ulmer, Inc 
ISBURGH 
tandard-Machinists Supply Co 
FADING 
homas Body 
YORK 
York Corrugating Co 


RHODE ISLAND 
PROVIDENCE 
Franklin Supply 


TENNESSEE 


MEMPHIS 
Lewis Supply Co 


TEXAS 

DALLAS 

Bosco Bolt, Nut & Screw Co 
Moncrief-Lenoir Mfg. Co 
FORT WORTH 


rH. Var 


pson Co 


Cc 


Co 


Inc 


Parts Co 


Co 


Oo Horn Co., Inc 


icrief-Lenoir Mfg. ¢ 
nlron & Steel Co 
r H. Van Horn ¢ 


Mo 
Pede 


o 
o., Inc 
Tool & Supply Co., Inc 
f-Lenoir Mfg. Co 


r Mfg. Co. 


no 
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Not a thing to worry about... 

the job's being taken care of right now 
by his local P-K® BULK-STOCKING 
DISTRIBUTOR. You, too, can take 
advantage of this ever-ready service. 
Your nearby industrial distributor has 
Parker-Kalon quality fasteners on-the-she/f 
and immediately available. He's your 
fastener stockroom and he is practically 
‘around the corner’’ from your plant. 
USE HIM FOR YOUR PRODUCTION-RUN 
QUANTITIES, EMERGENCY LOTS, 
STANDARD SIZES—WHATEVER YOU 
MAY NEED IN FASTENERS 


CONTACT THESE P-K BULK-STOCKING 
DISTRIBUTORS TODAY, TOMORROW, ANY- 
TIME FOR SAMPLES, TECHNICAL DATA, 
AND IMMEDIATE DELIVERY FROM STOCK 


XO) 5) 6 OL) ee 


UTAH 


SALT LAKE CITY 
Pacific Metals Co., Ltd 


VIRGINIA 
RICHMOND 
Southern Railway Supply Co., | 


WASHINGTON 
SEATTLE 

Campbell Industrial Supp! 
SPOKANE 

Eagle Metals Co 

J. E. Haseltine & Co 
TACOMA 

Campbell Industrial Supp! 


WISCONSIN 
MIL WAUKEI 
Mortenser Industrial Supply Co., lr 


CANADA 
BRITISH COLUMBIA 


VANCOUVER 
Black Bros., Ltd 
Marathon Equipment & Supply Ltd 


ONTARIO 

HAMILTON 

Vallance, Brown & Co., Ltd 
LONDON 

Thames Industrial Suppl 
TORONTO 

Aikenhead Hardware, Ltd 
Marathon Equipment & Supply Lt 
Railway & Power Eng. Corp., Lt 


QUEBEC 
MONTREAIL 
Caverhill 


Lid 


PARKER-KALON 


fasteners 


PARKER-KALON DIVISION, Gen { 
Corporation, Clifton, New Je 


KEEP AMERICAN INDUSTRY Al W 


Learmont & Co 


RK r 
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Gentlemen — here she is — the one and 
only one — the Borroughs Shelf 
Support Bracket that makes 


BORROUGHS 
STEEL SHELVING 


the most simple, most flexible, most rapidly 
assembled shelving on the market...bar none! 


Here’s all you do! You merely insert 
Borroughs’ exclusive Shelf Support Brackets 
into post slots — then tilt shelves into 
brackets —and that’s it — you're finished! 
— and your shelves are ready for loading. 
There’s no fumbling with studs, bolts, nuts or lock washers. Except for the top shelf 
(2 bolts and 2 nuts), no other bolts or nuts are required for shelves. And gentlemen, remember 
this — you need no special tools for assembly of any unit. Each individual unit is complete 
in itself — any unit or shelf can be moved independently. Write today for more facts. 


Represented in Sweet's Catalog 
Plant Engineering File 4G BO 


BORROUGHS MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3014 NORTH BURDICK ST. amp. KALAMAZOO, MICHIGAN 
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Rhode Island P.A.’s 


Hear About “Investments” 


The Rhode Island Purchasing 
Agents Association is indebted to 
the well known investment firm 
of Brown, Lisle and Marshall for 
a recent program, the subject 
of which was “Investments.” 

A sound movie, showing the 
inner operations of the New York 
Stock Exchange, opened the pro- 
gram. A short explanatory talk 
followed the movie. 

The meeting closed with a ques- 
tion and answer period in which 
George Cabot, Everett Sykes, and 
Joseph Pothier, Jr. of the Brown, 
Lisle & Marshall organization 
gave answers to the many ques- 
tions on investments which came 
up. 


Space Flight Talk to 
Cleveland P.A.’s 


The Purchasing Agents Asso- 
ciation of Cleveland recently 
heard about “Space Flight on the 
Installment Plan” by Uwe H. Von 
Glan, chief, flow physics branch, 
NASA-Lewis Research Center. 

Mr. Von Glahn explained what 
the current missile realities—the 
Titan, the Atlas, the Minute Man 
—mean to all of us. He discussed 
the economics of space flight, and 
indicated how manned space mis- 
sions could be best accomplished. 


Buffalo Ass’n Hears 
Chemist 


The Purchasing Agents Asso- 
ciation of Buffalo met recently at 
the Hotel Sheraton. The associa- 
tion honored one of its outstand- 
ing former members, Jack Ruther- 
ford. 

Guest speaker for the evening 
was Mr. Shirley Gale of the 
American Cyanamid Company of 
New York. Mr. Gale’s subject was 
Chemistry on a Cosmic Scale. Mr. 
Gale is well equipped to handle 
this vast subject, having been re- 
search and development chemist 
for his company. He is known as 
the “Dean of Lecturers” at the 
Hayden Planetarium, 
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Wire rope users in 
every field report 


low operating costs 





American Steel & Wire 
Division of 


Tiger Brand Wire Rope is the first choice in all fields 
because it’s made to unvarying quality standards. It 
possesses strength, toughness and flexibility in the right 
combination to stand up tirelessly under long, hard 


service. 


Its Excellay Preformed construction makes it easy 
to handle . . . quick to install. It requires shorter break- 
ing-in period . . . has less tendency to loop, kink or 
whip . . . it hugs sheaves and drums at all speeds. And 


it offers the highest resistance to bending fatigue. 


You can depend on Tiger Brand to help reduce 
operating costs . . . to do a more efficient job in any 
service calling for quality in wire rope. That’s why 
there’s more Tiger Brand in use than any other make. 
Call us today for any type of wire rope you need. Or 
write American Steel & Wire, Rockefeller Building, 


Cleveland 13, Ohio. USS and Tiger Brand are registered trad 


emarks 


United States Steel 


















Research tests in SKIL’S lab- 


oratory prove SKIL 4° drill 





pierces %° steel in 1.26 
seconds under 350 lbs. 
pressure. Other drills stalled 
with only 250 Ib. load. 





how SAZZ research 
helps solve tool-users’ 


problems 


When you get right down to it, the main 
purpose of the existence of the Skil Corp. 
is to help the users of Skil tools solve their 
problems quicker, easier, better and at a 
profit. We keep this in mind in all of our 
work in the Research and Development 
Center located in our main plant in Chicago. 
(By the way, we would welcome your 
visit to see the most modern power tool 
manufacturing plant in the country, 
next time you are in Chicago. 
This approach guides us in setting new 
trends—trends which have caused our 
friends in purchasing to look upon Skil as 
the leader in bringing forth significant in- 
novations in portable power tools. 
Outstanding Field Sales Engineers 
You have probably noticed that your well- 
trained Skil Field Sales Engineer is not 
always “looking for an order” 
calls on you. 


when he 
Yet, you'll find him to be as 
fine a salesman as you'll ever meet.) Often- 
times, he is looking for information. You 
might have an application for power tools 
involving work with new materials, and 
our salesman will want to relate this in- 
formation to the Research Department so 
that their thinking will be guided by your 
current—and future— problems. 


New Information for You, Too 
The other side of that coin is the infor- 
mation he might have for you. There is a 
never-ending stream of new developments 
and new applications of Skil tools that 
could well help you and your company cut 
production and maintenance costs, and do 
a better job. 


5 Plants and 34 Branches 

To provide you with finest delivery and 
service, Skil’s strategically located plants 
and branches assure you that you are never 
more than a day away from factory service. 
This network of facilities backs up every 
Skil product—a service that backs up your 
decision to buy products bearing the Skil 
name. 

What Is Your Current Tool Problem? 
We hope we have anticipated some of your 
upcoming tool problems. Many new Skil 
tools are being secretly tested right now in 
plants like yours throughout the country. 
If you have a problem that we can help 
solve with portable power tools, please let 
us know about it. Our research facilities 
are the finest—staffed by engineers who 
have a practical, working knowledge of the 
applications of the tools they develop. Just 
write to General Sales Manager, SKIL 
Corporation, 5033 Elston Avenue, Chicago 
30, Illinois. 

From time-to-time, we hope to keep you 
informed of what is new from Skil through 
reports such as this. In turn, we welcome 
your comments and suggestions. 

Our 35 years of experience has more than 
convinced us that this exchange of ideas is 
the key to success —both yours and ours. 


<8iling Tinds tolay for Cadership 
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BEFORE... 


Appliance manufactt 
installed leg leveling 
bolt; used square head 
fastener in crating. 


More 


AFTER... 


Circle B leg leveling bolt 
designed with Phillips head, at no extra 
cost, now does both jobs. 


save dollars 


with this sense-making idea 


LITERALLY thousands of dollars can be saved through 
the practical application of basic bolt making 


principles designing and specifying fasteners. 


In the actual case shown, savings were pyramided through 
reduced inventory, handling, purchasing and 


production time; while one part was eliminated entirely. 


To make this basic information available, Buffalo 
Bolt Company has drawn on over 100 years of experience 
to put together a digest of these principles. 


te | 


li 


You'll find them in our new booklet, 
to specify fasteners . . 


“How 
. and save” 
it makes a 
handy guide in designing or buying any New te 


Filled with drawings and charts, 


headed parts. FA srénens | 


If you can use a copy, write to North ond Seve 
Tonawanda or ask a Field 
Representative 


BUFFALO BOLT COMPANY 
»n of Buffalo-Ec pse Corpor ation 

North soon N.Y. ¢ Princeton, Illinois 
MAKING BOTH FASTENERS AND FRIENDS FOR 100 YEARS 

@ 3 conve 

WESTERN OFFICE 
Chicago 

HArrison 7.2178 


Information Write No. 298 


nient service centers 


EASTERN OFFICE CENTRAL OFFICE 
New York City North Tonewande 
REctor 2-1888 JAckson 2400 (Buffalo 

For More Information Write No. 299 

on Inquiry Card—Page 32 
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Research Director 
at Dallas 


Philip E. Coldwell, director of 
research for the Federal Reserve 
Bank of Dallas addressed a meet- 
ing of the Purchasing Agents 
Association of Dallas on the sub- 
ject “Economic Trends in 1959.” 

Prior to this, Robert D. Crane, 
Yresser Industries, Inc., gave a 
five minute quickie on “How to 
Make a Report to Management.” 


Joseph W. Nicholson, retired City 
of Milwaukee Purchasing Agent. 


Lloyd Larson, sports editor of the 
Milwaukee Sentinel. 


Milwaukee Ass’n Sends 
Educator to Industry 


Entertainment for the ladies at 
the annual “Ladies Night” of the 
Milwaukee Association of Pur- 
chasing Agents took the form of 
two local speakers: Lloyd Larson, 
sports editor of the Milwaukee 
Sentinel; and Joseph W. Nichol- 
son, City of Milwaukee Purchas- 
ing Agent 

(Please 


turn to page 192 


PURCHASING 








@ Check the Jeffrey line when specifying 
parts or accessories for any of your mate- 
rials handling jobs. Jeffrey products have 
been time-tested on original equipment 
and as replacements in all kinds of indus- 
trial applications. Their design, materials 
and workmanship are of the finest, assur- 
ing efficient, low-cost service 

Jeffrey transmission products are widely 
known for quality and dependability. 
Many of the most popular types of chain 
were originated and patented by Jeffrey 
and since have been adopted as standard 
throughout industry. Send for complete 
data. Distributors in principal cities. The 
Jeffrey Manufacturing Company, 784 
North Fourth Street, Columbus 16, Ohio. 


CONVEYING + PROCESSING + MINING EQUIPMENT... 
TRANSMISSION MACHINERY 
CONTRACT MANUFACTURING 


For More Informetion Write No. 300 on Inquiry Cord—Page 32 
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Repeated million-pound loads in the intense heat from 375 tons of molten steel, cause no spalling or 
deformation of Rollway Bearings. 


1,122,000 Pounds Ride on 68 Rollway Bearings 


One of the largest in the world, 
this 500-ton ladle 


crane is Rollway equipped in many 


Morgan-built 


positions. 


Sixty-eight maximum-type, solid- 
cylindrical bearings—mounted with 
out inner races—lift and lower the 
1,122,000-pound weight of the lift- 
ing beam, ladle hooks, ladle and 
white-hot steel. 

Rollway Tru-Rol®type bearings 
are used in the two General Electric 
360 HP —MD-620 Hoist motors 
which lift the weight of the ladle 
and its molten metal content. 


The maximum-type bearings in 
the hoisting sheaves are mounted 
directly on the shaft without inner 
races, which greatly simplifies as- 


sembly for applications of this size. 


Thrust bearings in the 25-ton and 
75-ton auxiliary crane hooks are 
standard Rollway precision types 


with broad-area contact between 


For bearings that accomplish 
the extraordinary in an ordinary 
manner, write, wire or ‘phone 
Rollway Bearing Co., Syracuse 1, N.Y. 


eg ~~ 
» pO Fy 


Sheaves ready for assembly on shaft and 
installation in lifting beam. 
rollers and plates to prevent Brinell- 
ing and assure freedom of rotation 
under the heaviest loads. 


ROLLWAY 


BEARINGS 


GNGINEERING OFFICES: Syracuse * Boston * Chicago * Detroit « Toronto « Pittsburgh « Cleveland * Seattle ¢ Houston * Philadelphia © Los Angeles « San Franciseo 
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NOW TESTS PROVE... 
CONTOUR-WELDED * 

STAINLESS TUBING IS 
SMOOTHER! onictiness provides . 





Recent tests conducted on different types of full-finished tubing prove 
that TRENTWELD® tubing—made by the exclusive 

Contour-Weld* process—is smoother than tubing made by 

any other method of manufacture. 


TRENTWELD IS SMOOTHER THAN SEAMLESS. The walls of welded tubing 
generally are smoother than the walls of seamless because 

welded tubing is formed from uniformly rolled strip steel whereas 
seamless is extruded from a billet. The tests confirm 

this point of difference. 


TRENTWELD IS SMOOTHER THAN OTHER WELDED TUBING. These tests 

also confirm that TRENTWELD tubing is smoother than any other 

welded type thanks to Contour-Welding*, the welding ore ater corrosion resistance 
process patented by Trent that virtually eliminates the weld bead. 


WHY SURFACE SMOOTHNESS IS SO IMPORTANT. In still other tests, 

it has been proved that surface smoothness directly affects fatigue life 
—critical in hydraulic and other pressure applications... 
corrosion resistance—vital in strong chemical environments... 
particle incrustation—which must be eliminated to prevent 
product contamination. 


So, next time you need stainless or high alloy tubing, be sure you 
specify TRENTWELD. It’s also available in titanium, zirconium, 
Zircalloy and Hastelloyt, in sizes from % to 40 in. Meanwhile, why not 
get full details. Send today for the free, 50-page Trent Tubing 
Manual. Write: Trent Tube Company, Box 2518, Pittsburgh, Pa. 
+Trademark of Haynes, Stellite Co. 


less product mcrustation 


WHAT CONVENTIONAL WELDING IS 


In conventional welding of tubes, gravity pulls molten metal down inside 
the tubing to form a bead that is difficult to remove by cold working. And 
cold working may lead to undercuts, focal points for fatigue cracks and 
corrosive attacks. Cleaning becomes difficult. 





WHAT CONTOUR TRENTWELD IS 


With Contour-Welding the tube is welded at the bottom. Gravity still 
pulls the molten metal down, but now the weld area corresponds to the 
contour of the tube. There’s virtually no weld bulge on the inside sur- 
face. And even on the O.D., the weld seam more closely conforms to 
the contour of the tubing. 


Stainless and High Alloy 
Pipe and Tubing 


TRENT TUBE COMPANY Subsidiary of Crucible Steel Company of America » GENERAL OFFICES: East Troy, Wisconsin * MILLS. East Troy, Wisc.; Fullerton, Calif 
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COTTON helps relieve 
sanitation headaches at Bayer 


} 


*Fairfax Toweling used by The Payer 
Con pany Division is suppl ed hy Sani- 
tary Coat, Apron ar d Towel S epply 
Co., Trenton, N. J ¥ 


@ Sanitation is a serious matter in the drug field. The Bayer Company 
Division of Sterling Drug, Inc., attempts to cover every possible aspect of 
plant sanitation— right down to the very washrooms used by its employees. 
That’s why Bayer’s Trenton (New Jersey) plant provides cotton toweling 
for the 400 people who work there—and cotton does the job. 

Just as Bayer finds it “easier to keep washrooms clean,” countless other 
companies have found cotton toweling a valuable aid in sanitary mainte- 
nance, And still others stress cotton’s feel-at-home comfort, as a personnel 
relations factor, along with fire prevention, too. Certainly all these points 
should make it worth your while to check into cotton’s possibilities for 
your plant, building or institution. For further information, and free 
booklet on cotton towel service, write Fairfax, Dept S-2, 111 West 40th St., 
New York 18. 


Here’s How Linen Supply Works... 


You buy nothing! Your linen supply dealer furnishes 
everything at low service cost —cabinets, pickup and 
delivery, automatic supply of freshly laundered towels 
and uniforms. Quantities can be increased or de- 
creased on short notice. Just look up LINEN SUPPLY 
or TOWEL SUPPLY in your classified telephone book. 


Clean Cotton Towels... 


Sure Sign of Good Management 


ef Po, 
a * %, 
Fairtax- Towels ‘@: 
ATI 
WELLINGTON SEARS COMPANY, 111 WEST 40TH ST., NEW YORK 18, N.Y. 
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(Continued from page 188) 

Mr. Nicholson, who recently 
retired, was presented with an 
honorary membership to the as- 
sociation. 

A later meeting of the Mil- 
waukee Association featured a 
report from Brother Leo V. Ryan, 
C.S.V., assistant dean of Mar- 
quette College of Business Ad- 
ministration and a director of 
the evening division. Brother 
Ryan who recently completed a 
six-week period at the A. O. 
Smith Corp., told of his experi- 
ences there. He had worked at 
A. O. Smith under a fellowship 
established by the Milwaukee As- 
sociation, which each year selects 
a key educator to spend a six- 
week period in industry. 

Brother Ryan posed the ques- 
tion: “Is the fellowship venture 
of real value to the association?” 
His answer: “Yes.” Reasons: 
“This experience destroyed the 
fallacy of the educators in the 
ivory towers being far removed 
from the businessmen in the mar- 
ket place. It served to prove that 
the academic and the actual prac- 
tice are not far apart. Professional 
growth must be through educa- 
tion. By taking part in such an 
experience, the educator is better 
able to give the students actual 
business concepts and problems, 
preparing them more for their 
later entry into the business 
world. These are the logical ex- 
tensions of the aims and objec- 
tives of the Milwaukee Associa- 
tion of Purchasing Agents.” 


Educational Buyer's 
Purchasing Institute, 


March 9-13 


The National Association of Ed- 
ucational Buyer’s Eleventh Pur- 
chasing Institute will be held at 
the I{otel Morrison, Chicago, 
Illinois, March 9-13, 1959. 

Faculty members are: Dr. 
Bruce J. Partridge, business ad- 
ministrator, University of Dela- 
ware; and A. Paul Nestor, pur- 
chasing supervisor, University of 
Kentucky. Bert C. Ahrens, ex- 
ecutive secretary, National Asso- 
ciation of Educational Buyers, is 
the Institute Director. 
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The proper material for sintered bronze or iron bearings has always been 
a major problem to design men. Now for the first time a chart has been 
ue eC Cm a a 
characteristics of a wide range of sintered bearing materials. The best 
material for most applications can be selected by a draftsman in a 
matter of minutes. Only requests on company stationary will be honored. 


BOUND BROOK | 


BOUND BROOK OIL-LESS BEARING CO. EST 1883, BOUND BROOK. N 
‘ ‘ 
LOnALL* LA 


POWDER METALLURGY BEARINGS + PARTS 








Lifting Strains Take 
High Toll of Injuries 


Did you know that in some states one in every six compensation 
claims involves back injuries? And that one insurance company says 
back injuries constitute 60% of their claim expense? 


Hernia is another hazard of materials handling. One manufacturer 
reported 75% of his compensation claims involved hernias. This high 
incidence of hernias and back injuries can be greatly reduced by 
proper lifting equipment and methods. 


What can you do to reduce materials handling accidents? 


Here are some of the answers: 


1. Teach your workers rated load factors. 
Warn them not to overload slings. 


links may cause them to break even with a 
light load 


2. Use the right size hoist for every heavy 


4. Inspect hoist load brakes often. Slipping or 
Don’t put the load on human 


liftin I 

a es dragging brakes should never be used. 
muscle 

‘ t h ling for th . 

3. Show workers how to rig hoists properly 5. Be sure to use the proper sling for the job 

and safely. Load chains shouldn’t be used as 


slings. Previous distortion and weakening of 


Don’t assume that all slings made of wire 
rope are right for all lifting operations. 


How Sling-Leg Load Increases with Increased Fleet Angle 


i ' 


ea (Oues 
p& osm 


SUBS (eX rigs 

SNES fogs - 58) . | 

; (5 , a 

Sas BBS Has 

J iH - S , - 
YB (OX.BS ~ 
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Union Wire Rope Corporation. Spe- 
cialists in high carbon wire, wire 
rope, braided wire fabric and stress 
relieved wire and strand. 2282 Man- 
chester Avenue, Kansas City 26, 
Missouri. ) 


These four drawings show approxi- 
mate load increases on each leg of a 
bridle sling as the vertical angle of 
spread between legs increases. For 
accurate factors for the various 
angles, refer to your Tuffy Sling 
Handbook. (Don’t have one? Write 


Get Your FREE Tuffy Sling Handbook 


Gives full data on Tuffy 
Slings. Types, dimensions, 


Why Tuffy Slings Do A Better 
Job More Safely 


Tuffy Slings have a combination of 
extra strength and super flexibility. 
The patented machine-braided fabric 
is the secret. It gives Tuffy greater 
strength, faster handling, longer life, 
greater safety than ordinary slings— 
at a cost to service life ratio that fig- 
ures low. And it’s so flexible that 
kinks can be pounded out without 
material damage. 


Tuffy pressed-on ferrule gives eye- 
splice full fabric strength. The steel 
ferrule is applied under tremendous 
pressure. It literally flows into spaces 
between wires and strands. The fric- 
tion force thus created gives the eye- 
splice 100° of the fabric strength. 
And the streamlined Tuffy ferrule 
leaves no openings or rough projec- 
tions to snag or injure hands. 


Tie a knot in a Tuffy Sling? Pull it 
as tight as you can. Even if you kink 
it, it’s still easy to straighten out 
with no material damage to the sling. 


See Your Tuffy Distributor 


He’s stocked for fast delivery of all your 
Tuffy Slings and Union Wire Rope needs. 


UNION (38 Wire Kone. 





weights and rated loads. 
Also contains an expanded 
section on fittings — many 
not previously shown. Write 
for your copy now. 


OTHER SUBSIDIARIES AND DIVISIONS 


a /\ 


Subsidiary of ARMCO STEEL CORPORATION 


Armco Division + 
Armco Drainage & Metal Products, Inc. » The Armco International Corporation » Southwest Steel Products 


Sheffield Division + The National Supply Company 
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Amchem Alodine... 


EFFECTIVE 


PROTECTIVE 


PREPAINT 


CONVERSION 


COATINGS 


FOR ALUMINUM 


If you fabricate aluminum products—painted or 
unpainted—Amchem Alodine can provide you with 
an effective and protective chemical conversion coat- 
ing process of remarkable characteristics. 


Alodine’s simplicity, speed and economy as a pre- 
paint treatment has gained widespread commercial 
acceptance in a wide variety of product applications. 


Beyond product, Amchem provides the metalworking 
The Amchem Alodine process forms an amorphous industry a complete service— processes, technical and 
coating which becomes an integral part of the metal, engineering assistance, installation and _ instruc- 


enhances the natural corrosion resistance of the tion service—for corrosion protection, paint bonding, 


aluminum and provides an excellent bond for paint. or other metalworking problems. 

W rite for complete information contained 
in Bulletin 424A describing the use of 
Amchem Alodine, as well as other litera- 
ture pe rtinent to Amchem chemical conver- 


sion processe sfor the metalworki ngi ndustry. 


@ AMCHEM ALODINE 


Amchem Alodine is another chemical development of Amchem Products, Inc., Ambler, Pa. e Formerly American Chemical Paint Company 
Detroit, Mich. e St. Joseph, Mo. e Niles, Calif. e Windsor nt./Amchem and Alodine are registered trademarks of Amchem Products, Inc 
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For Round-the-Clock 
Security 
Against... 


VANDALISM 


Hwt i 


TRESPASSING 


PILFERAGE 


Call the 
ANCHOR MAN 


—expert in 
industrial protection 


How well are you protected from the 
financial drain of vandalism—from 
petty pilferage—-from costly lawsuits 
due to injuries? If you have any doubts, 
call in your Anchor Man. 

In a few minutes he can show you 
the many ways Anchor Fence is engi- 
neered for protection—for instance, 
how Anchor's exclusive square terminal 
posts give you added security by re- 
moving potential toe and hand holds. 
His visit could save you thousands this 
year alone. 

Call your local Anchor Fence office 
today. You may be more than glad you 
did. For informative literature, write: 
ANCHOR FENCE, 6615 Eastern Ave., 
Baltimore 24, Md. 


- 


- 
— 


wy owas 


AAS 
LAA, SAS 


‘ . A 4 /* - y, 
CAA ae 


\ASY 


ANCHOR FENG 





Diviwon of ANCHOR POST PRODUCTS, INC * 





Plants in: Baltimore, Md.; Houston, Texas; and Whittier 
Sold direct from factory branches and worehouses 
in principal cities 
For More Information Write No. 307 
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Emerson Electric Manufactur- 
ing Company, St. Louis, Mo., has 
acquired the Imperial Lighting 
Products Company of Latrobe, 
Pa. The new company will be 
known as Emerson-Imperial 
Lighting Company. There will be 
no changes made in its operating 
pol'cies. The company manufac- 
tures a wide variety of indoor 
and outdoor lighting fixtures, 
both residential and commercial. 
About 300 persons are employed 
in the company’s 100,000 square 
foot plant, which is about 50 miles 
from Pittsburgh. 


The Air Reduction Sales Com- 
pany, a division of Air Reduction 
Company, Inc., has announced the 
completion of a new facility for 
the production of oxygen and 
nitrogen in the Armourdale dis- 
trict of Kansas City, Kansas. 

The new plant makes high 
purity oxygen and nitrogen, and 
will serve users of industrial gases. 


Equipment Leasing 


(Continued from page 21) 

Recent surveys have shown the 
increasing popularity of leasing. 
For instance, in a National Indus- 
tr'al Conference Board survey, 
32% of the respondents report 
they are now leasing more equip- 
ment than they did five years ago. 
The NICB says overall expendi- 
tures for leased equipment and 
facilities are increasing. 

A PurcHASING Magazine survey 
on leasing (p. 15) also indicates 
greater interest among P.A.’s 
about leasing. Fifty-one % of those 
surveyed currently lease equip- 
ment and almost half plan to lease 
in 1959. A majority of the pur- 
chasing men find that more sup- 
pliers are offering leasing plans 
this year than ever before. 


List Price Plus Financing 


Industrial equipment leases are 
generally for a term of three to 
five years. The amount paid by 
the P.A. for a lease is generally 
the list price of the machine plus 
interest charges plus leasing 
charges. 

Take the case of a machine tool 
costing $100,000 with a useful life 


of ten years. For a five-year uni- 
form payment lease, the lessor 
might charge 6% annual add-on 
interest—which would include 
what he has to pay for financing 
and his own profit. Thus the cost 
of the entire lease would be $130,- 
000. Divided by 60 payments, the 
monthly lease charge comes to 
$2166.67 per month. 


Flexible Contracts 


In addition to uniform payment 
leases, manufacturers and leasing 
companies will make other types 
of leases to suit the requirements 
and needs of the individual P.A. 
Leases can be written on a straight 
line, declining balance, sum of the 
digits, or any other schedule pre- 
ferred. Some leases require that 
a prepayment of the last three or 
four months of the lease be made 
as a security deposit. 

Many leases contain an option 
to renew at a substantially lower 
cost than under original terms. In 
the instance cited above—if the 
renewal option for a five-year 
period was at 5% of the original 
lease payments—you would then 
pay 60 additional monthly pay- 
ments of $108.33 to the lessor. For 
some leases, the annual charge for 
the renewal period is as low as 
1‘ of the original sale price. 

Some companies will buy your 
present equipment and lease it 
back to you at the same time. 
They will also arrange to replace 
obsolete equipment with more 
modern machines at a slightly 
higher rental fee. Most leasing 
plans are quite flexible and can 
be adopted to the particular re- 
quirements of individual P.A.’s. 


Sources of Leases 


P.A.’s can arrange leases with 
either the manufacturer of the 
equipment or with a leasing com- 
pany. Many manufacturers have 
set up subsidiary companies to 
handle their leasing arrangements. 
Some banks offer lease plans too, 
but most of them require a com- 
pensating bank balance. 

If the manufacturer of the 
equipment you need offers a leas- 
ing plan, it is worthwhile to in- 
vestigate. Although the number 
of durable goods manufacturers 
offering their own plans is rela- 

(Please turn to page 200) 
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IN PRODUCT AFTER PRODUCT AFTER PRODUCT 
-.-. WEIRTON HOT- AND COLD-ROLLED SHEET 


In automobiles and portable TV cabinets, in air conditioners, Fe 


stoves and laundry equipment—in almost any application you WEIRTON 
can name you'll find Weirton hot- and cold-rolled sheets at work. 1 " 
Their roles: helping one manufacturer after another to produce [consaey 
standout products at low cost with no hitches in fabrication. 


You can put to good use the uniform gauge, strength and ductility WEIRTON STEEL COMPANY 
of Weirton hot- or cold-rolled sheet. WEIRTON, WEST VIRGINIA 


@ division of 


Weirton is always ready to serve your needs for quality sheets. 


For prompt and complete service just phone or write Weirton 
Steel Company, Dept. -3, Weirton, West Virginia. NATIONAL STEEL vig CORPORATION 


ow to save money 
with jet-age air freight! 


EMERY: 
AIR FREIGHT 


Pe ir oi ee 


- WORLD'S FASTEST TRANSPORTATION SERVICE - 


DOMESTIC INTERNATIONAL 


SEE WHAT YOU SAVE! 


‘ren JET AGE IS HERE. This means new markets, lower inventory, 
. “6 . "ee ae 2500 Mi. | 1700 Mi. 700 Mi. 
more sources of supply, if you take full advantage of air freight. 








Air | Air Air 


All the more reason why you should know about exclusive Emery 
Emery Express | Emery Express | Emery Express 


Air Procurement Service. Any company of any size can use it. Let us 
tell you how Air Procurement Service can fit into your purchasing pro- 50 tb. £23.54 $39.70 | $19.38 $28.50) 13.27 $12.50 


tram. Write or call us. We have offices in all major cities. 100 ib. 38.90 77 : 31.0 5.00 19.10 23.00 


200 ib. 69.00 154.80) 53.00 110.60) 29.80 46.00 





£ MERRY ain rreicHT coRPORATION 


Offices: 801 Second Avenue, New York 17, N. Y Domestic and International Service. 
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another 


NEW BOOK 


with that 
AASV 
LOOK 


36 pages on 
medium to low pressure 
hydraulic hose and tube assemblies 


REUSABLE COUPLINGS FOR RUBBER COVER HOSE 


Exclusive Eastman design 
directs flow of hose into 
machined recesses of insert 
and coupling body. Doubles 
the hold, assuring longer 
service. Pages 26 & 27 


PERMANENTLY ATTACHED FLANGE HEAD COUPLINGS 


PSX =’ 3 


Attractive, low cost perma — 


fos 
nent hose attachment—pius 
convenience of split-flange 

head couplings with 0 to 90 


ARRANGED FOR YOUR CONVENIENCE 
TO MAKE IT EASIER FOR YOU T0: 


Locate your required assemblies 
Determine the proper couplings 
Specify according to pressure 


stems permitting full 360 \ | EASTMAN '’S New Technical Bulletins on H 


positioning. Pages 20 & 21 


for 


Tube Assemblies are the talk of the trade! 
Here’s the second in the series which 
right away—Technical Bulletin No 


REUSABLE COUPLINGS FOR COTTON COVER HOSE Pressure Assemblies. Working Pressut 


Eastman engineered tw 
piece coupling can be a 
sembled without stripping 


to 


75 psi (for return suction line: 
Easy-to-use tables arranged opp 
for the entire Eastman line of Coup 


hose. (Can also be used on 4 el Clamp Type, Flange Type and Re 


thin rubber cover hose with 
out removing cover.) F 


details on pages 24 & 25 | V4 ad 


PERMANENTLY ATTACHED COUPLINGS FOR SUCTION HOSE o 7 


=~ 


Rubber Cover, Cotton Cover and Suctior 
upters and tube fittings 

This is a neces n he f 
Series of Bulletins--No. 200, on High Pre 
re that your personnel is supplied with « 
lern bulletins 


to the fir 


Sary companio 


pies 


For use on spiral wire re Write today! Send the guich service coupon below 


turn lines, Maximum or 

permits rapid return of 

draulic fluid assur | 

adequate supply from lever 

to load for top payloa 4 | 

power. See page 31 ANA 4 | 
| 
' 





SAFEGUARDING AMERICA’S LIFELINES OF MOBILE POWER | 
i 


For More Information Write 
FEBRUARY 16, 1959 


EASTMAN MFG. CO., DEPT. PM-2, MANITOWOC, WISCONSIN 


e send me ypies of Bulletin 100 on Medium to Low Pre 


emblies for l-wire braid hose 


copies f Bulletin 2 


ire braid hose 


es of Bulletin 500 on Adapter 
Name 
Company 


Address 
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Painted for keeps 


Oakite CrysCoat prevents rust, 


anchors paint to metal 


On painted metal products, rust is subversive—it attacks 
from below to cause peeling, flaking and blistering of the 
paint. The Oakite CrysCoat prepaint process, combining 
cleaning and phosphating, prevents rust—permanently. 


At the same time, a CrysCoat surface makes the perfect 
base for paint adhesion. Result: CrysCoated products 
look better, last longer. 


That’s why so many makers of famous-brand metal prod- 
ucts use the CrysCoat process to protect typewriters, metal 
desks and furniture, adding machines, household appli- 
ances, lighting fixtures... 
everything from toys to trac- 
tors. 

Who Uses CrysCoat? There’s an Oakite CrysCoat 
Shacoite.e. dilanesiaaiic phosphate Process zine or 
hendful of CrysCoat users: iron—to fit your spray or 
. tank production Jine. Talk to 
your local Oakite man, or 
write for details to Oakite 
Products, Inc., 54 Rector 

Street, New York 6, N. Y. 


Carrier 

General Electric 
National Lock 
Remington Rand 
Singer Mfg. 
Shaw-Walker 
Squere-D 
Welbilt 
Westinghouse 


oO) 
1909-1959 4 


leadership in tndustrial cleaning 


Technical Service Representatives in Principal Cities of U. S. and Canada 
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Equipment Leasing 


(Continued from page 196) 


tively small, it is increasing stead- 
ily. Despite the original hesitancy 
among manufacturers to get into 
leasing, many are using it today 
as an added sales tool. Some offer 
leasing plans through their dis- 
tributors and dealers. 

Most leasing, however, is con- 
ducted by organized leasing com- 
panies. There are many local leas- 
ing companies in various sections 
of the country, although about 
one-third of all equipment leased 
is in the east north-central states. 
Most of the volume is handled by 
a few large national companies— 
like United States Leasing Cor- 
poration, Boothe Leasing Cor- 
poration, and Nationwide Leasing 
Company, U.S. Leasing alone had 
rental receivables of almost $29 
million last year, while Boothe’s 
was only slightly less. 


Financial Data Required 


These leasing companies buy 
the equipment you want from the 
manufacturer for cash and lease 
it to you. Some leasing firms even 
train the manufacturer's sales 
force in the use of leasing as a 
sales device. You make the ar- 
rangements with the manufac- 
turer and decide exactly what 
equipment you want. The ma- 
chines and tools are delivered to 
you directly from the manufac- 
turer without any intermediate 
steps. Title to the equipment is 
vested in the leasing company, 
which bills you each month for 
the amount due. Your company 
generally provides all mainte- 
nance and service, as well as 
paying freight and _ installation 
charges. 

Leasing companies are _inter- 
ested in the same _ information 
about your company as other 
financing organizations. This in- 
cludes your Dun & Bradstreet 
credit rating, the nature of your 
business your balance sheet, and 
your profit and loss statement. In 
addition, most leases have to be 
written for a minimum amount. 

Leasing can be an extremely 
profitable tool for P.A.’s. It takes 
a lot of careful investigation, but 
it can be highly useful for your 
company. 
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SL ONE DEPENDABLE SOURCE for all your fabricated metal parts 


only MUELLER BRASS CO. offers 


all these metal fabricating methods to assure 


you the best product at the best possible price 


To obtain the desired physical and design requirements in a part at the lowest unit cost, there is usually 
one specific process by which that part can be most successfully and economically manufactured. Because 
the Mueller Brass Co. offers all these methods of production, you get sound engineering, the best method of 
fabrication and the assurance of getting the best product at the lowest cost. Sales and engineering service 
is available to you at Mueller Brass Co. offices throughout the United States. Make Mueller Brass Co. your 
one dependable source for all your fabricated part needs. 


forgings 
The Mueller Brass Co. is the world’s largest pro- 
ducer of brass, bronze and aluminum forgings. 


impact extrusions 


The Mueller Bross Co. now offers “Cold-Prest” 
non-ferrous and ferrous impact extrusions. Flex- 
ible new facilities mokes practical either long or 
short production runs of simple or complex shaped 
parts on an economical basis. 


screw machine products 


The Mueller Brass Co. maintains one of the 
largest automatic screw machine departments in 
the country, specializing in the manufacture of 
non-ferrous ports . . . complete! 
perform secondary operations. 





. d 
’ i oe to 


powder metal parts 


Precision ferrous and non-ferrovs powder metal 
ports ore available from Mwvueller Brass Co. 
through its subsidiary, The American Sintee!l Cor- 
poration. 


castings 


The Mueller Brass Co. has a modern foundry 
equipped to produce quality brass and bronze 
castings to your specifications. 


formed copper tube 


The Mueller Brass Co. offers complete facilities for 
producing formed copper tube shapes and as- 
semblies to the most demanding tolerances. 


also producers of: 


Super Cutting Red Tip Brass Rod * Aluminum Ex- 
trusions * Aluminum Sheet, Coil and Strip * Plastic 
Pipe and Fittings * Copper Tube and Solder Type 
Fittings. 


BA @ Lia 


260 


ae MUELLER BRASS CO. Port HURON 30. MICHIGAN 
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HOOK UP 


This enlarged wiring compartment saves 
hook-up time on the assembly line 

ing compartments on G-E motors 

w roomier and easier to work 

An enlarged opening allows 
ccessibility. A narrower ter 

il board makes 

easy to bring in 

leads from conduit 

There are no extra 

studs on the board 

to result in “hook 

up confusion."’ Eas 

ler, more accurate 

wiring results. How 

much can this extra 


value save yj 


GENERAL @@ ELECTRIC 


| 


FAST CONDUIT 
CONNECTION CONNECTION 


Special speed nut permits conduit connection 
from outside; cuts connection time 50% 
Conduit connection is greatly simpli- 
fied by single-thread speed nut welded 
inside the motor shell. This feature 
permits connection of conduit from 
outside the motor 
in half the time 
normally required 
with conventional 
lock nut. No waste 
of time fumbling 
with a loose nut, no 
possibility of drop- 
ping it in the motor 
or on the floor. It's 
1 real time saver! 


GENERAL Gj ELECTRIC 


reCTeIC 


t 
} | 


FAST LEAD 


Now plug-in connectors on all terminals 
cut wiring time in half 

For the first time on all single-phase 

Form G motors, General Electric 

offers time-saving quick connectors 

on all external and internal contacts.* 
Wiring time is cut 
in half. (Studs have 
been retained for 
conventional wir- 
ing.) Simply plug in 
the leads. Fast, posi- 
tive connections are 
assured. Try it your- 
self. You'll like this 
new General Elec- 
tric extra value. 


* Explosion-proof and a few special motors excepted. 


GENERAL @@ ELECTRIC 
SALES ENGINEER 
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Consider these 6 big reasons why General Electric Form G motors 


“00 SKAH36KG276T 


EASY-TO-READ § SAFE, SIMPLE § COMPACT, 
NAMEPLATES § GROUND #LIGHTWEIGHT 


New permanent instructions and data Built-in grounding lug permits fast, easy Small, light Form Gs easy to assemble; 
simplify installation and servicing grounding to meet UL standards cut handling and shipping costs 
Operating data on Form G motors is Now on Form G motors you get a Up to 50 per cent lighter, 40 per cent 
both legible and permanent to | built-in grounding lug that meets UL smaller than old-style designs, General 
you select, install and service without standards for grounded third lead Electric Form Gs are easier to handle, 
guesswork. The nameplate is engraved when required. With a self-forming faster to install. Compact motor re 

then paint-filled for screw you can make ires less mounting 
] ground connections space and material; 


quickly, easily and its down “assem 
inexpensively. This " bly-line fatigue”’ 
box feature assures safe, - ‘ caused by heavier 
plate. Lets 4 permanent grounds ‘ motors; reduces 
your customers , There’s no chance of stock space and 
know exactly how disconnection dur- shipping costs. You 
little maintenance i ing maintenance. in’'t help but save 
Ask for details on with compact, light 

this extra value. veight Form Gs! 


GENERALG@ ELECTRIC  GENERALQ@ ELECTRIC GENERAL GQ ELECTRIC 
ABOUT THE NEW FORM G “EXTRA VALUE” FEATURES 
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another new 
exclusive 


GRC idea 


a 
a 
” 
A 


GRC die cast zinc alloy 


washer-base 


' 
GRC makes new exclusive low cost fasteners with 
won't mor soft surfaces. INTEGRAL WASHER BASES for 
better fastening performance and appearance. Use with 
versize or offset holes: Prevents wrench marks. All 





these advantages at no extra cost. Use standard 
diameter nus wherever regular cop nu's » ould be ued 

one—full diameter nuts wherever regu ar ca) nus 
wou'd be used with sep-rate washers 


24 through V2''—14 hex s zes 
* Rusteroof and corrosion resistant 
* No tool marks or cut off burrs 
* Save assembly time—.nveniory cos's 


Write today for fastener bulletin, prices, spec. sheets. ", 


GRIES REPRODUCER CORP 


World's Foremost Producer of Small Die Castings 
39 Second St., New Rochelle, N. Y. - NEw Rochelle 3-8600 
Be sure to see GRC at the L.R.E SHOW ¢ BOOTH 4108 


standard full washer 
washer diameter 
diameter 

Both closed end and o-en 
end washer ba e cap nuts 


) available with full and 


standard washer diame 
ters 
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A friendly suggestion to RESPECT PRIVACY is the 
first duty of a fence. But it must also be strong to 
resist illegal entry, permanent to minimize main- 
tenance cost, yet attractive in appearance. 


Continental Chain Link 
Fence answers BEST be- 
cause it’s stronger, and at 
less cost, because it lasts 
longer. 


Only Continental is made of 

KONIK STEEL for greater ten- Write for PLANNED PROTEC- 
sile strength and increased rust TION. Shows 10 styles, 25 uses, 
resistance. 14 features of Continental Fence. 


CONTINENTAL CHAIN LINK FENCE 


CONTINENTAL STEEL CORPORATION - KOKOMO, INDIANA 
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Are You “Stealing” 
Your Suppliers’ 
Ideas? 
(Continued from page 83) 


service. If the vendor’s price is 
no more than 5‘~% higher than the 
others, the order is his. 

There are even some concerns 
who permit the unlucky vendor 
who loses both the order and his 
idea, to submit a bill for their 
design and systems service. This 
has its pitfalls. Some of these un- 
happy vendors not only total up 
their creative time but add their 
lost commission in setting the total 
price of the bill. 


Determining The Value 


Another drawback to this last 
method is that some printers have 
a completely unrealistic concep- 
tion of the value of their mental 
efforts. One instance: A vendor 
whose exact part in the new sys- 
tem was unclear since he and the 
company had worked together on 
it, lost the order and was asked 
to set a price on his services. He 
figured that since he was a sales- 
man with a quota of $250,000 
worth of business annually, each 
day of his time was worth 
at least a thousand dollars to 
his company! He finally came 
down to earth long enough to re- 
estimate the value of his con- 
tribution at $1200. Since the total 
value of the order was $1900, his 
self-appraisal was given short 
shrift and the answer was a loud 
“no”. The whole affair ended un- 
pleasantly. 

This could have been avoided 
had it been handled in a business- 
like manner from the outset. Cer- 
tainly this man’s time was valu- 
able. But the time to establish 
the exact value was prior to the 
acceptance of his help, not after. 
In that way, the buyer would 
have known the value of the 
man’s services and could have 
decided then and there if the cost 
of his talents would equal the 
cost of the help needed. 

This seems to be the most logical 
way to approach the problem. Un- 
der no circumstances however, 
should any company callously 
take ideas and methods from a 
vendor without paying for them 
in some way. 
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New Tubing Mill Produces at 
peed of 350 Feet Per Minute! 


It's Cities Service for 
Hydraulic System and all lubrication 


1957, P&H 
poration put a new mill in production 


On January |, Tube Cor- 
at Bossier City, Louisiana—the only 
one of its kind in the United States 

Equipped with special drives and 
worm gears, this unique mill actually 
produces at the rate of 350 feet per 
minute —twice the speed of conven- 
tional tubing mills! 

With speeds like this, you might ex- 
pect lubrication troubles but P&H 
Tube Corporation has none. One big 
reason is the careful study of each ma- 
chine made by Cities Service Lubrica- 
tion Engineer Neil Carmony—and the 
lubrication recommendations he made 

In hydraulic units, for example, 
Carmony recommended Pacemaker 
200-T Hydraulic Oil for he knew 
its ability to withstand the severest op- 


erating temperatures and speeds. He 
knew that due to its exceptionally high 
viscosity index and superior com- 
pounding, Pacemaker 200-T would 
give maximum resistance to thinning, 
oxidation, rust and corrosion. 

The wisdom of this decision, as well 
as the choice of other lubricants shown 
in the chart at right, was demonstrated 
recently when P&H Tube Corporation 
ran off 125,000 feet of tubing in an 
ordinary eight hour shift—with normal 
time-out for change-overs! 

That's production with a capital P! 
And if you'd like to improve your 
production picture, a Cities Service 
Lubrication Engineer can help you, 
Call the nearest office or write: 
Cities Service Oil Company, Sixty 
Wall Tower, New York 5, N. Y. 


too 


CITIES () SERVICE 


QUALITY 


FEBRUARY 16, 1959 
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PRODUCTS 


" ; 2. 
Electrode Wheel welds tubing 
cause of extreme heat and consider 
able water, Lubrication Engineer 
Neil Carmony recommended Cities 
Service Trojan S-1 for bearings 





What the Cities Service 
Lubrication Engineer Recommended 


Hydraulic units 
Bearings 
Pacemaker Oil 
Trojan S-1 


Drive units 


Bearings by the 


mill's electrodes 





Pacemaker 200-T 
Trojan H 2 Grease 











Operator applying Special Handy Flux Type B-1 to com- 
ponents of de-icer tube before brazing. 


ats \\ hole — 
ASC al Se 


Lr oe yi! ' ~~ 


First step in brazing manifold. Operator applies Special 
Handy Flux Type B-1 to joint area prior to hand brazing. 
B-1 Flux is particularly effective in removing refractory 
oxides such as those formed in stainless steels and carbides. 


Here’s how you can get uncompromising 
JOINT STRENGTH at LOW-COST... 
» Handy & Harman SILVER BRAZING 


The first requisite for virtually any aircraft part is 
unimpaired strength. Jerden Manufacturing Company, 
Indianapolis, makes a number of tubular aircraft parts 
and components and each of them must pass rigid tests 
before acceptance. Three of the components are a hy- 
draulic aircraft filter, a manifold assembly and a de-ic- 
ing tube. Tubes and fittings are 410 and 321 stainless 
steel, brazed with Handy & Harman silver alloy Braze 
541 (formerly 4772). 


Handy & Harman’s Braze 541 is specifically formulated 
for brazing stainless steels. It has a high flow point 
(1575°F), and its excellent strength at elevated oper- 
ating temperatures especially recommends it for many 
aircraft component applications. Braze 541 is a “‘tailor- 
made” brazing alloy, designed to do a specific joining 


GET THE FACTS 
Technical Bulletins T-1 and 
T-2 give the general charac 
teristics of silver brazing 
alloys plus the compositions, 
melt and flow points of 32 
separate alloys. Write for 
your copies. 


For More Information Write 
06 


Here, four de-icer assemblies in jig are being brazed by 
induction heat. 


Operator preheats joint area before hand feeding Handy & 
Harman silver alloy Braze 541. 


Here, two different parts are being brazed. Operator in fore- 
ground hand feeds alloy on aircraft manifold joint while 
operator in background brazes nipple on hydraulic oil filter. 
Gas-air hand torches are used in both cases. 


job and do it particularly well. It is an example of Handy 
& Harman’s ability to supply a specific alloy to fit a 
specific need, a service that remains constantly avail- 
able to you. 


You may find that your metal joining requirements are 
more or less special or you may not be fully aware of 
what you require. In any case, we invite you to consult 
us about what you are joining and would like to join 
better. We may be able to help you from many points of 
view: economy, joint strength, conductivity, ease of 
production and many others. 


Source ef Supply and Authority on Brazing Alleys: >>» 


ATLANTA Ga 
ORIDGEFORT. Cone 
PROVIDENCE @ + 


HANDY & HARMAN °° 
General Otfices: 82 Fulton $t., New York 38, N.Y. one. 
DISTRIBUTORS IM PRINCIPAL CITIES panei: canes 
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IF IT’S ALLOYED FROM 


COPPER 


YOUR BEST SOURCE IS 


CHASE! 


Whatever your needs in copper alloys, you can fill them with a single order 
to your nearest CHASE warehouse or sales office. There you will get prompt 
service on any of more than 30 different alloys. Some of the outstanding ones 
are described below. In addition you can order non-ferrous forgings, alu- 


minum and stainless steel from the same single source. 


New, unique SILNIC® BRONZE... the Chase- TELLURIUM COPPER — in drawn bars, rod an 
developed age-hardenable alloy that combines high tensile wire form for use in forgings and screw machine part 
and yield strength with high conductivity, excellent form- requiring high conductivity, extensive machining, a1 


} 


ing characteristics and excellent corrosion resistance. excellent corrosion-resistance. 


OLYMPIC BRONZES — copper-silicon a 
TELNIC® BRONZE — available in rod only. A Chase fees Bae copl 

relative high strength, marked ductility and workab 
ity, both hot and cold. Typical uses: Type A in sheet a 
strip form for angles, bearing plates, drawing 


development used for forgings and screw machine parts 
requiring high strength, hardenability, extensive 


machining, corrosion resistance ; “ 
stamping. Type B in wire and rod form 
screws, welding rods, bolts, etc. 

PHOSNIC® BRONZE— another Chase development, 

available in rod and wire form for use in making rivets, S-19 PROCESS ALLOYS—¥, 

screws, springs, electrical parts, etc. Can be heat-treated combination of surface and elongati 

or age-hardened without loss of ductility. Outstanding size and Rockwell to meet your specifi 

in its combination of electrical and thermal conductivity ess alloys are the closest thing to t 

with excellent mechanical properties. metal available 


Your nearest Chase represent } can give you 
detailed informati rbout j R “‘naotineerina 
alloys and the othe ous meta 1 ® 
leant op ton ed bas ye 
; 


can reaci hin 
BRASS & COPPER CO. 
WATERBURY 20, CONN. 
Subsidiary of 


Kennecott Copper Corporation 


Waterbury 20 


The Nation's Headquarters for Aluminum, Brass 
Atlanta Baltimore Bost tte t 


eat Newark New } New York (Ma 
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DETREX equipment 


Cleans Them All 





Ultrasonic Degreaser 


Ranging from single stage, hand-operated degreasers through huge 
spray washers, or multi-stage processing machines, DETREX has the 
experience and ability to provide equipment that saves you money. 
If your cleaning process requires ultrasonics you can be serviced by 


the leader in the field with famous Detrex ‘Soniclean’ units. 


When DETREX equipment is applied to your specific needs, coupled 
with DETREX chemicals and DETREX service, you have the highest 
degree of quality and efficiency in the metal cleaning field. You can 


have it in your operation tomorrow. Find out about it today. 


Depend on DETREX for Every Metal Cleaning and Processing Need 


Solvent Degreasers @ Alkali and Emulsion Cleaners 


PERM-A-CLOR NA 
(Trichlorethylene) 


Ultrasonic Equipment 
Industrial Washers 

Phosphate Coating Compounds Rust Proofing Materials 
PAINTBOND Compounds Extrusion and Drawing Compounds 


Spray Booth Compounds 


CHEMICAL INDUSTRIES, Inc. 





Box 501, Dept. P-259, Detroit 32, Mich. 
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Patent Licenses 


(Continued from page 94) 


the commodities of competitors 
—if by so doing the effect were 
to lessen competition or tend to 
create a monopoly. 

Of these tie-in contracts which 
Congress sought by statute to 
abolish, the House Judicial Com- 
mittee said: 

“Where the concern making 
these contracts is already great 
and powerful, such as the United 
Shoe Machinery Company, the 
American Tobacco Company and 
the General Film Company, the 
exclusive or ‘tying’ contract made 
with local dealers, becomes one of 
the greatest agencies and _ in- 
strumentalities of monopoly ever 
devised by the brain of man. 

“It completely shuts out com- 
petition not only from the trade 
in which they are engaged al- 
ready but from the opportuni- 
ties to build up trade in any com- 
munity where these great and 
powerful conditions are appear- 
ing under this system and prac- 
tice.” 

Supreme Court Ruling 

A few months later the Su- 
preme Court ruled on a motion 
picture machine restriction: “The 
sale and purchase of this machine 
gives only the right to use it 
solely with moving pictures con- 
taining the inventions,” identi- 
fied with specific patents, the 
requiem of these tie-in sales was 
tolled. 

The court said: “Whatever the 
right of the owner may be to 
control by restriction the ma- 
terials to be used in operating 
the machine,” it must be derived 
through the general law from the 
ownership of the property in the 
machine. This right cannot be de- 
rived from or protected by the 
patent law. The patent law grants 
only the right to an exclusive use 
of a new and useful discovery 
which has been made. 

“This construction gives to the 
inventor the exclusive use of just 
what his inventive genius has dis- 
covered. It is all that the statute 
provides shall be given to him and 
it is all that he should receive, 
for it is the fair as well as the 
statutory measure of his reward 
for his contribution to the pub- 
lic stock of knowledge.” 
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because we can’t buy them 


.. IT’S 4S SIMPLE 
AS THAT...AND 
THEY COST NO 
MORE THAN 
OTHER SWITCHES 


We had to build Gold-N-Ring Control Switches to meet our own 
high reliability specifications . . . our reputation was a part of 
this important fact. We’re machine tool builders. We can’t 
afford to be responsible for costly down-time on important 
capital investment equipment due to inferior control switches 
That’s why we build them like precise machine tools . . . and 
why it will pay you to check with us. 

A wide range of basic units meets practically every need .. . 
as well as completely assembled stations in 1 to 4 button sizes 
to meet your electrical specifications. Ask our representative to 
call, or send for Bulletin ECS-56 . . . the complete selection 
and ordering guide. 


ELECTRICAL MANUFACTURING DIVISION 


THOME 








LIMIT SWITCHES 
A full line, originally de- 
signed for machine tool 
applications but now used 
wherever the highest reli- 
ability factors are required. 
Bulletin EM-51. 


Fesruary 16, 1959 


SOLENOIDS. A full 


line of standard and cuatom 
units for AC or DC. Push 
or pull types with capaci- 
ties up to 25 Ibs. Bulletin 
EM-52A. 


THE NATIONAL 


ACME COMPANY 
191 E. 13ist STREET 
CLEVELAND 8, OHIO 
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OVER 10 TIMES 
THE RATE 


AT 50% SAVING 


IN RAW MATERIAL 























Another example of how 
Hubbell Cold Heading 
produces Better Parts at 
Faster Speeds, at Lower Cost 


THE PART: 


Click Button 


THE MATERIAL: 


Brass 


THE METHOD: 


Hubbell cold heading in place of screw 
machining. 


THE RESULT: 


This brass click button was machined 
previously from bar stock, involving 
several different operations that re- 
moved nearly 50% of the total weight 
of the original stock . . . a wasteful, 
time-consuming, costly process. 
Hubbell now produces essentially the 
tame part at tremendous savings in time 
and material cost. 

@. Production is increased from the 
original rate of 5.5 pes. p.m. to cold 
heading rate of 60 pcs. p.m. 

b. Labor, overhead and material cost 
has been reduced 36%. 

¢. The finished port is stronger, more 
eccurate, with greater uniformity. 
Hubbell Cold Heading may pro- 
vide equally dramatic results for 
you. Whether it is presently cold 
headed or not, send blueprint of 
part or sample for analysis and — 
estimate. 


MARVEY HUBBELL, Inc. Vac 
Bridgeport 2, Connecticut 
Kindly estimate on the enclosed 


sample (blueprint) Quantity 
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No Right Answers In 
Materials Management 


(Continued from page 71) 


The above examples provide a 
clue as to why an integrated ap- 
proach to materials management 
is absolutely essential to over- 
all profit objectives. Successful 
materials management demands 
careful balancing of inter-related 
materials objectives. Not only do 
materials objectives vary in im- 
portance from company to com- 
pany. They also vary from time 
to time. It is the job of the mate- 
rials manager to translate over-all 
policies into specific materials 
policies. ; 

Unfortunately, primary mate- 
rials objectives conflict with one 
another. (This is illustrated in 
the table in this article.) Concen- 
tration on one objective always 
brings sacrifices in the achieve- 
ment of at least one other objec- 
tive. The most obvious contradic- 
tion is between the objectives of 
high inventory turnover and low 
prices. 
ways reduce prices if he is willing 
to buy in larger quantities. But 
this raises inventories and cuts 


A buyer can almost al- 


turnover. So achievement in one 
area brings sacrifices in another. 


Basic Organization Principle 


All this proves that “you never 
get something for nothing.” In 
the materials management area, it 
also points to something else: a 
basic principle of organization. If 
a decision must be made among 
conflicting objectives, then there 
must be available to 
make that decision 

Every organization needs a ma- 
terials manager. He should be re- 
sponsible for the achievement of 
all of the primary objectives of 
materials management. (How else 
can he reconcile these conflicting 
objectives?) This means he should 
directly control the purchasing, 
material control, inventory con- 
trol, receiving, shipping, traffic. 
and materials handling functions. 

The materials manager should 
be a top official of his company 
for two basic reasons: First, he 
heads a basic function of the busi- 
ness and the materials point-of- 
view is a critical one in many 


someone 


overall policy decisions. Second: 
he should be close enough to top 
management to be able to quickly 
re-balance materials objectives to 
bring them into line with shifts in 
overall company objectives. 

With the conventional approach 
to materials organization (i.e. 
where purchasing, production 
control, and traffic are separate, 
independent functions), it is diffi- 
cult, if not impossible to do a good 
job of materials management. 
Why? Because only one man, the 
president of the company, is fully 
responsible for meeting all the 
inter-related objectives of mate- 
rials management. 

The purchasing manager can’t 
do the job; he’s certainly not pri- 
marily responsible for all nine of 
the primary objectives (inventory 
control being the most critical 
that is not under his control in 
most cases). Nor can the produc- 
tion contro] manager or the traffic 
manager do it. As a result, mate- 
rials management is often a series 
of compromises between various 
personalities. 

The only man who is fully re- 
sponsible, the president of the 
company, is usually much too in- 
volved in sales and engineering 
problems to worry much about 
materials management. So there 
is a real need for a materials man- 
ager. And the best way to get 
one is to give the purchasing ex- 
ecutive the authority to do a com- 
plete materials management job. 





— 


=— chery 


“Tell me, how do you always man- 
age to be the first one in here?” 
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E] MICRO SWITCH Precision Switches 


Why MICRO SWITCH is the logical 
first source for precision switches 


For 20 years MICRO SWITCH has been 
first in the development, design and 
production of precision switches. 


During these years MICRO SWITCH has 
produced hundreds of millions of pre- 
cision switches. Over 10,000 variations 
are available to meet industry’s broad 
requirements. 


DEVELOPMENT 
First in the field of precision snap-action 
switches, MICRO SWITCH continues to lead 
in the original design and production of 
new precision switches. 


QUALITY CONTROL 

MICRO SWITCH’s plants and development 
laboratories are equipped with superlative 
scientific tools for painstaking precision, 
quality control and necessary testing tech- 
niques. 

MICRO SWITCH produces its own snap-ac- 
tion springs, plastic parts and other com- 
ponents of its switches. High quality with 
reliability has made MICRO SWITCH the 
leading manufacturer of precision 
switches. 

A MICRO SWITCH technician checks the condition of a switch that 


has been test-operated under electrical load at 600° F. Tests like 


SERVICE 
MICRO SWITCH service to its customers is 
very often above and beyond the service : 
normally required. Ten catalogs contain- — 
ing full technical data for every series of + 


‘ , e 
switches are available to purchasing di- SE — Y 
rectors. A request will bring you as many Ni aa W/ t 
sets as your department requires. . 


MICRO SWITCH field engineering offices and | LO. **E6”" and ‘‘V6"’ enclosed 
hundreds of Authorized Distributors switches are available in 
blanket the country. There is always a = i ae six different actuator de- 
MICRO SWITCH man near you. j : signs and in side mounting 

° ; “ or bottom mounting styles. 
MICRO SWITCH ... . Freeport, Illinois They are interchangeable 


A Division of Honeywell with the well-known “E 
: and ‘‘V”’ series switches, 


yet are easier to install, 
The two-word name MICRO SWITCH stronger, and offer improved 
i 


is NOT a generic term. It is the name of a i insulation and a better sead. 
division of Honeywell. Send for Data Sheet 145, 


this are part of the rigid MICRO SWITCH program of quality control, 


— 











Honeywell 


MICRO SWITCH PRECISION SWITCHES 
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<I> Industry’s chemicals: 
WHAT'S MAKING NEWS? 


The biggest news in industrial chemistry hasn't been re- 
leased yet—because it hasn't been made. But it may be 
tomorrow! And you may preview it here. Research chemists 
across the country are working on new processes and prod- 
ucts which will have vital significance to profit-minded manu- 
facturers. These messages are designed to keep you abreast 
of the facts by presenting them in easily read form. 


You may wish to check certain ¢ 
items in this et 


advertisement and 
forward to those concerned in your 
company. 


ROUTE TO: 

















UNUSUAL “EXCHANGE” CHEMICAL 
CHALLENGES INDUSTRY 


lon exchange resins have 
been performing chemical mir- 
acles for years—chiefly in that 
familiar household tool, the 
home water softener. But scien- 
tists know that the real poten- 
tial of ion exchange has 
scarcely been touched. Research 
men at Dow feel that, within 
a few years, at least half the 
ion exchange resins produced 
will be used in fields other than 
water treatment. 


The principle of ion exchange has, 
of course, been known to chemists for 
many years. Stated simply, the resins 
trade tiny electrically 
charged particles—for ions of a differ- 
ent type whenever they come in con- 
tact with them. In 
calcium and 


me rely ions 


water softening, 
magnesium which 
make water hard, are removed by pass- 
ing the water through a bed of resin 
Dow’s widely 


ions, 


such as used Dowex®. 
Troublesome magnesium and calcium 
ions are traded for harmless sodium 
ions. 

The future of ion exchange chemistry 
broad as the imaginations of 
thousands of research chemists. Its 
applications are almost limitless. One 
of the most interesting is in the separa 


tion of a relatively unexplored group 


Is as 


212 


Constant laboratory research has led Dow 
to many ion exchange resin improvements 
in recent years. 


known as “rare earths”. 
This group (e.g. terbium, samarium 
and yttrium) constitutes nearly one 
fifth of all the known elements but has 


of elements 


been largely ignored by chemists ‘in 
the past because the extreme similarity 
of its members made it almost impos- 
sible to one from 
Recently, great strides have been made 
in this field, using the ion exchange 
principle. As a result, you will hear 
much more of the rare earths and theit 
useful possibilities in the years ahead. 


separate another 


In more immediate commercial use, 
ion exchange resins are widely used in 
the removal and concentration of ura- 
nium from ore which has been leached 
in an acid solution. 

Medically, the process is used to 
calcium from blood by ex- 
changing it for sodium in the resin. 
Since blood must have calcium to clot, 
this is an ideal method of preventing 
clotting when it is medically undesir- 
able, as in the drawing of blood for 
transfusions. 

In the isolation of amino acids 
(widely used in animal feed supple- 


remove 


DOW CHEMICALS BASIC TO INDUSTRY 


Glycols, Glycol Ether 


* Amines and Alkylene Oxides 


Benzene Derivatives * Inorganic Chlorides * Alkalies and Halogens 


Solvents * Germicides * Fungicides * Herbicides * Fumigants 


Hundreds of other Chemicals * Plastics * Magnesium 
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the decontamination of 
chromic acid solutions during the plat 
ing process, and in a thousand other 
ways ion exchange resins are 


ments), in 


proving 
their worth. The ion exchange process 
according to Dow, is rapidly joining 
the ranks of distillation, evaporation, 
established 


resins are 


and crystallization as an 


unit process. lon exchange 


useful in isolating materials, classifving 


them, and also as catalytic rents 


a 





REMARKABLE DYE SOLVENT 
gives fabrics brighter, faster colors 
Many 


ceiving excellent performance from a 


textile manufacturers are re 
new dve solvent recently put on the 
market by Dow. Dowanol DE-SG, one 
of the Dowanol compounds 
(glycol ether solvents), is used as a 

with pastes containing alkyds 
to control evaporation, aid penetration 


many 
solvent 


and leveling 
It is especially effective when used 
with indigo type dyes. Just a_ littl 
Dowanol DE-SG gre atly increases solu 
bility of the dve. It brighter 
and better crock 
Crocking is the soiling or stain 
of adjacent material by the col 
matter in the fabric Mort 
textile people are benefiting by 
Dow’s consistent quality which 


provides 
colors resistance to 
ng 
Ing 
ind ind 
more 
issures 
them uniform end product 

Other important uses of the Dow 
anol products are in today’s modern 
brake fluids, fast drving 
lacquers, cosmetics and many other 


versatile sol 


heavy-duty 


extremely 
vents are needed. 
* * * 


areas where 


If these news reports have stirred your 
interest, you can get complete informa- 
tion on any of the chemicals mentioned 
(or any other Dow chemical) from THE 
DOW CHEMICAL COMPANY, Midland, Michi- 
gan, Chemicals Sales Dept. 605EE2-16. 


THE DOW CHEMICAL COMPANY 
Midland, Michigan 
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SEPARAN speeds uranium processing 
NP10 is a 


“OK topus” 


Separan* flocculating 
chemical which 
small masses so 
that they quickly settle to the bottom 
of a body of liquid Thus, 


may be recovered, 


agent an 


gathers solids into 
desired 
unwanted 
ones eliminated 

Not long ago 


pany 


a large mining com 


was attempting to improve 
tl roughput in its uranlum processing 
operation. Its development engineers 


NP1LO 
average filtering rate 


evaluated and used 


Net 


Separan 
result: an 


better than 
achieved 


had 

well as 

greater metal value recovery 
Separan 


been 
much 


twice what 


before, as 


countless 
uses outside the mining field One 
of the best clearing 


of waste water in industrial operations 


flocculants have 


too 


known is in the 


> 
Processors requiring purer water for 


their manufac turing operations are ils 
] 


relying more and more on this speedy 


flocculant. In case after case its use 


( fhic ent 
well as greater economy, 


provides more operation as 


OTHER DOW CHEMICALS 
of interest to you 


long a prime source of this 
material, 


a new 


CAUSTIC SODA 


vital 


Dow has recentiy opened 


caustic terminal at Grants 


New Mexico, to serve the vital ura 


nium mining industry 


ANHYDROUS AMMONIA 


Farmers know this important chemi 


cal as their cheapest source of ni 


trogen, an 


jected into earth as gas, it 


important fertilizer. In 


means 


greater productivity per acre 


DOW-PER 


This is the Dow trademark for per 


chloroethylene, used by dry cleaners 


across 
solvent for cleaning clothes 


a major 


Used to 
liquid, 
in soap, textile, rubber 
tries 
chemicals is 





the country as a synthetic 


Dow is 


producer of this product 


CHELATING AGENTS 


inactivate meta! ions in 


they have wide acceptance 


other indus 


The widest line of these 


available from Dow 
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BUY DoALL TOP TOOL PERFORMANCE 


Now. from one nearby reliable Industry benefits four ways from LOWER COST PURCHASING, FACTORY 
source nearly every need for metal DoALL’s greatly expanded TRAINED SERVICEMEN AND SALES 
working supplies, cutting tools, gages, program of service. ENGINEERS, EACH ITEM LABORATORY 
surface grinders and band saw ma- INSPECTED, CONSISTENT TOP TOOL 
chine tools can be secured quickly PERFORMANCE. 

and economically. 


Tear ovt 
this ad... 
Have your 


> a 
L7@, 2% IN STOCK sf 
e 


AT YOUR LOCAL DoALL STORE 14 


all laboratory-inspected 





4 
», a 
X ee 
Your Products of > 
1 Cost Less 4 ww 


Machines se, Surface aa al Power 
| With This Balance ond Blode Grinders Yo = 2 Sows 
‘ q 4 


From 


E> == a. THE ain COMPANY “454 
* DES PLAINES, ILLINOIS 
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CLASSIFIED DEPARTMENT 


Contract Work e Used Equipment For Sale e Business Opportunities 











Send orders to: CLASSIFIED DEPARTMENT PURCHASING 205 East 42nd Street, New York 17, New York 





REQUIREMENTS 
Undisplayed ‘want ad style), minimum charge 4 lines, prepaid. 
Figure forty-four letter spaces (five average words) to a line. 
Undisployed ‘(set solid 90¢ line Add one line for box number address; replies forwarded with- 
Displayed $8.50 inch out charge 


Discount of 10% for twelve consecutive displayed insertions. 





EARN BIG MONEY selling commercial shelving Salesmen Wanted: CONTACT PLASCO SAFETY 
ports bins—cabinets—shop equipment. Sold every PRODUCTS COMPANY—Openings in most all 

where! Terrific commissions. Free 32 page cata states for men to carry our industrial safety — SALE: One (1) Buflovak 3'—0' dia. x 20 
log. Jobber discounts. BFC Corporation, 2879E 


line in conjunction with your present line long vacuum rotary dryer, complete with 
Hedley, Phila. 37, Pa P F Gear Motor and 


©. Box 367, Springfield, Ohio o HP Universal T. 


accessories All internal material contacting 
product is type 316 stainless steel. Purchased 
June 1957. Never used nor instelled, located 


in Houston, Texas. In original crates and . ids. 
WE’RE LOOKING TO BUY!!! formation coll: Mr F, W. Bennett, Generel Foods 


- Cor White Plains, N. Y., WHite Plains 6-2500, 
° INVENTORIES -° | Stas Ps 
OF DISCONTINUED OR OFF SEASON LINES 


"MACHINERY 


PRODUCTION & SPECIAL BUILT 


© RAW MATERIALS — EQUIPMENT — PACKAGING SUPPLIES © | | | 8UYERS—KNow YouR veNDors 


USED IN ALL INDUSTRIES Substantiate — Selection to an 
ment. Let Us rvey Minnesota, isconsin 

—— — Our buying range is so varied that is is impossible to describe the Small Industetel Accounts. For "ov. Clear 
items we “ed — we will make you 2 worth while offer for ANYTHING et ee en — 

esse ave for sal 


NATIONAL TRADING CO., 294 SUSSEX AVE., NEWARK 7, N. J. ne ee 


BOX 7474 Minneapolis 22, Minn 
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COST-CONSCIOUS COMPANIES 
ARE ‘TURNING ‘TO STUDEBAKER 
FOR ECONOMICAL 

FLEET TRANSPORTATION 


> studebaker now has the capability to 
substantially lower the cost of fleet transport 
through The Lark and a line of soundly en- 
gineered, versatile trucks 

=> An increasingly large number of corpo 
rations, oriented towards reducing the burden 
of unnecessary costs, are purchasing fleets of 
Larks and Studebaker trucks 
sense because these vehicles provide everything 
that higher priced cars and trucks offer plus 
several highly advantageous and exclusive 
bonus features. The Lark's price begins below 
others, and its operating costs are low, too. Its 


It makes good 


14% ft. length allows comfortable seating fon 


six, yet saves about 18 sq. It 


per vehicle of 
parking space over conventional autos. Mul 
tiply that by vour fleet and see what vou save. 
> Fuel, maintenance, insurance, even sheet 
metal damage in accidents are less costly than 
It's 
good business to get all the facts and make a 


_ > 
Rh BY STUDEBAKER 


other vehicles. This is the nub of the stor 


careful appraisal before committing large sums 
of money to fleet transport that exceeds your 
requirements. 

> We urge you to mail this coupon fol 
details on Studebaker vehicles. It's a good in- 
vestment that will assuredly 
able amount of corporation money. 
THE LARK 2- AND 4-DOOR SEDANS. Ex 
cellent company cars Reflect good taste and 
handle with effortless ease. The Utility Sedan 
features spacious flat area behind driver's seat 


save a consider- 


for bulky merchandise or other material 


THE LARK STATION WAGON-—smart 
and practical. Converts to Panel Wagon with 
easily installed advertising panels 

THE LARK HARDTOP-—Ideal rental car. 
\lready a stunning success with demand ex 
ceeding production estimates. 
THE ECON-O-MILER—A 113-in 


car that is ideal for severe-service 


wheelbase 


conditions 





THESE FLEET USERS HAVE PURCHASED THE LARK: 
City of Memphis 

State Highway Comm., 
City of Cedar Rapids 
City of Miami 

Western Electric, LeMoyne, Pa. 
Commonwealth Edison, Chicago 
Dallas Power & Light Co. 

Bell Telephone Co., New York 
State of California 


lowa 


Without objigating myself, | would like to know more about the new 


dimension in fleet transportation. 


MR. A. E. FITZPATRICK, Manager —Fieet Sal:s 


STUDEBAKER-PACKARD CORP./South Bend 27, Indiana 


NAME 





ADDRESS 





CITY STATE 





P.2-16-59 
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First choice of the rocket 
and missile industry... 


Three superlative Marsh products 
are widely used and approved by 
the aircraft and missile industry: 


MARSH Pressure Gauges... 


because they combine the most advanced 
features ever found in pressure, vacuum and 
compound gauges. There is a Marsh Gauge 
for every conceivable application. 


MARSH Needle Throttling Vaives ..- 
because they are guaranteed to give micro- 
meter regulation at HIGH pressures— 
pressure up to 10,000 psi—and any temper- 
ature up to 500° F. 


MARSH Dial Thermometers... 
because they offer the precision and accu- 
racy a precision industry demands. Most 


complete line; wide temperature ranges, dial 
sizes, patterns, finishes. 


All Marsh products available with AND threads 


O MARSH = 


MARSH INSTRUMENT CO, Soles Affiliate of Jas. P. Marsh Corp. Dept. G, Skokie, II! 


Marsh Instrument & Valve Co., (Canada) itd., 8407 103rd St., Edmonton, Alberta, 
Conada. Houston Branch Plant, 1121 Rothwell St., Sect. 15, Houston, Texas 
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* 
Totally Enclosed 
Fan Cooled 


Polyphase 


Custom Built ... But 
INOT Custom Priced! 


Here is the most successful development in Air Cooled 
Motors. Reduces friction 75% —cuts power costs. 
Handles any power load emergency without damage 
to motor. Always cool running for continuous service 
in high temperatures. Squirrel cage induction, high 
torque, low starting current. Fully ball bearing and 
quiet running too. 


Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 


VALLEY 


ELECTRIC CORPORATION 


4221 Forest Park Bivd - St Lows 8, Mo 


| 
@ Other Models 


Type SN polyphase, High 
Torque, constant speed, con- 
tinuous duty, squirrel cage 
induction, 

Type AN single phase, con 
stant speed, repulsion start 
induction run, continuous 
duty. 
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quickly available 
near YOU 


Find your nearest source for high quality 


Aeroquip Hose Lines in the yellow pages of your 
telephone directory. Any Distributor listed 
there is factory selected, factory approved, 

and in position to provide best possible delivery 
ohio (J ol_lulololol( We CIreleltll oll oleole lla 


py 501018] eee) ide) Nile), Merve evel mile. lier, | 


Industrial Division, Van Wert, Ohio © Western Division, Burbank, Cal 
Aeroquip (Canada) Ltd., Toronto 19, Ontario 


For More Information Write No. 327 on Inquiry Card—Page 32 
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PORTA-CHECK® 
A transistorized comparator 
for fast, accurate measure- 
ment to .00001”. 


AMEs 


Masters of 
Measurement 








For more than half a century, 
Ames measuring instruments 
have been regarded as the 
finest available. Wherever pre- 
cision is really important... 
you'll find Ames indicators, 
gauges, micrometers and com- 
parators on the job. 


SERIES 


One of four sizes; made 
to AGD specifications. 











Pa niofr 


B.C. AMES CO 


31 Ames Street, Waltham 54, Mass. 
’. Ames Co., 45 Oriole Parkway, Toronto 
MANUFACTURERS ¢ MICROMETER DIAL INDICATORS AND GAUGES 


For More Information Write No. 329 on Inquiry Card—Page 32 
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ADAMS GEARS 


The ADAMS |! 
are made exactly to - _ 
ge . Spur Gears 
your specifications suiticel Akane 
Bevel and Miter Geors 

Straight or Coniflex 
@ prompt quotation on the quantities Worms ond Worm 
Veors 
you specify. Write to The Adams Com beta inseah 


pany, 1942 Byer St Dubuque, lowa Spur or Helical 


Sprockets 


Please send prints. We will submit 


Vie Ratchets 

Racks 

Splined Shafts 
Porallel key or 
nvolute 

lead & Feed Screws 

Shaved Tooth Gears 
Spur or Helical 


Ground Threod Worms 











The ADAMS Company 


Dubuque, lowa, U. S. A. FX, 


ane Ne v 
\ 
Vagynnn 
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Gears made to you 


exact specificat 
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MACHINE 
WORK & 
SPECIAL 
MACHINE 
BUILDING 


We have large, medium and small machine 
tools available for machine work and the 
building of special machinery. 


We will be pleased to receive your inquiries. 


SUN SHIP 


BUILDING & DRYDOCK COMPANY 
CHESTER, PA 
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NEED 
BETTER 
DRUMS? 


Alcoa's Jobbing Division Has Them 


ALUMINUM, 55-gallon, general-purpose shipping drum 
weighs only 33 pounds, but ingenious design and high- 
strength Alcoa alloy make it ruggedly resistant to shock 
and pressure. Nonscaling, nonsludging, noncontaminating 
and chemically neutral to a wide range of commercial 
liquids, including food products. 


LIGHT, STRONG Alcoa® Aluminum shipping drums in- 
crease payloads, reduce dead weight and save on labor 
costs of handling and cleaning for re-use. They are made 
in a wide variety of types and sizes 

FREE TO MANUFACTURERS: In addition t ich “standard” 
items as shipping drums for industry, Alcoa’ 
Division has the world’s finest aluminum 
facilities for subcontract ng to your order any aluminum 
components for anything you make. Sixteer 
booklet describes how these facilitic 


Jobbing 
fabricating 


\-page free 
cal ive you tooling 
up costs, lighten your production load and generally cost 
you less than if you shouldered the whole job yourself. For 
your copy, write or just clip and mail the coupon. 


ft Your Guide to the Best 


ALCOA ©. , in Aluminum Value 
ALU AAIN U AA Watch 

- ALCOA THEATRE” Alternate \ jays NBC-TV 
“ALCOA PRESENTS" Every Tuesday ABC-TV 


ALUMINUM COMPANY OF AMERICA 

1868-B Alcoa Building, Pittsburgh 19, Pennsylvania 
Please send my free copy of Alcoa Aluminum Fabr 

NAME TITLE 

COMPANY 

STREET ADDRESS 

CITY STATE 


; 
al 
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Does Your Product Demand A 


SUPER SPRING? 
~ SANDVIK 


2R25 
STAINLESS SPRINGS 


Give 5 To 10 Times 
Longer Performance 


This newest addition to the 
Sandvik spring line is made 
from a premium steel for appli- 
cations where performance de- 
mand outranks cost. 

The steel is Sandvik’s own 
2R25 stainless...a special extra- 
tough and ultra-resilient grade. 
It enables the springs to with. 
stand 5 to 10 times the windings 
that ordinary carbon steel 
springs can take. At the same 
time, it can endure the corrosive 
attacks of varying atmospheres. 

Sandvik 2R25 springs are 
being supplied in either spiral 
or Sandvik’s exclusive cross- 
curved types. Write or phone for 
further information on these 
super springs or on Sandvik's 
broad line of standard quality 
springs. Free literature, case his- 
tory files and specific spring 
design assistance are available 
to you. 


(i Mee SANDVIK STEEL, inc 
a= 
+ 
i | 
= a 
7 
a .n 
“ 
ol 


For More 


Fair Lawn, New Jersey 
Tel. SWarthmore 7-6200 


In New York City: 
Algonquin 5-2200 
Cleveland * Chicago 
Detroit © Los Angeles 


le 


& 
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—_—--—--- a 
ADJUSTMENT FEATURE 
FOR EFFICIENCY, 
VERSATILITY 


Fit the chair to the job, and 
worker output rises! 4-Way 
adjustable back enables in- 
dividual to move backrest up, 
down, backward, forward so 
it correctly supports small of 
back. ‘Telescoping legs, ad- 
justable at 1” increments, 
keep the worker at yy 
height for the bench and job. 








Bouged floors no ex 
Oo P 
Cause worker injury 


a Sis 


-»- AMERICA’S(/ TOP PRODUCTION CHAIR 
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“We like the fact that the information in CONOVER-MAST PURCHASING 
DIRECTORY is contained in one book instead of several. Because of its size, 
it is easy to take from one part of the department to another.”—k. A. Cruise, 
Material Manager, Bendix Aviation Corporation, Kansas City, Mo. 


Save 00%o0: Your Source-Finding Time 


By Using 


Conover-Mast Purchasing Directory 


Conover-Mast Purchasing Directory shows you 
where to go when you are in the market for any 
industrial product or service. 


By rigidly excluding all non-industrial listings and 
advertising, CMPD is kept com- 
pact and is complete in one vol- 
ume. You can keep it right on 


your desk. 


Use Conover-Mast Purchasing 
Directory for your industrial 
purchases in place of the more 
cumbersome directories. You'll 
find its complete cross references 





make it the easiest and quickest 


FEBRUARY 16, 1959 


way to locate suppliers of practically any product 
The more you use it the better you'll like it 
Hundreds already say that 


If you do not have a copy, write to 


Conover-Mast 
PURCHASING DIRECTORY 


205 EAST 42nd ST., NEW YORK 17, N.Y 
Leta melssia: 


DETR 





Employment Service 








DEPUTY CITY P. A. 
March 3 is the closing date 
for applications for the posi- 
tion of deputy city purchas- 
ing agent of Milwaukee, Wis- 
consin. Must have 5 years 
experience (govt. work pre- 
ferred) OR college degree in 
public administration or re- 
lated fields plus 2 years actual 
purchasing experience. Must 
be between the ages of 25 and 
15. Each candidate must also 
take a written examination to 
be given at various locations 
for the convenience of those 
living outside Milwaukee. 
Starting salary: $8194. Write 
to: Examining Division, City 
Service Commission, Room 
701, City Hall, Milwaukee 2, 
Wisconsin. 














Experience: Have been in the purchas- 
ing field 11 yrs. Have been in the ap- 
pliance manufacturing field, machinery 
building for the roofing industry and 
farm co-op field. Production mainte- 
nance, and utilities materials buying 
has given me a wide and varied scope 
in the purchasing field 

Education: Two years night college 
courses in banking, commercial law, 
business English and purchasing. At- 
tended Value Analysis Seminar. 

Will relocate. 


Write: Box 329. 


Experience: Twenty years diversified 
aircraft experience including produc- 
tion, sales and accounting. Ten years 
as director of purchasing, in a staff po- 
sition, for major aircraft firm. 
Education: Purchasing, Accounting, 
Business Management, Drafting as well 
as Radio and Electrical background. 
Prefer progressive southern firm. 
Write: Box 330. 


Experience: Three years in Supply 
Corps, U. S. N. R. Work in corps in- 
directly related to purchasing. How- 
ever, desire career in purchasing. 
Education: B.S. in Industrial Adm. 
Prefer: East of Rockies. 

Write: Box 332. 


Experience: Al. phases of direct pro- 
curement from foreign suppliers of in- 
dustrial materials. Five additional years 
buying stainless, carbon and non fer- 
rous metals; wire cloth and metal pow- 
ders; flanges, fittings and electronic 
components. Complete responsibility for 
developing reliable sources. 
Education: BBA, Foreign trade, (1949), 
2 years basic engineering; MBA indus- 
trial management study currently. 
Will relocate. 


Write: Box 333. 


99 
oie 


Experience: Four years as purchasing 
agent for metalworking plant. Two 
years as cost and general accountant. 
One and a half years as inventory con- 
trol supervisor. Ex naval supply officer 
with one year as general paymaster, 
and recently three years as government 
research contracts administrator. Wide 
general knowledge of materials & 
sources of supply. Extensive adminis- 
trative training. 

Education: B.S., Business Administra- 
tion; major Accounting. Naval Supply 
School course. 

Will relocate: Southern California area. 
Write: Box 335. 


Experience: Currently and for ten 
years purchasing agent for electronics 
manufacturing plant. Prior ten years 
also purchasing, stock control, inven- 
tory control and warehouse manage- 
ment. Assume complete charge of all 
material problems prior to manufac- 
turing. Exceptional diversification. 
Education: Accounting and_ business 
(hobby is law). 

Will relocate. 

Write: Box 327 


Experience: Purchasing agent six years 
sr. buyer two years in packaging 
machinery manufacturing, aircraft 
manufacturing and missile research in- 
dustries. Familiar with military specifi- 
cations and government procurement 
regulations. Extensive experience in or- 
ganizing and managing all phases of 
purchasing, expediting and material 

control. 

Education: B.S. in Mech. Engineering, 
Graduate studies in Business Adminis- 
tration, Member N.A.P.A 

Will relocate. 

Write: Box 331. 





BUYER 

Must select vendors and ne- 
gotiate prices for all produc- 
tion, maintenance and capital 
investment items. Only buyer 
for entire operation. Have at 
least four years experience 
in mass production buying. 
Must be familiar with appear- 
ance items. Prefer a person 
who has experience with 
wood cabinets. Salary range: 
$7800-$9500, depending upon 
experience. Write Box 510. 














Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci-- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 











Experience: Seventeen years of ex- 
perience in all phases of industrial 
purchasing from expediting through 
administration with large petroleum 
corporation. Familiar with petroleum 
manufacturing, marketing and distribu- 
tion. 

Education: College Credit in Purchasing 
Will relocate. 

Write: Box 326 


Experience: 3 summers—machining air- 
craft parts, Ford Motor Co., 2 summers 
Power Division, U.S. Steel Co. Pres- 
ently employed by an insurance com- 
pany doing industrial safety work. 
Desire industrial sales or industrial 
purchasing job, where I can start at 
the bottom and learn the business. 
Education: B.S. Industrial Administra- 
tion. 
Will relocate. At a future date. 
Write: Box 324 


Experience: Four years experience in- 
dustrial purchasing—expediting—per- 
petual inventory control. 

Education: Business Administration 
Degree—Major in Accounting—At- 
tending course in Procurement Man- 
agement. 


Write: Box 334. 


Experience: Ten years diversified in- 
dustrial experience, productive, and 
non-productive, steel. All phases in- 
cluding production, material control. 
scheduling, costs and supervision. Weil 
grounded in techniques for cost re- 
ductions through purchasing functions. 
Education: B.S. Degree in Commercial 
Science. Majored Cost Accounting. At- 
tending Materials Management Course. 
Will relocate. 

Write: Box 336. 
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a 





IN SHIPPING SERVICE 


Yes, when you try D-C, you open the door to 
a whole new world of shipping convenience. 
You benefit from... 





@ Exclusive, one-carrier DIRECT service from coast- 
to-coast 

@ Fast, 2-man sleeper cab service that goes straight 
through, with no transloading. Saves up to 20% in 
running time 
One-carrier responsibility, one-carrier control of 
your shipment from pick-up to delivery—with ex- 
perienced personnel, modern equipment and facili- 
ties ALL THE WAY! 

@ Dependability resulting from consistently careful, 
swift handling of your shipments. 


Discover this NEW WORLD of shipping serv- 
ice for yourself. Mark your next shipment 
and your next order ‘‘D-C.”’ 





ONE 

STEP 

/] ACROSS 
THE 

- NATION ag 


”n 


8 
**Cincinnoti 
Ke 


FxmoonNOe> 


dayton 


DENVER CHICAGO TRUCKING CO., INC. gm 
L THE ONLY COAST-TO-COAST CARRIER *With Trailer Pool 
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D 
Besides eliminating costly delays and expensive inventories, your speci- 

fication of “SCOTCH” Brand does more: it gives you consistently top quality 

—thanks to the finest manufacturing standards in the industry. It gives you 

the benefits of 3M’s continuing program of research to improve, create, or 


“tailor” tapes to fill your exact needs. And it gives you “3M-MATIC” Tap- 


ing and Dispensing methods that match the right tape to the best of more 
than 100 semi- or fully-automatic dispensers to speed applications and cut 
costs. Finally, to get more help, 3M Technical Service teams are as near as a 


telephone call to your local “SCOTCH” Brand Tape Distributor. 
Why not make the call now? Or write: 3M Co., 900 Bush Ave., St. Paul 
6, Minn., Dept. RF-29 
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Why monkey around 
with slow delivery? SC 


When it comes to tape, you always get what you need—when you need 
it—by specifying “SCOTCH” Brand. What's more, you're always assured of 
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a reliable source of supply from 3M’s coast-to-coast network of distributors, 
manufacturing plants and warehouses. 
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“SCOTCH” BRAND TAPES 
TAPE-O-RAMA Contest 


When tape costs so /ittle, why take less than ‘‘SCOTCH" Brand? 135 prizes... write for details 
FEBRUARY 1—JUNE 30, 1959 
St. Paul 6, Minn. Export: 99 Park Ave., New York 16. Canada: London, Ontario 
KS = >>y 
Miiewesora [fining ano (\fanuracrurine COMPANY ~ 
WHERE RESEARCH IS THE KEY TO TOMORROW 


“SCOTCH” is a registered trademark for the pressure-sensitive adhesive tapes of 3M Co 


For More Information Write No. 336 on Inquiry Card—Page 32 
Fesruary 16, 1959 





CARBON AND ALLOY STEEL INVENTORIES... 


They can and will—if you let Frasse stocks be your inventory! 
Your cost for steel ready for use will be less. You’ll save the cost 
of labor, handling, processing and obsolescence... free plant space 
and idle capital for profitable use. You incur no expense until mate- 
rial is needed...then only the cost of steel—not the purchase price 
PLUS the high cost of possession. 


With Frasse stocks as your inventory, you can pick from 20 
different grades—any one of 2001 sizes. For, Frasse carries a com- 
plete range of carbon bars and shafting as well as commercial and 
aircraft quality alloys. There’s always a size and grade for any 
application...immediately available. 


Weigh the advantages of this modern solution to steel inventory 
problems. You get broad selection, fast deliveries—and the help of 
specialists that offer a wealth of technical information and problem- 
solving techniques. Place future orders for the carbon and alloy 
bars you need with Frasse— your Steel Service Center. You’ll find 
it convenient...and far more economical than maintaining your 
own inventory. 
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C1018 
C1045 
B1112 
B1113 


C1117 


CARBON AND 
ALLOY STEEL 


SERVICE 


Frasse Carbon and Alloy 


Stocks Include: 


C1137 E9310 
C1212 E4130 
C1213 4140 
Ledloy 4142 


B1113X 4615 E4340 


8620 E8740 
4140 H.T. *¢ 4142 H.T. 


Precision Shafting * Special Finish 
Turned & Polished Shafting + Drill Rod 
4130 Aircraft Quality Sheets 


| AMERICAN STEEL 











& Co., Inc. 
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New York 13, N.Y. Philadelphia 29, Pa. Buffalo 7, N.Y. 
17 Grand St. 3911 Wissahickon Ave. P.O. Box K, Sta. B 
WaAlker 5-2200 BAldwin 9-9900 BEdford 4700 
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YOuR STEEL 
SERVICE CENTER 


Syracuse 1, N.Y. Hartford 1, Conn. 
P.O. Box 1267 P.O. Box 1949 
HOward 3-8655 JAckson 9-6861 


For More Information Write No. 337 on Inquiry Card—Page 32 
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Cher for I ) 
Il ROHM & HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Canadian Distributor: Cr 


730 Ouren’'s Ouay East 


For More Information Write No. 152 on Inquiry Card—Page 32 For More Information Write No. 153 on Inquiry Card—Page 32— 

















RESINALL 
METALITE 


Special rig for strapping welds on tubular steel 
hospital table handles does a faster job with 50 
and 240-X RESINALL METALITE Cloth Belts. 


The new “91 Coat” is the sharpest, roughest, toughest, fastest cutting abrasive 
known in the metalworking industry today. Why not prove it on your 
toughest jobs . . . just ask your Behr-Manning representative to show you 


how “91 Coat” RESINALL METALITE Belts save time and money. 


BEHR-MANNING CO. } 


Tamer, BEew YORE 


A DIVISION OF NORTON COMPANY NORTON <y 


ABRASIVES: 
BEHR-MANNING PRODUCTS: Coated Abrasives * Sharpening Stones + — Pressure-Sensitive Tapes 


NORTON PRODUCTS: Abrasives + Grinding Wheels « ding Machines * Refractories * Electro Chemicals 


In Canada: Behr-Manning (Canada) Ltd., Brantford f Export: Nort g Ma ng Overseas Inc. Troy, N.Y. U.S.A 











